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NADA Men Who Urged Corporate Dealer Councils— 


Shown are the dealers who attended the recent meeting of the Industry Relations 
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Committee: of the National Automobile Dealers Assn. at Tucson. From left are A. W. 
Bartlett (Chrysler), Odgen, Utah; M. H. Yager (Pontiac), Albany; R. E. Bickelhaupt (Stude- 
baker-Packard), Clinton, la.; Clive Bradford (ATAM), Denver; Paul E. Ruch (Dodge), 
Clearfield, Pa.; James C. Moore, NADA executive vice-president; Sam H. White (Olds- 
mobile), Houston; Charles C. Freed (Plymouth-DeSoto-Valiant), Salt Lake City, committee 
chairman; Paul Herzog, NADA research director; James C. Downing (imported cars), 
Atlanta; Bill Hermann (Rambler), Detroit; E. J. Craigo (imported cars), Jackson, Miss.; 
Robert F. Pulliam (Ford), Columbia, S. C., and Garry Lilly (imported cars), Des Moines. 


The committee decided to give top priority 


in 1960 to a program seeking the establish- 


ment of elected national manufacturers’ dealer councils to supplement the present 
division-level councils. Craigo and Lilly were present as members of a special import 
subcommittee headed by Downing. (Why dealers want elected councils, Page 2.) 





New Scramble Sighted 
In Auto Credit Field 


By L. H, Houck 
Travelling Correspondent 

(ue smoldéring, age-old conflict 

betweefi Banks and established 
finance nies for the consum- 
er’s crédit business, particularly 
auto business, may break out into 
open warfare before the summer's 
contracts are all sealed and de- 
livered. 

Installment credit has increas- 
ed from $12 billion to $40 billion 
in the last 10 years. At the recent 
meeting in Chicago of 1,500 bank- 
ers attending the installment 
credit conference of the Ameri- 
can Bankers Assn., the need for 
banks to expand their consumer- 
loan departments was well de- 
fined. 

At the meeting, this writer found 
some of the pieces of a crossword 

e being put together on the 
ets ction regarding auto- 
mobile and truck dealers. 

From the facts garnered, it is 
fairly obvious that it is indeed a 
wise dealer who is supplied by two 
finance companies and a bank. The 
day of the dealer solely in the 
hands of one finance company is 
decidedly waning. 

. * + 
7s day of the retai] buyer who 
nonchalantly writes a check for 





Top Cars 


New-car registrations for one 
month, plus 11 states for Febru- 
ary: 


1960 1959 
Pos. Make Pos. 
1107041 Chevrolet 111,116— 1 
2—106,681 Ford 101,127— 2 
3— 28,367 Plymouth 27,611— 4 
4— 27,950 Rambler 22,140— 7 
5— 25,691 Pontiac 26,677— 5 
6— 24,752 Oldsmobile 29,287— 3 
j— 21,1382 Dodge 10,257—10 
8— 19,736 Buick 22,488— 6 
9— 12,342 Mercury 11,677— 9 
10— 41,466 Cadillac 12,431— 8 
ll— 38,266 Stude. 9,805—11 
12— 5,711 Chrysler 4,604—12 
13— 2,402 Lincoln 2,628—14 
14— 2330 DeSoto 3,401—13 
15— 1,520 Imperial 1,600—15 
48,063 Misc. 38,016 
Total All Makes 

448,450 


Further details on Page 62. 





the difference in an auto deal with 
preborrowed money is not some- 
thing to look forward to—it got 
here yesterday. 

One finance company which op- 
erates on a national scale cooper- 
ates only with its own dealers, re- 
fusing to honor checks for unpaid 
|}balances from other dealers, ac- 
cording to a number of dealers. 
The dealer not using this company 

(Continued on Page 67, Col, 1) 


‘Save Now’ Drive 
Perils Spending 


Banks Promote Bid 


For Consumer Caution 


By Kenneth C. Kelley Jr. 
Staff Writer 

ANY of the nation’s bankers 

and others in the financial com- 
munity have thrown their weight 
behind a campaign which could 
mean trouble for the auto industry 
and the mass-consumption economy 
of the United States, 

Through advertising and other 
means, consumers are being ad- 
vised to “save now and spend 
later.” They are urged to be care- 
ful about borrowing, to use their 
credit only for “worthwhile pur- 
poses.” \ 

While not directly a part of the 
“save now” campaign, there have 
been more frequent comments of 
late about the size of consumers’ 
debts. The more-or-less perpetual 
rumblings about “doing something” 
about consumer credit continue, 

+ * . 

CH of the “save now” advice 

is not much different from tra- 
ditional bank advertising on the 
advantages of saving. Billboards 
urge consumers to come in and 
open a “happiness account.” Insti- 
tutions with an attractive interest 
rate point out how much they will 
pay on savings. 

However, the savings theme 
seems to be getting a little more at- 
tention than it has in recent years. 

A lot of bank and saving in- 
stitution advertising has taken on 
@ more aggressive tone lately. 
The old world idea that there is 





(Continued on Page 4, Col. 1) 
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Spring Boosts Car Sales 
But Few Can Find Scent 
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Of Long-Missing Boom 


By Robert Raat 
Associate : 
GFRING is Austing. but, but not 
all over, ‘and just*a bout) the 
same can be said for -car sales 
across the country. 

Reports of /iner sales 
dominated dealer reports in the 
closing days of 
however, were skit ish about 
using the word “boom.” Rather, 
they were inclined to view sales 
gains as a return to a “normal” 
market after storm-shortened 
business earlier in the month. 

While sales are rising slowly, con- 
sidering the country. as a whole, 
there apparently has been no swift 
upsurge that would henald a spring 
new-car boom of the type that used 
to enliven the dear, @ead days— 
nearly beyond recall. 

* * * 

-- THERE is going fo be a spring 

boom this year, it must of neces- 
sity be tied to marked improvement 
in sales of standard-g@ized cars. 
Dealers, however, rep6rt that the 
sun is shining mostly ‘on the com- 
pacts. 

No boom can develep if sales 
excitement is confined to the 
compacts, which acceunt for only 
15 percent of inventories, 25 per- 
cent of registrations: and less 
than 30 percent of tion, 

Unless dealers get e big cars 
moving (Chevrolet is a possible ex- 
ception to the comp&ct-standard 
relationship), a sure-enOugh spring 
boom must be considered a remote 
possibility. 





+ * * 


HE most optimistic reports last 

week were coming from the 
Deep South. In New Orleans, every 
one of nine dealers-contacted by 
Automotive News said business was 
on the upgrade. March), they said, 
was a turning point, with sales con- 
stantly strengthening. 

One New Orleans dealer said 
his March business was 65 per- 
cent better than a year ago. An- 
other said he was up 85 percent 
over February. 

A third dealer, in business two 
years, said March was his best 
month ever for both. sales and 
profits. A Mercury dealer with 38 
unfilled Comet orders said he sold 
five Mercurys last Monday — the 
best single day for Mercury he's 
had in many a month, 

Dealers in other compact lines 
reported good sales, with Corvair 
“beginning to move” afd account- 
ing for 15 to 20 percent of Chev- 
rolet sales in the Crescent City. 

* * ” 

LOWING reports also, came 

from Atlanta, where dealers 


eo 





gave.thanks for sunshine after ice, 
sleet -@nd snow earlier in March. 
Advertising and promotions were 
being stepped up, they said. 

“Even with the bad weather,” 
said « Pontiac dealer, “we had 
the best month of this model 
run.” 

An Oldsmobile dealer said he es- 
tablished a one-day record for 
business on Thursday last week. 
Sales doubled in the last 15 days of 
the month, a Ford dealer reported. 

* oe * 
r DALLAS, dealers said a spring 
upturn was in the making, Even 
with cold weather in March, they 
said, preliminary figures indicated 
more than 4,000 new-car sales dur- 
ing the month. 

This would be 10 percent above 
February and 20 percent over 
January. 

The sales rate continued to gain 
in the final 10-day period of March 
they said, with demand up for both 
compacts and conventionals. Gains 
for standard-sized cars were mod- 
est, however, 

* * * 
eevee northward, spring kick- 
ed the thermometer up to 76 
in St. Louis and thawed prospects 
that had been frozen in since last 
fall, dealers said. 

Ford dealers, reporting a short- 
age of Falcons, said their sales- 
men were successfully switching 
buyers to larger cars. 

A Chevrolet dealer, happy with a 
“wonderful weekend,” said Corvairs 
were taking one sale in five. Cas- 
tles-Wilson, with Buick “going 


good,” said Opel was “catching 
hold.” 
“Good prospects” and “good 
sales” were reported in other lines. 
St. Louis dealers reported the de- 
mand for standard-sized cars is 


Compacts Hit New High coe 


growing at relatively the same rate 
as compacts, 
ok Oo + 

L™ encouraging reports came 

from the West Coast. In Los 
Angeles, where curves are more 
common than corners, dealers were 
reported having trouble finding the 
corner just around which spring is 
supposed to be. 

There were no cry-babies, but 
business could be better. ae couple 
of well-managed Studebaker deal— 
erships were showing fair gains 
in Los Angeles, with a major-ad- 
vertising Chevrolet point doing 
well. 

Pontiac and Dodge dealers were 
reported happiest in Log Angeles, 
with others reporting business from 
“down a little” to “terrible.” 

Standard-sized cars were slow, 
with shoppers and buyers showing 
greatest interest in compacts, Gen- 

(Continued on Page 4, Col. 1) 
* * + 


Buying Plans Increasej 
Compacts Stir Public 


NN ARBOR, Mich.—The auto 
industry can look forward toa 
good sales year in 1960. The sales 
total may top that of last year and 
there will be great interest in the 
compact cars. 

Those are the conclusions to be 
drawn from the latest survey of 
consumers by the Survey Re- 
search Center of the University 
of Michigan. Interviews for this 
survey were conducted in Janu- 
ary and February with the re- 
sults announced last week, 

In general, the center found con- 
sumers optimistic and in a buying 
mood early last year, Attitudes 
turned for the worst during the 
steel strike, The latest survey, con- 
ducted after the steel strike, un- 

(Continued on Page 4, Col. 4) 





Car Output Rebounds 


By Martin L, Whitmyer 
Staff Writer 

RRODUCTION of American cars 

rose to a five-week high of an 
estimated 152,170 units last week. 
Compacts set another new record, 
in addition to which Ford and 
Plymouth scored big gains, 


The week's total was a 10.7 per- 
cent boost from the 137,519 cars 
(low mark for the calendar year) 
produced the previous week, and 
13.7 percent above the 133,879 cars 





Inside Automotive News 


Tests: Simca, Page 11; Land-Rover, Page 19. 
Next moves for Checker, Page 8. 


Low scrappagé, higher truck sales? Page 32. 
Dealers seek a line to. the top, Page 2. 

How: Canada’s largest dealership grew, Page 52. 
Sun powers a test car, Page 26. 





rolled from United States assembly 
lines during the week ended April 
4 last year. 

Highlight of last week’s opera- 
tions was the building of an all- 
time high of 42,052 compacts, top- 
ping the former high of 40,312 
Comets, Corvairs, Falcons, Larks, 
Ramblers and Valiants 
a week earlier. Valiant helped the 
compact total along with a record 
performance. 

On a share-of-industry basis, 
compact output was off from an 
alltime high of 29.3 percent the 
previous week to 27.6. percent last 
week, 

Big-car output rose from 70.7 per- 
cent on. 97,207 assemblies a week 
earlier to 72.4 percent’ on an esti- 
mated 110,118 cars last week, 

*” ok + 
Te industry closed out March 
with an estimated 657,456 as- 
semblies. Although this was a low 
for monthly output in 1960, first- 
quarter car output surpassed the 
two million mark for the first time 
(Continued: on Page 66, Col, 1) 
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? Talks with Brass... 





Why Dealers Seek Line to Top 


— eee os Gordon 
a aha oeueata girl 


‘i writes a letter to President 


Eisenhower, she gets a reply direct- 

ly from the White House—not from 
her governor or mayor. 

“But when a dealer of 23 years’ 

tenure writes the 

president of his 


Fourth corporation, he 
in a usually gets the 
reply from a divi- 

Series sional dealer rela- 


tions manager or 
sometimes even his 
zone representative.” 

This paradox, voiced last week 
by a member of the National 
Automobile Dealer Association’s 
Industry Relations Committee, 
underscored the conviction 


That is why the committee, 
NADA generally and such state as- 
sociations as New York have ham- 
mered away at demands for elected 
dealer councils at the corporate 
level. 

* * * 
UT there must be more than 
secret elections of dealer dele- 
gates to give any council an effec- 
tive voice, in the opinion of Indus- 
try Relations Committeemen. 

Of overriding importance, said 
the committee at its Tucson meet- 
ing last month, is the need for “a 
free and open exchange between 
top corporate executives and their 
dealers of dealer ideas and views 
on corporate policies.” 

The resolution, it was obvious, 


eral Motors President’s National 
Dealer Council. This council 
comprises big-city and small-city 
dealers from the United States 
and Canada, but no secret elec- 





By David J. Wilkie 


ONE OF the truly great sagas 
of the world’s automotive industry 
ended 13 years ago this week. 

When death took the elder Henry 
Ford in his 84th 
year near mid- 
night April 7, 
1947, it removed 
an outstanding 
apostle of rugged 
individualism and 
one of the most 
provocative per- 
sonalities in 
American indus- 
trial history. 

Over the sev- 

D. 4. Wilkie eral decades of 
my acquaintance with him, I heard 
Henry Ford called everything from 
a mechanical genius to a stubborn 








Dealer Pushes the Vote— 


Holmes Tuttle, veteran Ford dealer, be- 
lieves that every American should exercise 
his voting privilege, so he is providing 
full voting information at the dealerships 
he operates in Los Angeles, Beverly Hills, 
Calif., and Tucson. In each of his agencies 
Tuttle has placed bulletin boards telling 
who should register or re-register to vote. 
Tuttle has also approached Ford Motor Co., 
to have voting information made available 
at every one of the Ford and Lincoln- 
Mercury dealerships throughout the United 
States. 





tions are held to select the mem- 
bership. 

Moreover, although top corporate 
officers from the chairman and 
president of GM on down convene 
with the council members, oppor- 
tunity for an open face-to-face air- 
ing of grievances is said to be at a 
minimum. 

* t * 

ADA is convinced that a coun- 

trywide election of corporate 
council members would solve the 
liaison problems at the Big Three. 
All Big Three divisions maintain 
elected councils, but their parent 
corporations do not. 

“Here’s what happens at a typi- 
cal meeting of a Big Three divi- 
sional council,” an NADA commit- 
tee member explained. “A man asks 
the general manager something 
about the franchise or warranty. 
He’s told it’s a corporation matter 
and have another drink. 

“At the corporation council, if 
the same guy is lucky enough to 
be among the chosen few and 
dumb enough to ask the same 
question, he’s told to have an- 
other drink without hearing 
whether it’s a corporation matter 
or not.” 

The Big Three insist that their 








Larger Sedan on Way, 


Volkswagen Confirms 


WOLFSBURG, West Germany. 
—Press dispatches quoted Volks- 
wagen spokesmen as confirming 
last week that a larger VW sedan 
was being prepared for introduc- 
tion in August, 1961. The pres- 
ent VW model will be carried 
over, it was said. 

The new sedan will have Volks- 
wagen’s air-cooled rear engine, 
spokesmen said, It reportedly 
will be rated at 45 horsepower. 
(Earlier story on Page 49.) 





- 





Withie Views... 


Henry Ford, 


Provocative 


old man. He was called a pacifist 
and a tyrant; a man who shunned 
the public but loved publicity; one 
who was disdainful of money of it- 
self and, at the same time, believed 
his great wealth enabled him to do 
the impossible. 

Ford was a man of many con- 
tradictions. He said a man want- 
ed a job, not charity; yet he gave 
liberally to charities of his choice 
without fanfare. He could espouse 
@ Cause or a project with great 
ardor one day and toss it over- 
board the next. 

He said he would close his fac- 
tories if prohibition were repealed. 
The amendment was repealed but 
the factories carried on. He said 
the factories would be closed if or- 
ganized labor ever got a foothold 
in them. The factories were union- 
ized but they continued in opera- 


tion. 
* Eg * 


CLARA BRYANT FORD was 
credited with having dissuaded her 
husband from carrying out his 
threat to close the plants if the 
workers joined the union. 

My acquaintance with the elder 
Henry Ford began before World 
War I—about the time he stunned 
his competitors with announcement 
that a $5 a day would be minimum 
pay for his factory workers. It con- 
tinued until his death. 

When I first met Ford, his com- 
pany still was paying fabulous re- 
turns to most of the original 
dozen partners who formed the 
Ford Motor Co, in 1903. Among 
these were the Dodge brothers, 
John F. and Horace E., who had 
started their own company with 
the profits they still were draw- 
ing from their origina] $10,000 in- 
vestment in the Ford Motor Co. 

Within the next few years, Ford 
was to force the Dodges and other 
remaining original partners out of 
the company. He did this by threat- 
ening to start a competing com- 
pany if the minority shareholders 
refused to sell their stock to him. 
Ford’s decision to have all or 
(Continued on Page 64, Col, 3) 


top-level dealer relations setups, 
supplemented by divisional elected 
councils and dealer relations man- 
agers, have maintained a direct line 
to the top. 
* * ca 
T GM, Ivan L. Wiles instituted 
dealer relations on the corpo- 


rate level four years ago in his| ™2 


capacity as executive vice-presi- 
dent. With Wiles’ retirement in 
1957, Patrick J. Crowley assumed 
the top dealer relations position 
under Distribution Vice-President 
W. F. Hufstader. 


Ford Motor Co. operates a Dealer 
Policy Board, headed by Vice- 
President Benson Ford. Other 
Board members are Joseph E. 
Bayne, former Lincoln-Mercury 
and Plymouth general sales man- 
ager, and Duane Freese. 

Chrysler Corp.’s dealer rela- 
tions department is headed by 
Vice-President C. L. Jacobson. 
His assistant, R. C. Somerville, 
retired March 15. 

NADA makes no secret of the 
fact that the council operation it 
prefers is the one at American Mo- 
tors. A secret ballot held among 
all dealers in each of 22 zones de- 
termines the council’; membership 
from year to year. 

AMC Vice-President Roy Aber- 
nethy told Nebraska new-car deal- 
ers On March 25 why the company 
place such a high value on its 


Dealer Advisory Board. 
” * * 

‘I BELIEVE a great deal can be 

accomplished,” he said, “by 
making full and intelligent use of 
dealer advisory boards—elected by 
the dealers and meeting regularly 
with top factory personnel. 

“Such advisory boards effectively 
insure a true interpretation of the 
customer’s needs—as well as what 
the dealer requires to do his job 
best.” 

The name “Dealer Advisory 
Board” was given the Rambler 
council several years ago to dif- 
ferentiate it from what President 
George Romney and Abernethy 
regarded as ineffectual “dealer 
councils.” 

The NADA Industry Relations 
Committee, aware that holding 
regular elections of corporation- 
wide councils would be no mean 
expense, also suggested that chair- 
men of elected divisional councils 
might comprise the dealer repre- 
sentatives at the corporate level. 

“Dealers are too frequently sty- 
mied in trying to obtain manufac- 
turer consideration of matters 
which are corporate rather than 
divisional in scope,” said Committee 
Chairman Charles C. Freed, Salt 
Lake City Plymouth-DeSoto-Val- 
iant-Fiat dealer. 

“A direct line from dealer to the 
corporation top would be of mutual 
advantage to both dealer and man- 
ufacturer and highly beneficial to 
the industry and public.” 





102.1 Percent of 





Business Barometer 


Automotive News Economic Index — 


101.2 Percent of Like Week Last Year 


Auto Production ............... 137,519 94.2 112.9 
Truck Production .............. 28,428 104.0 111.2 
Auto Registrations—Year to date.. 448,450 ae 102.2 
Truck Registrations—Year to date. 68,415 ice 95.3 
Steel Production—tons ......... 2,597,000 99.6 98.7 
Lumber Production—Board feet... 250,517,000 100.2 100.6 
Paperboard Production—Tons.... 316,264 98.6 99.3 
Soft Coal Output—tons ........ 8,725,000 112.5 107.2 
Oil Refinery Output—Barrels ..... 50,122,000 100.8 95.9 
Electric Output—kKilowatt hours.... 13,951,000,000 98.9 109.8 
Barometer Freight Car Loadings 345,760 102.0 92.4 
Department Store Sales Index .. 129 112.2 94.2 
Stock Market Price Index....... 403.1 101.7 98.2 
U. S. Government Spending 

—Fiscal year to date .........06. $68,235,945,000 kes 100.2 
Commercial and Industrial Loans $31,076,000,000 102.5 Sales 
Savings Deposits ................ $30,289,000,000 100.2 99.9 
Used-Car Prices—Average........ $1,064 99.6 98.6 
Business Failures ................ 286 94.7 96.3 
Common Common 
Stocks March 30 March 23 1960 Range Stocks March 30 March 23 1960 Range 


AMC....... 26 23%, 28%-22% Wr encs aude 45 445, 50%-43 

Chrysler 52 52, 71%-51% Mack...... 41 424%, 52%-40% 

Ford....... 71% 74Yq 92%-69% ri co dave 134%, 13% 24%-13% 

GM........ 45Vg 45% 55%4-43% White...... 51% 53 67%, -50% 
(April 4, 1960) 








5,000th Free Car from Dealer— 
Ben Dueck, vice-president, Dueck on Broadway (Cadillac-Oldsmobile-Chevrolet-Vaux- 


hall), Vancouver, B. C., presents Beth Finlayson with the keys to a new car. 


It was 


No. 5,000 in the free-car system the dealership has adopted for its employes. Accord- 
ing to Dueck, the system is an important factor in its happy employe relations. Every 
employe gets a free car, always a new one, every year. Others in the picture also 


received free cars. See story on Page 52. 


Industrial Bankers Score 
Truth-in-Lending Bill 


WASHINGTON.—Senate legis- 
lation calling for disclosure of fi- 
nance charges is unfair to reputa- 
ble lending agencies and will not 
deter the unscrupulous the Ameri- 
can Industrial Bankers Assn. has 
charged. 

Furthermore, the AIBA said in 

a statement recording its objec- 
tions to the measure, the bill is 
founded upon premises which are 
without any factual support, 


As an example, the association 
added, the bill proposes that if 
credit users knew the exact cost ex- 
pressed in a form of annual simple 
interest rate, it would tend to act 
as a brake on extension of credit. 

“Plainly, this is false,” the AIBA 
said. “If the manufacturers con- 
vince the American consumer 
through their advertising that he 
needs their product or service, the 
interest cost of time payment, how- 
ever large or small, is only an in- 
cidental part of the consumer’s 
decision to buy or not to buy.” 

In addition, the association con- 
tinued, there is no finding to sup- 
port the bill’s implication that 
there now is an overextension of 
credit. 


If the bill’s real aim is to elimin- 
ate abusive use of consumer credit 
by borrowers unable to protect 
themselves adequately, it should ex- 
clude all agencies already regulated 
by the state, the AIBA said, and in- 
clude those which operate without 
state license. 

The association said it would be 
“much simpler to leave the admin- 
istration of what is primarily a 
State problem to the efficient ex- 
perienced state regulatory officials 
who have jurisdiction over the lend- 
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ing practices of nearly the entire 
consumer credit field.” 

Use of the simple annual inter- 
est statement would place most 
direct consumer-lending firms “at 
a distinct competitive disadvant- 
age when compared with those 
who pay no federal income taxes, 
such as credit unions,” the AIBA 
said. 

“Since the purpose of this meas- 
ure is the furnishing of information 
to the consumer, it is important 
that no petty commercial advantage 
be had by any lending agency,” the 
group continued, 

“Therefore, the measure should 
also provide for the disclosure by 
the lender of whether or not federal 
income taxes will be paid by the 
credit grantor or interest or finance 
charges to be charged the borrow- 
er.” 

Provisions for criminal penalties 
also were denounced by the associ- 
ation. 

“Imposition of criminal penal- 
ties burden the conscientious 
lenders with extra clerical ex- 
pense,” the AIBA contended, “In 
some cases, lenders using gradu- 
ated interest rates will have sev- 
eral hundred annual interest 
rates to determine. 

“The small percentage of un- 
ethical fringe operators at whom 
the measure should be aimed will 
continue to prey on the marginal 
income consumer because of the 
difficulty of effective enforcement.” 

The entire bill “could create such 
confusion among lenders that the 
orderly use of credit could grind to 
a halt, thus paralyzing the econ- 
omy,” the AIBA added. 


Iowa Dealers Rip 
U.S. Finance Bill 


Convention Protest 
Cites States’ Rights 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. went on rec- 
ord at its annual convention, which 
drew 600 here last week, as Oppos- 
ing a Senate bill which would re- 
quire that installment-plan pur- 
chasers be furnished an itemized 
statement of finance charges, an- 
nual interest rates and insurance 
charges. 

The resolution, which was 
passed unanimously, noted that 
Iowa and 33 other states already 
have such laws and declared the 
proposed federal law “is an un- 

warranted encroachment in an 
area which should be handled by 
states.” 

Another association resolution 
opposed a March 10 order of the 
Iowa State Commerce Commission 
providing that if an auto dealer 
pushes or pulls a vehicle to any 
place of business other than his 
own. for repairs, he must obtain a 
truck operator’s (for hire) permit. 

The resolution directed associa- 
tion officials to endeavor to get the 

(Continued on Page 64, Col, 3) 
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Dealer Forum 


by Robert M. Finlay 





HIS “lowdown” comes straight 
from a ham operator who ar- 
ranged a phone hookup for a couple 
of Ford testers (Falcon, too) in 
Kingman, Ariz. 
“The Comet’s the one,” they said. 
* * * 


‘Innocent’ in N. Y. 


eee sane with Lynn 
Wertz, former general manager 
for Don McCullagh, who gave up 
his Chevrolet franchise in Detroit 
when Chevrolet trimmed his vol- 
ume. 

Wertz is now president of Sutton 
Ford, which Ford bills as the first 
new Ford dealership to be opened 
in Manhattan in more than a dec- 
ade and the first in the Big Three 
volume market to be located on 
Park Ave. 

“I’m an innocent, all alone in 
the big city,” Wertz said. “I keep 
looking over my shoulder all the 

time.” 

Wertz has a terrific sales drive. 
For many years he was sales man- 
ager for Bert Baker, the fabulous 
used-car dealer who owned much 
of Detroit’s Livernois Ave, 

We'd check him out now and then 
on the market. 

“Don’t go by what we’re doing,” 
he’d say. “We’re not typical. Our 
lot will look like Grand Central 
Station at 5 p.m. when you could 
shoot a cannon through the rest 
of Livernois and not hit any- 
thing.” 

Don McCullagh was the object of 


Chicago Show 
For ’61 Will Move 
To Lakefront Site 


CHICAGO. — The 58rd annual 
Chicago Auto Show will be held 
Feb. 18-26, 1961, in Chicago’s new 
Exposition Center, Lakefront at 
23rd St. 

This will 
change of sites for the show since 





old Coliseum. The last 17 shows 
have been held in the Ampitheatre 
at the Stockyards. 

The announcement was made by 
Don C. Mullery, president of the 
Chicago Automotive Trades Assn., 
after the change in location and 
dates were approved by directors. 

The CATA is sponsor of the 
event, which has been presented 
more times and attracted greater 
attendances than any other auto 
show in the nation. 

The new Exposition Center is ex- 
pected to be completed in Novem- 
ber. It is owned and operated by 
the city. It will have more than 
300,000 square feet of exhibit space, 
an auditorium seating more than 
5,000 and a stage area of 19,835 
square feet. A vast parking area 
is part of the center. 
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considerable criticism from other 
Chevrolet dealers when Wertz was 
at the helm. Wertz’s reaction: 
“They're just sore because we’re 
selling cars while they are sitting 
on their fannies.” 

Sutton moved a few cars into the 
Park Ave. showroom before it was 
ready for business. Wertz saw a 
couple of guys looking at the cars, 
so Wertz sold the cars to them. 

We asked if he had any targets 
to shoot at on Manhattan. 

“You know me,” he said. “I’ve 
just ordered an elephant gun.” 

Note to New York: Keep alert. 

ag ok ca 


What’s Up? 
A FRIEND of ours, who claims to 
have 20-20 hindsight, says to 
try this on for foresight: “A num- 
ber of honored makes which are, 
or soon will be, backed up by so- 
called compact cars may be swal- 
lowed up by the compacts.” 
Sounds like quite a feat of diges- 
tion. 


eS. ce 
Watlington Sequel 

ILL WATLINGTON, the sales- 

man who got fired for laying 
bare his views on auto salesmen in 
this column, has a new post outside 
the industry. This gives him new 
hope. 

“In other words,” says Watling- 
ton, “I may now become an ex- 
pert.” 

He adds that he has received 
many hopeful communications from 
those in the auto industry, too, and 
closes: 

“Thanks again for helping me 


|lose my job. It could be the best 


thing that ever happened to sev- 
eral thousand salesmen and me.” 
ee aay 


Polk’s Book 


FTER I had written a little 
piece about how Virgil Peck 
developed Peck’s Title Book, Sher- 


|man Marr and Carroll G. Bryan 
be only the second | 
, Polk’s Motor Vehicle Registration 
1901. First shows were held in the | 


dropped in with a word about 
Manual, which came out last Sep- 
tember and is now in its third 
printing. 

Polk, too, is serving the auto 
dealer with information about how 
to determine the validity of own- 
ership and registration documents. 
This, of course, is of invaluable aid 
to the dealer who would handle 
out-of-state cars. 

Polk’s book is put out by R. L. 
Polk & Co., Detroit, the firm 
which collects car and truck reg- 

istration figures from al] the 
states. The Polk field force thus 
has experience in the field, and 
several on its staff formerly held 
positions with state vehicle de- 
partments. 

The information on procedures 
in each state is divided into four 
main sections: Titling, registration, 
procedures covering the recording 

of mortgages, and a section con- 
taining topics of general interest 
pertaining to motor vehicles and 
their operation. 

As an indication of how things 
change in this area, the January 
correction service for the registra- 
tion manual contained 108 pages. 


Dealer Is Cleared 


Of Tax Evasion 


MILWAUKEE, — Auto dealer 
Harry W. Kaminsky was acquitted 
in Federal Court of charges of tax 
evasion. 

He had been charged with at- 
tempting to evade $3,703 in 1952 
taxes for Auto Acceptance Corp., of 
which he is vice-president. 

The court ruled that the govern- 
ment failed to prove that Kaminsky 
had intended to defraud the gov- 
ernment. Earlier, Kaminsky was 
cleared of charges he had evaded 
$6,307 in income taxes for Auto 
Acceptance & Loan Corp., of which 
he is president. Last May, three 
charges that he evaded personal 
and corporate taxes for 1951 were 
dismissed under the statute of lim- 
itations. 





Vt. Dealer Sues IRS 


For $42,305 Refund 


BURLINGTON, Vt.—A suit for 
a tax refund of $42,305.91 has 
been filed by Smith Motors, Inc., 
of Rutland, against the United 
States Internal Revenue Service 
in Federal District Court here. 

The auto dealership claims it 
made overpayments in 1954, 1955 
and 1956 and that the Internal 
Revenue Service’s method of 
computing taxes for those years 
was incorrect and illegal, Smith 
Motors claims it filed a repay- 
ment claim Aug. 17, 1959, but has 
not received the money. 





lowa Dealers Elect Officers— 


How Public Is Confused . . 





Miami Dealers Blast 
Deceptive Auto Ads 


By Trescot Goode 
Staff Correspondent 


ANY dealers in the Miami mar- 
keting area are hopelessly con- 
fused by the problem of advertising 
misrepresentation by auto dealers. 
“Some dealers have gone hog 
wild with large display ads, the 
blacker the better,” said one dis- 





Newly elected officers of the lowa Automobile Dealers Assn. are, from left, Don J. 
Cornelison (Ford-Mercury), Atlantic, president; Morris O. Kahn (Dodge-Chrysler), New- 
ton, first vice-president; Frank Potts (Chevrolet-Oldsmobile), Marengo, second vice-pres- 
ident, and Howard P. Howlett (Chevrolet), Des Moines, treasurer. 


New Incentive Programs 
At Buick and Rambler 





UICK has entered the 1960 sales- 

incentive derby with a pots- 
and-pans event for salesmen and 
sales managers, and American Mo- 
tors is staging its second contest 
of the year. Merchandise prizes and 
vacation trips will be awarded by 
AMC. 

The Buick program, which 
closes May 31, is tied to “quali- 
fied” demonstration rides and ap- 
praisals. Five demo rides and 
three appraisals become “quali- 
fied” with each new car a sales- 
man delivers. 

For example, a salesman who 
delivered 10 new Buicks during the 
contest would receive credit for 50 
demo rides and 30 appraisals. Each 
is worth 600 prize points. 

Dealerships have been divided 
into groups and assigned quotas 
for the contest period. The Buick 
sales manager in each group who 
attains the highest percentage of 
his quota will win a prize worth 
about $500. sees 


AMBLER salesmen also are 

working for points—1,500 for 
American and Ambassador deliver- 
ies and 1,000 for Metropolitans and 
108-inch-wheelbase Ramblers. 

Salesmen must amass 8,000 

points before their sales begin 
earning prizes, At the end of the 

program (June 30), salesmen may 
use their prize points to purchase 
merchandise or vacation trips, 

If a Rambler dealership meets its 
quota during the campaign, the 
sales manager will receive an 
award of 20 percent of the prize 
points earned by his sales force. 

The manager’s share is 30 per- 
cent if the dealership hits 65 per- 
cent of its quota by April 30 and 
then goes on to reach 100 percent 
of its objective, The points award- 
ed to managers, of course, are in 





Reserve Tax Bill 


Goes to Conference 


WASHINGTON, — The Senate 
last week approved the dealer- 
reserve tax relief bill already 
enacted by the House, 

A conference committee was to 
decide between the House ver- 
sion, giving dealers 10 years to 
pay deficiencies, or the five-year 
Senate version. 





addition to those won by salesmen. 
They do not come out of the sales- 
men’s pot, 
* + ad 

[TH managers May convert their 

prize points to cash at half a 
cent per point, and they can win 
points for personal sales, with deal- 
er approval, 

Dealers also figure in the AMC 
contest. They have been divided 
into groups in each zone, and 100 
retailers and their wives will re- 
ceive 10-day European vacations. 

The winners will be the dealers 
who exceed their quotas by the 
greatest percentage margin. 

Twenty-one more dealers will win 
on the basis of the highest unit 
volume in the zone. 

In addition to the European va- 
cations, there will be prizes for the 
100 second-place, 100 third-place 
and 100 fourth-place dealers, 

The Buick and Rambler contests 
brought to eight the number of fac- 
tory incentive programs in effect 
April 1. Other makers offering cash, 
merchandise or vacation trips to 
their retail organizations were 
Plymouth, Imperial, Dodge, Olds- | 
mobile, Pontiac and Corvair. 


gusted retailer. “They feature all 
sorts of exaggerated claims, price 
cuts, ridiculous statements and, 

in some cases, downright mis- 
representations.” 

Since early February, Miami 
newspapers have been carrying 
from eight to 12 pages of display 
ads on Fridays and Saturdays. Most 
of the ads are devoted to new-car 
plugs, such as low downpayments, 
low installments, giveaways, whole- 
sale prices, free accessories and 
door prizes. 

One dealer offered a free return 
from Europe with the purchase of 
a car for $1,395 (the identical car 
wag offered by another dealer for 
$1,195). 

The ad was run for a week and 
not one car was sold, the dealer 
admitted, although he said he had 
received hundreds of inquiries, The 
catch was that the delivery had to 
be taken in Europe. 

* * . 

N SOME ads, big-type headlines 

announce “No Downpayment,” 
but the fine print reads “with 
trade.” 

Free accessories offered in an- 
other ad included V-8 engines, 
automatic transmissions, radio, 
heater, whitewall tires, two-tone 
paint, power steering and backup 
lights. 

Another dealer offered a one- 
week special: “We will allow you 
$200 over the official Red Book 
valuation on any '51, "52 or ’53 car.” 

+ 


N AN effort to combat this type 
of advertising, one dealer ran a 
seven-column, full-depth ad with 
the headline: “Let’s clear up the 
confusion about new-car prices and 
discounts.” 

It noted that all dealers pay 
the same price for a car from the 
factory, and that the variance in 
advertised retail prices are af- 
fected by such items as dealer 
overhead, the profit margin he 
desires and commissions paid to 
salesmen. 

“New-car dealers often vie with 
each other in offering super allow- 
ances for tradeins,”’ the ad con- 
tinued, “They do this by reducing 
the new-car discount, 

“The sure way to tell which deal- 
er is giving the best offer is to 
check the difference—the actual 
amount of dollars you will need, 
plus your tradein, to get a new 
car.” 

* * * 
CmAnems CRAIG, manager of 
the Miami Better Business Bur- 
eau, said his office has been flood- 
ed with complaints about dealers, 
“of which at least 40 percent are 
legitimate gripes.” 

The BBB had published a bul- 
letin entitled, Facts You Should 
Know About Buying Used Cars. 
Some of the advice also could be 
applied to the purchase of new 
cars, Craig said, 

It has been estimated that some 
Miami volume dealers budget as 
much ag $20,000 a manth for adver- 
tising. 


On the House... 


“Compacts are here to stay ... and those makers 
who deny some of their dealers the right to handle 
that company’s compact cars, are unfair to these 
dealers and a loss of goodwill will ultimately fol- 
low,” declares Harold. Lanphear, ex-NADA director, 
writing in current Rhode Island dealer bulletin .. . 
Nine downstate Illinois dealers have their hats in 
the ring for various legislative offices; they are 
M. B. Carrott (Ford), P. F. Mack (Ford), Ed Mc- 
Broom (Cadillac-Rambler), Paul Graham (Chrys- 


ler), 


L. J. Wohlwend 


(DeSoto), John Manning 


(Ford), Herb Boyer (Buick), C. R. Ratcliff (Lark), 


Wemhoft 


dent of the National Assn. of Negro Salesmen, Inc. . 


and Orval Hittmeier (Dodge) .. . 
Jack Seidel, Arcade Pontiac, Washington, has been elected presi- 


. . Hacept for 


Thansksgiving, all important holidays will fall on Monday this 
year; Christmas and New Year’s fall on Sunday but will be cele- 
brated on Monday, Dec. 26, and Monday, Jan. 2... National Assn. 
of Fleet Administrators, only three years old, already has over 
100 members who operate 90,000 cars in fleets ... 


NADA is putting on big drive for new members in Northern Cali- 


fornia ... San Francisco’s airport 


earns more money from cars than 


from airplanes; last year’s revenue included $1,235,000 from car park- 


ing, rentals and taxis while plane 


fees brought in only $950,000. 
—Prrs Wemuorr, Editor, 
Automotive News 
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But Few Can Scent Old-Time Boom. . . 
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Spring Revives Selling Rate 


cisco, used cars were reported at a 


spark showroom activity. The com- 
standstill. 


era] Motors’ captive imports seemed | pacts, they said, are bolstering an 
hard hit by domestic compacts, otherwise disappointing new-car 

Used cars were piling up in most | market. 

Los Angeles dealerships. Shoppers Many dealers are planning April 
evidenced tittle -interest-and whole- | romotions and hoping for better 
salers are out of the market, Some weather to boost sales 
of the larger new-car dealers are 1 : 
considering the opening of new lots| 1" both Seattle and San Fran- 
to unload tradeins. 
* *” * 

EALERS in San Francisco said 

there was nothing in the wan- 
ing days of March to indicate any 
kind of a spring spurt. March, they 
said, showed no upturn over Janu- 
ary and February, although the 
first quarter was better than it was 
last year. 

There is still a shortage of com- 
pacts, they said, and therefore an 
allout sales push has been de- 
layed, 

Seattle dealers, saying there is 
no spring boom although activity 
picks up on springlike days, re- 
ported that compacts continue to 


‘Save Now’ Drive Spurred, 
May Slow Spending Trend 


(Continued from Page 1) 


something a little sinful about | auto paper, In 1959, just about all 
using credit is often written be- | other forms of consumer credit 
tween the lines of the advertise- | showed a greater relative increase 
ments. than did auto credit. 
The ghost of Ben Franklin has ee, ae, 
been called out of the 18th Century E New York FRB did note 
to remind that thrift was once that a major item in the in- 
fairly high on the list of virtues. | crease in credit last year came 
from the use of bank revolving cre- 
A BIG New York City bank re-| dit plans and bank credit card 
cently ran an ad showing 4| plans. The banks moved into this 
smiling young boy with his bicycle.| field in force in 1958, seeking a 
The headline asked, “How long! place to loan funds that were idled 
— — ve mor re at tee he by the recession, 

e ad went on to ex e joy “ ’ a 
of the boy in getting his bicycle Bn aes oe d ow 
after saving for it. Some Ben|? Talia 7 a . as meonigrovid 
Franklin advice was put in along psn oat pooussere CF ase-cee” 

umption, big-ticket products is 
with a discussion of the evils of well known to those in these in- 
living on too much credit. Consum- 3 


dustries. 
ers were urged to save a bit and 
use their credit wisely. Figures from the Federal Re- 


An ad from a New York sav- | %¢rve Board show what the con- 
ings bank pointed out the high | *U¥mer’s willingness to go into 
cost of subway fares, if they | debt means to the auto industry. 
were paid for with credit, The | Im 1959, at least 63 percent of 


bank then showed how fares new cars sold were sold on in- 
would be lower for the person | ‘tallment credit. There were un- 


who saved his money, earned | doubtedly other sales which in- 


some interest and then paid for | VOlved the use of credit in one 
his rides. form or another which do not 


(The ads mentioned illustrate the} Show up in the list of regular 
“save now” campaign. They are not| Credit deals. 
Particularly unusual.) Credit then was involved in 
Concern about consumer credit; Somewhere between 3.7 and four 
is, of course, nothing new. The| Million of the six-million new-car 
timing of the present campaign| sales last year. 
which has been picked up by many| However, the financial commu- 
savings institutions across the| nity cannot make up its mind about 
country this year does seem a little| what to do with consumer credit. 
odd. One of the papers which carried 
a ee a big “save now” ad carried an ad 
HE “save now” idea is thought| from another bank which showed 
of as a method of combatting 


a smiling, improvident soul who 
inflation. In 1956 and 1957, when in-| had just received a bank loan to 
flation was moving ahead fairly| Pay his taxes. The bank was pro- 
fast, President Eisenhower suggest-| moting its consumer loans. 
ed to consumers that they be care- 
ful with their buying. 

There wasn’t much support for 
the idea of careful buying at that 
time. Life insurance companies 
and officials of the U. S, Treasury 
took their usual stand against in- 
flation and that was about it. 

. When the 1957-58 recession set 
in, anti-inflation programs consist- 
ed of little more than talk. 

It was widely predicted that in- 
flation would pick up speed right 
after the recession. The present 
“save now” campaign and worry 
about consumer credit appear to be 
an outgrowth of the expectation 
that the cost of living would be on 
a steep climb at this time. 

The catch is that the cost of liv- 
ing has gone up very little since the 
recession. Much of the rise that has 
taken place has come in such areas 
as medical costs which are not gen- 
erally considered when talking 
about consumer credit, 

The current bulletin from the 
Federal Reserve Bank of New 
York took a look at consumer 
credit but offered no verdict on 
whether it is too high or too low. 

The bulletin noted that total cre- 
dit expanded by just about as much 
in 1959 as it did in the auto-record 
year—1955. However, in 1955, a 
huge slice of the increase came in 







































(Continued from Page 1) 


OUR of «five dealers contacted 

in Boise, Id., said sales are up, 
with the fifth reporting the market 
on a par with last year. Good 
weather in the latter third of the 
month helped, dealers said. 

An upswing in compacts is an- 
ticipated. 

Detroit dealers said mild weath- 
er was pulling more showroom 

traffic, with a good proportion of 
buyers among the lookers. Comet 
and Falcon dealers were getting 
much of the play. 

Sales increases were termed grad- 
ual, rather than boomlike, 

Buffalo dealers reported a sharp 
increase in showroom traffic and 
sales, but they credited a break in 
a prolonged cold spell for turning 
out crowds. 

It is too early to measure the 
strength of the seasonal improve- 
ment, they said, but there is wide- 
spread confidence over the outlook 
for April. 

Some dealers said a good month 
is needed in April to offset losses 
sustained in the first quarter due to 
the poor weather. 

Consumer interest in compacts 
appears to be levelling off, said 
Buffalo dealers. Some estimated 
that compacts will account for no 
more than 15 percent of total busi- 
ness this year. 

+ + + 


To first good-weather Sunday in 
Rhode Island gave dealers there 
an idea of what to expect in spring 
business. 

Open-air salesrooms were a 
mecca for window shoppers, al- 
though dealers are closed on Sun- 
day. One dealer said there was a 
“definite indication” of healthy 
spring business for both com- 
pacts and standards. 


News stories on a proposed in- 
crease in registration fees, based on 
vehicle size and weight, have ex- 
cited a new wave of interest in 
compacts. 

Improved economic conditions in 
Rhode Island are expected to help 
boost sales, too, 


* * * 


ORST weather of the winter 
put a crimp in business for 
most of March, New York City 
dealers said, but the first warm 
weekend found showrooms jammed. 
Quantity orders at fair grosses 
were being written. Dealers in New 
York were crossing their fingers, 
hoping this was the beginning of a 
spring surge. Said one: 

“March wag so bad for so long 
that any kind of business makes 
things look better.” 

Big cars are being pushed by 
New York dealers, but compacts 
are still selling in excess of original 
expectations. 








Major Valiant Changes 
Called Unlikely 


BUFFALO.—A Chrysler Corp. 
official said here the Valiant has 
established itself as a popular car 
and he foresees no radical 
changes in its design in the near 
future. 

Jack E, Charipar, chief engi- 
neer and director of production 
of Plymouth - DeSoto-Valiant, 
spoke at a meeting of the Society 
of Automotive Engineers’ Buffalo 


chapter. 


power. The body is of unit construction. 


Car Buying Plans 


Show Increase 


Compacts Stir Public, 
Winter Survey Finds 


(Continued from Page 1) 
covered a revival of optimism and 
buying plans. 

* 





* * 


N REGARD to plans to buy 
autos, the pattern is somewhat 

different. Plans to buy were a bit 
low in early 1959 but expanded 
sharply in the spring and summer 
of the year. 

Buying plans dropped during the 
steel strike and have staged a re- 
vival since the end of the strike. 

Intentions to buy new cars in 

the 12 months following the most 
recent survey were about 20 
percent higher than they were at 
the time of a survey a year ear- 
lier. However, plans to buy were 
only slightly higher in January 
and February than they were last 
June and just after the steel 
strike. 

The center has often found con- 
sumers aware of rising prices and 
considering inflation as an unfavor- 




















sumer reaction to rising prices is a 
reduction of buying plans. 
- * *” 







Te compact cars appear to be 
giving the auto industry a shot 
in the arm on this point. The cen- 
ter observed, “Consumer attitudes 
toward compact cars remain very 
favorable,” adding, “The availabil- 
ity of compact cars has reduced 
misgivings about high prices on the 
part of many automobile buyers.” 

The availability of the compacts 
has, of course, produced a sizable 
drop in the median planned expen- 
diture for new cars. 

The center found that the 
greatest recovery of consumer 
sentiment has occurred in regard 
to the business outlook, rather 
than in the financial condition 
and expectations of those inter- 
viewed. 

Consumers were asked what kind 
of business conditions they ex- 
pected in the year ahead and 75 
percent said they expected good 
times. Only once before has this 
response been so high, in August, 
1956. 

The number expecting bad times 
in the year ahead is equal to the 
alltime low, 7 percent. é 

Those interviewed were asked 
how they expected to fare financi- 
ally in the year ahead. Forty per- 
cent said they would be better off 
a year hence than they were at the 
time of the survey, an alltime high 
for this response. Seven percent ex- 
pect to be worse off and the rest 
of the sampling lies somewhere 
between expecting to be better or 
worse, 

The center found that the fi- 
nancial condition of consumers has 
never been better than it was at 
the time of the latest survey. 

The income of 22% percent in 
1959 was more than $7,500 and 
about 25 percent had $2,000 or 

more in liquid assets (savings 
accounts, checking accounts, gov- 
ernment bonds and the like) at 
the beginning of 1960. Both of 
these figures represent new highs. 
Summing up, the center said, “It 
appears, then, that consumers’ cur- 
rent inclinations to buy promise a 
positive stimulus to the American 
economy, without confirming some 
earlier predictions of a great 1960 
boom in consumer spending.” 






























Auto Dealer Goes for Air Car— 


Elfman-Kitchner Motors Corp. (Chrysler-imperial-Plymouth-Valiant), Philadelphia, is 
the first automobile dealer to take on a distributorship for the Aerocar, the “flying 
automobile.” Stanley Kitchner, left, and Bob Elfman, right, take delivery of their dem- 
onstrator from M. B. Taylor, president, Aerocar, Inc., Longview, Wash. The transition 
from car to plane or plane to car can be accomplished in less than five minutes, with- 
out the need for special tools, according to Taylor. 








Toyopet's New Car Unveiled in Japan— 
The long-awaited Toyopet Corona has been introduced in Japan by Toyota Motor 
Co. The engine has 1,000 cubic centimeters displacement and is rated at 45 horse- 


the Corona will be available in the United States. 
inkling iChat 





able development. A frequent con-. 































No announcement was made as to when 





Corona Suspension— 

Toyota's new Corona features torsion- 
bar suspension in front and a combination 
of single-leaf cantilever and coil springs 


on rear wheels. 


Here’s a Plea 
For Return of 


Old High Cars 


HARTFORD.—“Give us the old 
high cars again” was the chief 
reply of callers in Radio Station 
WTIC’s appeal for opinions on auto 
improvements. 

The station asked for listeners’ 
opinions during a two-hour pro- 
gram which was part of a series of 
nightly broadcasts, for which Ar- 
thur O’Connell, Hartford Times 
auto editor, was moderator. 

Also high on the list of sugges- 
tions were governors to control 
speed of teen-age drivers, body 
paint that would resist salt corro- 
sion and wider use of disk brakes. 

Many callers asked for shorter 
cars, while others suggested push- 
button hydraulic jacks for chang- 
ing tires and discontinuance of 
wraparound windshields because of 
“distorted vision.” 

The station reported that most 
people’s suggestions stressed safety 
features rather than styling. Some 
of the requested improvements al- 
ready are available as options, such 
as litter bags and windshield 
washers. 


Sales Up 120 Pct., 
Dodge Reports 


DETROIT. — Retail sales of 
Dodge cars in the second 10 days 
of March were 120 percent higher 
than sales during the same period 
a year ago, General Manager M., C. 
Patterson reported. 

Patterson said Dodge and 
Dodge Dart sales during the pe- 
riod March 11-20 (eight selling 
days) totalled 9,080, compared 
with sales of 4,578 in the same 
period (nine selling days) last 
year. 

The Dodge daily sales rate dur- 
ing the second 10 days of this 
month was 1,135—the second high- 
est for any 10-day period in the 
1960 model year and 30 more than 
the rate for the first 10 days of 
March, 









Houser Closes Out 

BLUFFTON, Ind.—Houser Chev- 
rolet-Oldsmobile Sales has _ termi- 
nated business upon the expiration 
of its two franchises. Tom Carney 
Chevrolet and Oldsmobile Sales, 
Inc., was awarded both franchises 
and took over the Bluffton agency. 
The Houser firm was in the auto 
business in Bluffton 33 years. 
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... Will buy our paper month in 


9 


and month out...’ 


says J. PRIVETTE, Plymouth-DeSoto 


| dealer, Millington, Tenn. 


“We ve found it pays to deal with a big, national 
company. We know CoMMERCIAL Crepit will 
buy our paper month in and month out, year 
in and year out. They are not like some other 
sources who are just interested in us when 
money is plentiful. From the customer's stand- 
point, COMMERCIAL CREDITS nationwide 
reputation, the many convenient features of 
their Plan, and the cooperative attitude of their 
local people help make closing easier.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CORPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $240,000,000 . . . offices in principal 
cities of the United States and Canada. 
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No Landrum-Griffin Ban .. . 





Supreme Court OKs 
Recognition Picketing 


By Frank Gawronski 
Staff Writer 


vo United States Supreme 
Court last week ruled that the 
1959 Landrum-Griffin Labor, Act 
does not ban peaceful picketing by 
@ union to win recognition even 
though it represents less than a 
majority of workers. 

In a 6-to-0 ruling, the court nul- 

lified a National 

Labor Relations 

Board decision ban- 

ning picketing de- 

signed to force a 

minority union’s ac- 
ceptance as bargaining agent for 
all the workers. 

The court ruled that unions may 
picket peacefully within limits of 
the new labor reform law, 

The Supreme Court decision is 
expected to have a crippling effect 
on dealers and their fight against 
future union organizing campaigns. 

The landmark case got started 

in 1954 when Curtis Bros., Inc., 
a Washington furniture retailer, 
complained to the NLRB that 
picketing by a Teamsters Union 
local was illegal because the com- 
pany’s employes voted against 
union representation, 

The NLRB, in ordering a stop to 
the picketing, ruled it violated the 
Taft-Hartley Law by coercing Cur- 
tis employes to accept the union 
under threat to the company’s busi- 
ness and the employes’ jobs. 

The type of picketing in this case 
is specifically outlawed by the 1959 
addition to the Taft-Hartley Law. 

“This does not, however, relegate 
this litigation to the status of an 
unimportant controversy over the 
meaning of a statute which had 
been significantly changed,” the 
court said in an opinion by Justice 
William J. Brennan jr. 

The NLRB had contended in its 
appeal that the new 1959 provision 
did not displace the old provision, 
but merely supplemented the power 
conferred on the board by the old 


provision. 
+ * 


New Law Is Specific 


4 ky new provision is specific. 
Picketing is banned if another 
union already has been recognized, 
if employes have voted on the issue 
within the past year, or if the pick- 
eting lasted more than 30 days 
without the filing by the union of a 
forma] notice for an election. 

The old provision forbade 
unions to “restrain or coerce” 
employes in the right to join, or 
refrain from joining, a union. 

The Supreme Court noted that 
the 1959 addition, while forbidding 
peaceful organizational picketing in 


Raisbeck Named 
Romney Assistant; 
Gets New Duties 


DETROIT. — Appointment of 
John W. Raisbeck ag assistant to 
the president of American Motors 
Corp. has been announced by Presi- 
dent George Romney. 

In his new position Raisbeck will 
be responsible for 
AMC financial 
planning and 
pricing policies. 

Since 1956, 
Raisbeck had 
been vice-presi- 
dent of sales op- 
erations of Amer- 
ican Motors Sales 
Corp., the auto- 
: motive wholesal- 

, ing subsidiary of 
John W. Raisbeck = ani 

Raisbeck, who joined AMC in 
1954, entered the automobile indus- 
try with Packard in 1930. At Pack- 
ard he held a number of top man- 
agement positions. 

From 1953 until he joined AMC, 
he was assistant general sales man- 
ager of Kaiser-Willys. 

Raisbeck was born in Chile, the 
son of a mining engineer, but was 
raised and educated in Scotland. He 
returned to the United States in 
1923. 











many situations, also had establish- 
ed safeguards against the board’s 
interference with legitimate picket- 
ing activities, 

If the old provision, the court 
said, were to have the sweep con- 
tended by the NLRB, “the board 
might proceed against peaceful 
picketing in disregard of these 
safeguards.” ' 

The effect of the court’s decision 
is. to limit the NLRB’s use of the 
Taft-Hartley provision. 

oe + * 


Strike Shuts GM Plant 


OX THE factory front, a dispute 
over employe work loads caus- 
ed 2,020 production workers to walk 
off assembly at the Fisher Body 
plant in Kansas City last week. 

resultant shortage of car 
bodies halted operations in the 
adjoining Chevrolet assembly 
plant, except truck production. 
The Fisher plant does not make 
truck bodies. 

Members of United Auto Work- 
ers Local 490 have voted 1,923 to 
129 in favor of a strike at Chrysler 
Corp.’s Highland Park (Mich.) 
plant, according to William Jen- 
kins, local president. 

Negotiations are expected to re- 
sume this week on grievances con- 
cerning working conditions and 
production standards, 

The plant makes parts for all 
Chrysler car lines, Employment 
normally is about 3,500, but 500 
have been laid off. 


* * * 


Union Eyes Salesmen 


OX THE dealership front, Caesar 
Rossito, president of the Great- 
er Hartford Automobile Salesmen’s 
Assn., an independent union that 
is campaigning for new-car sales- 
men in Connecticut and parts of 
Massachusetts and Rhode Island, 
claims his union represents 173 
salesmen at 22 dealerships. 

The union is preparing to enter 
into contract negotiations with 
Red-E-Motors (Lincoln-Mer- 
cury), New Britain, Conn., after 
winning a representation election 
conducted by the Connecticut 
Labor Relations Board. 

According to Rossito, the Nation- 
al Labor Relations Board will con- 
duct two more elections for the 
GHASA at dealerships in East 
Hartford and New Britain on 
April 14. 

Rossito said the GHASA is “very 
active” in the Hartford area and is 


working in Springfield, Mass., and. 


Providence, “as the direct result 
of inquiries and invitations from 
automobile salesmen” in those 
areas. 

Contract negotiations covering 
2,200 mechanics employed by new- 
car dealers are under way in St. 
Paul and Minneapolis. 

The St. Paul contract between 
the International Assn, of Machin- 
ists and the St. Paul Automobile 
Dealers Assn. was to expire last 
Friday (April 1). The pact between 
Teamsters Local 974 and the Min- 
neapolis Automobile Dealers Assn. 
expires April 15. 

+ * * 
ir ADDITION to the dealer 
groups, mechanics in independ- 
ent garages are covered by separate 
pacts, but traditionally these fol- 
low the pattern set by the two 
dealer contracts. 

A Minneapolis union spokes- 
man said Local 974 voted strike 
authorization following the rejec- 

(Continued on Page 66, Col, 4) 


Late Report... 








Super-Bright Aluminum for Cars— 





Against a background of samples of some of the many highly lustrous aluminum 
alloys developed by the Reynolds Metals Co. for the automotive and appliance 
industries, John English, left, chief plant metallurgist at the firm's McCook (Ill.) plant, 
and John Larson, plant manager, inspect samples of various experimental automotive 
parts made of aluminum. Development at McCook's metallurgical research laboratory 
of a revolutionary super-bright aluminum alloy designated as 5657 was announced 
last week. The new aluminum alloy is expected to accelerate use of aluminum in 
automobiles, especially for exterior trim, according to Reynolds. 


Patterson Confirms Dodge. 
Will Build Compact Car 


CLEVELAND.—M. C. Patterson, 
Dodge general manager, has con- 
firmed reports that the division will 
build a compact car. 


“We are prepared to introduce 
the car as a companion to our 
Dart line when the time is ripe,” 
he said in an interview. He was 
in town to attend a Dodge truck 
clinic at Spitzer Motor City. 

Patterson would not talk about 
the car’s name, but it reportedly 
will be called the Lancer. It is ex- 
pected to be introduced in Septem- 
ber. 

Patterson said the compact 
“would be completely different 


Law on Dumpi 
May Delay Debut 
Of Soviet Car Here 


WASHINGTON.—A little-known 
Federal act, the antidumping law, 
may be invoked to block the May 
introduction of the Russian-built 
Moskvich auto in the United States 
by a Syracuse dealer. 

The law provides that a special 
duty can be imposed on foreign 
goods which-are sold in the U. S. 
at less than “fair value” and which 
injure American industry. 

The Treasury Department has 
asked customs appraisers in New 
York to value the Moskvich. The 
standard for measuring “fair value” 
is the price in the producing coun- 
try. This is the problem: 

The Moskvich reportedly sells in 
the Soviet Union for 25,000 rubles. 
At Russia’s commercial rate of ex- 
change of 10 rubles to $1, the Soviet 
price would be $2,500. At the official 
4-to-1 rate, it would be $6,250. 
Treasury officials don’t know which 
rate to use. 

If the Treasury decides there is 
“suspicion of dumping,” it will 
order a formal investigation which 
may take months and result in the 
imposing of a compensatory duty 
to bring the price up to “fair value.” 

Robert Castle, the dealer, had an- 
nounced he plans to sell 10,000 
Moskvich cars in two years for 
$1,500 each, plus transportation 
from New York. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction last 
week declined $4 to $1,064, according to Automotive News’ index. 

The only model to run counter to the trend was ’59s, which went up 
$11. Losses were pegged at $1 on ’60s, $2 on ’55s, $3 on ’57s and 53s, 
$6 on ’56s and ’54s and $16 on ’58s, New lows were recorded for ’60s, 


58s, "57s and ’56s. 


At a group of representative auctions last week, the sales ratio was 
774 percent, compared with 70.3 percent a week earlier. Not since last 
July had the sales ratio been so high. 


Auction reports begin on Page 56, 





from the Dart. It will be priced 
competitively with other U. S. com- 
pacts in the Valiant, Corvair, Fal- 
con or Comet range.” 


The new car will be sold by 


Dodge dealers exclusively, he added. | 


Patterson expressed great satis- 
faction with the success of the 
Dart, which accounts for 80 per- 
cent of Dodge production. 

“It may go a little higher but our 
larger Matador and Polara lines 
will continue to be an important 
part of the Dodge picture,” he said. 
“There still are a lot of people de- 
sirous of a big car.” 

“We are running ahead of 1957 
in sales and are on a par with 
1955,” he continued. 

A big slump in sales of imported 
cars was predicted by Patterson. 
He said sales this year probably 
would not exceed 400,000, compared 
with 600,000 in 1959. 

He forecast total sales of 6% mil- 
lion cars in 1960 and said “business 
will pick up for everybody as soon 
as the sun shines.” The truck out- 
look is “just fair,” he added, pre- 
dicting a million sales, slightly 


above last year. 
* ck ok 


No Compact Chrysler 


Is Planned, Says Briggs 
LOS ANGELES.—The Chrysler- 
Imperial Division has no plans to 
build a compact car, C. E. Briggs, 
general manager, said during an 
interview here. He was in Los An- 
geles to conduct one of 19 nation- 
wide sales meetings for dealers. 
“We’ve a good name and we’re 
not going to dilute it,” he said. 
“By this fall there will be nine 
compact cars on the market. 
“Though Dart has hurt sales of 
the large Dodge, and we expect the 
Comet to hurt Mercury, we don’t 
think compacts will hurt the Chrys- 
ler and Imperial lines,” he added. 
“Lots of people will pay for large 
cars in our price class.” 
Briggs said the postwar “era of 
easy selling” is over for the dealer. 
“We now are selling cars against 
swimming pools, new houses and 
just about anything you can think 
of,” he added. “Today’s car shopper 
is more sophisticated than ever as 
a result of a barrage of reading 
material on cars and his increasing 
attendance at auto shows.” 
Interest in all autos is up 
sharply this year and is due to 
the introduction of the Big Three 
compact cars, he said. He added 
that luxury cars also have bene- 
fitted by the increased interest. 
Luxury-car registrations for Feb- 
ruary totalled more than 17,000 
units, compared with a monthly 
average of 15,000 in 1959, Briggs 
continued. 
“We expect a further upturn in 
the entire market in April, May 
and June,” he said. 


Ex-Dealer Wins 
Award of $23,850 


Ford Asks Retrial 
In Good-Faith Case 


By Guy Langley 
Staff Correspondent 
URLINGTON, Vt.—(UTPS)—In 
what is believed to be the first 
jury decision involving the good- 
faith law, a former Ford dealer has 
been awarded $23,850 in a damage 
suit against the company in Fed- 
eral District Court here. 


Pierce Motor Sales, Brattleboro, 
Vt., had sought $100,000 — $60,000 
compensatory damages and $40,- 
000 punitive damages. But the 
jury, after. deliberating 10 hours, 
awarded $10,000 and $13,850, re- 
spectively. 

Ford last week asked Judge 
Ernest W. Gibson to set aside the 
verdict and grant a new trial. Com- 
pany attorneys claimed the jury 
had not indicated whether its ver- 
dict was based on the good-faith 
law or on common law. 

+ on Ca 


N APPEAL to the Second Cir- 
cuit Court was expected if Ford 
lost its retrial motion. 


Ford raised the issue of constitu- 
tionality where portions of the 
Pierce complaint alluded to the 
good-faith law, but Judge Gibson 
did not specifically rule on this 
issue. 


An appeal almost certainly would 
(Continued on Page 66, Col, 1) 


Falcon Forced 
To Change Axles 


For Economy Run 


LOS ANGELES.—Falcon was the 
target last week of a major pro- 
test involving the “stock-car” regu- 
lations of the Mobilgas Economy 
Run, The protest was lodged by 
Corvair. 

The use of Falcon’s origina] 3.31 
to 1 differential ratio was question- 
ed. 

Of some 170,000 Falcons, 27,000 
were built with automatic trans- 
missions and the 3.31 to 1 economy 
ratio. In January, Ford changed 
the differential ratio to 3.56 to 1, 
which improved performance but 
reduced economy, 

The 3.56 ratio is considered stock 
by the United States Auto Club, 
which sanctions the economy run, 
and the rear axles of Falcons en- 
tered in the event must be replaced 
with units that conform to USAC 
rules. 

With Falcon forced to use a less- 
economical ratio, the Rambler 
American is considered a virtual 


|Shoo-in for top honors among the 


compacts 


—WILLIAM CARROLL 





\ Be Fd ui 
56 Years a Dealership— 


Al Robbins, vice-president, Greer-Rob- 
bins Co., Beverly Hills, Calif., world’s old- 
est Chrysler dealership, displays 1932 
Chrysler during the firm's 56th anniver- 
sary celebration. The dealership had been 
in business 28 years before this model 
was produced. Prior to 1924, the year the 
first Chrysler was made and Greer-Rob- 
bins became Los Angeles distributors, the 
company handled such historic automo- 
biles as the Mitchell, Hupmobile, Liberty, 
Chalmers and Maxwell. To mark the anni- 
versary last week, the dealership invited 
the public to drop in for birthday cake, 
coffee and gifts. A contest was also staged 
for the best guess as to how many cars 
the company sold since it became a Chrys- 
ler dealership. 
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TWO EXCLUSIVE MARKETS 
FOR RAMBLER DEALERS 












Rambler Six and Rebel V-8 offer more room than the recently 


the conventional-sized cars. Priced between both in a market | parveyayerneyaredves 
that belongs exclusively to Rambler Dealers. "sited cars exclusive market for a 


eee PLUS AMERICA’S 
LOWEST-PRICED CARS! 


aa 






MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 


We Have the Proved Product for the 
Exploding;Compact Car Market... 
YOU Have the opportunity! 


NAME ‘ 
ADDRESS. 
CITY, 


STATE 














(PLEASE PRINT) 


Rambler Franchises Also Available in Canada and Important Export Markets. 
in Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 
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48,000 Turn Out for Revival... 





Oklahoma Show Crowd Surprises 


By John E. Walsh 
Staff Writer 


KLAHOMA CITY’S first auto 
show in 22 years drew an at- 
tendance of about 48,000 and was 
“a big surprise” to the sponsoring 


GM Offers Class 
In Service Sales 


And Management 


DETROIT.—The General Motors 
dealer manpower development pro- 
gram has been expanded in 1960 
to include conferences for service 
managers and service salesmen of 
General Motors car and _ truck 
dealerships, 

W. F. Hufstader, distribution 
vice-president, said this is another 
step to assist dealers in making 
their efforts more productive in 
servicing the needs of owners of 
GM products. 

The training sessions started on 
March 29 and are being conducted 
at the 30 General Motors training 
centers. 

“The service manpower develop- 
ment program is designed to pro- 
vide training on basic subjects for 
the service managers and service 
salesmen of GM dealers. It does not 
comprehend mechanical training,” 
Hufstader said. 

“Subjects in the service man- 
power program include: Attracting 
and Retaining Service Customers, 
Satisfying Owner Wants and Needs, 
Hiring and Training Service Man- 

er, Use of the Telephone and 
Efficient Utilization of Space. 

“Dealer service managers and 
‘service salesmen representing all 
GM car and truck divisions attend 
conferences together, This creates 
an intermingling of thoughts, and 
results in a greater pool of experi- 
ence from which the conferees can 
draw new and fresh ideas.” 


U.C. Dealer Wins 
Writ in Attack on 
Oregon Bond Law 


‘SALEM, Ore.—Circuit Judge 
George Jones has issued a tempo- 
rary injunction which will lead to 
a trial of a suit attacking the con- 
stitutionality of the state’s new 
bonding law for used-car dealers. 

The suit was brought by Theo- 
dore C. Coates jr., of Mouse House 
Motors. 

Under the new law, a used-car 
dealer must obtain a corporate 
surety bond of $15,000. A personal 
surety bond no longer satisfies the 
requirement. 

Some used-car dealers have been 
unable to obtain a corporate surety 
bond because their net worth was 
not high enough. Without the bond, 
they cannot get a license. 





Giant Parts Sale— 


Smith Ford Sales, Inc., Jefferson City, 
Mo., used a novel promotion to reduce its 
inventory of 1951 to 1956 Ford parts. 
The firm offered more than $7,000 worth 
of parts to do-it-yourself farmers and 
mechanics at savings ranging up to 60 
percent “if you do your own work.” The 
promotion stimulated both the parts and 
service business, according to Jim Smith, 
owner. 





Oklahoma City Motor Car Dealers’ 
Assn., a spokesman said. 

“The turnout was far better than 
we had anticipated for the four-day 
show, ‘especially after the exhibit’s 
long absence,” he added. “Salesmen 
particularly were impressed and 
they seem to have taken on new 
life.” 

He said the committee for the 
60 show is preparing a final re- 
port for submission to a group 
which will begin planning im- 
mediately for next year’s event. 
Gordon Leonard, managing direc- 

tor, said “it looks like it will be an 
annual event and even bigger next 
year.” 
* * * 

> opened Saturday (April 

2) in Louisville and Shreveport, 
La., and today (April 4) in Phila- 
delphia. A four-day imported and 
sports-car show closed yesterday 
(April 3) in Macon, Ga. 

The Louisville show, sponsored 
by the Greater Louisville Automo- 
bile Dealers Assn., will be held at 
the Kentucky Fair & Exposition 
Center. 

The last Louisville show, held 
in February, 1958, drew only 35,- 

000 visitors and was plagued by 
the city’s worst winter in five 
years. It was the first show in the 
city since 1935 and 100,000 lad 
been expected to turn out. 

The Shreveport show will be held 
at the Freestate Shopping Center 
under sponsorship of the Shreve- 


port-Bossier City New Car Dealers’ 
Assn. There also will be an air- 
craft show with an exhibition of 
parachute jumping Saturday (April 
9). 

Philadelphia’s Trade and Conven- 
tion Center will be the scene of 
the Philadelphia International Auto 
Show. Both domestic and imported 
cars will be on display. 

* * * 


[ue Macon show was held by| — 


dealers who handle the Corvair 
and Corvette, Opel, Jaguar, Volvo, 
Renault, Simca, English Ford, Mer- 
cedes-Benz, Lark, Rambler, Fiat, 
Chrysler 300, Vauxhall, Volks- 
wagen, Triumph and Borgward. 

Exhibitors at both the Washing- 
ton and Baltimore shows have re- 
ceived refunds from the sponsoring 
associations. Capital dealers got an 
82 percent refund, while Baltimore 
retailers received 70 percent. 

In Peoria, Til, a spokesman for 
the Peoria Automotive Dealers 
Assn. reported cancellation of an 
auto display previously an- 
nounced for May 19-21 on down- 
town streets. 

He blamed withdrawal of support 
by downtown merchants and the 
“attitude of City Council,” which 
voted to charge exhibitors $25 per 
day for use of the streets. 

“The merchants dropped us after 
the fee was voted because they 
feared it would set a precedent for 
their own promotion, Downtown 
Fiesta Day,” the spokesman added. 





‘National New Car Dealers Week’ ... 


Sales Drive Lifts Optimism 


NEW YORK.— Newspapers and 
auto dealers generally are highly 
enthusiastic about sales prospects 
in the “National New Car Dealer 
Week—Buy Now” promotion, under 
way in many cities throughout the 
country, according to the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. 

A total of 507. newspapers in 396 
markets, at last count, were plan- 
ning to participate in the cam- 
paign, the bureau said. While 
most campaigns are taking place 
during the official campaign pe- 
riod of March 26 through April 
9, the bureau added, newspapers 
and dealers in some cities decided 
that other periods would be more 
suitable for their individual mar- 
kets. 

The promotion is the second in 
an annual series sponsored by the 
newspaper industry and spearhead- 
ed by the Bureau of Advertising, 
with the cooperation of the News- 
paper Advertising Executives Assn. 
and the American Assn. of News- 
paper Representatives. 

Reports received by the. bureau 
indicate that many newspapers 
have drawn up elaborate plans for 
the promotion. 

In Pasadena, Calif., for example, 
the Independent Star-News kicked 
off the promotion with a full-page 
house ad in color March 27. On 
each day thereafter, for the 12 days 
of the promotion, the newspaper 
was planning to run a full-page 
color ad sponsored by dealers. 

Participating dealers represent 
all makes of American cars, plus 
two dozen or more imported 
makes, Subject of the full-page 
color ad series are: Number of 
dealers; number of years in the 
auto industry; number of factory- 





Ky. Urges Dealer Plates 


For Demonstrators 


FRANKFORT, Ky. — Ed W. 
Hancock, Motor Vehicle Division 
director, has suggested that deal- 
ers use dealer -plates on demon- 
strators rather than obtain pas- 
senger plates as many have done 
in the past. 

“When the dealer sells a car 
used as a demonstrator, the 3 
percent usage tax would apply at 
the time application for license 
is made at the County Court 
clerk’s office,” he said. The 3 per- 
cent sales tax, which is effective 
July 1, would not apply, he added. 








trained service personnel; and so 

on. The newspaper also was plan- 

ning a series of news feature 
stories on various individual 
dealerships. 

Typical of many newspapers’ re- 
ports regarding organization of the 
promotion was the Nashville Ban- 
ner and Tennesseean’s Comment 
that the dealer association had 
shown “tremendous enthusiasm” 
for the promotion plan. 

The Nashville papers, scheduling 
the promotion for April 3-9, ran 
a special section yesterday (April 
3) carrying a full-color cover. Also 
planned was daily promotion adver- 
tising by the newspapers and fol- 
lowup news copy throughout the 
week. 

The Clinton (Ia.) Herald said its 
promotion, which will take place 
April 21-30, will be featured by a 
special automotive edition, display 
promotion space, pictures and fea- 
ture stories. Highlight will be a 
two-day auto show at a local park. 

In Toledo, on recommendation of 
the dealers, the promotion period 
will be April 4-16, and the attention 
will be centered on the salesman. 
Among the many features and 
events planned by the Blade and 
Times and the dealers are: 

A special section, a kickoff break- 
fast for dealers and salesmen, a 
trophy for the top salesman in each 
dealership, a dinner for the top 
salesmen and their wives, an honor- 
roll ad on the winning salesman, 
an “Operation Demonstration” 
competition for consumers, a sen- 
tence-completion contest, display 
kits for dealers, progress reports 
and pep-up letters to salesmen. 

The program of the Danville 
(Va.) Register and Bee calls for 

the following promotional ads in 
each newspaper: A full-page teaser 
ad, a full-page announcement ad, 
three 1,000-line promotion ads, 
three 170-line cartoon ads, three 
270-line quiz ads. Also planned are 
news stories and pictures, a parade, 
a downtown showing of cars, and 
other events. 

The Riverside (Calif.) Press- 
Enterprise, with 17 of 19 dealers 
in town participating, was plan- 
ning a special automotive section 
to be preceded by a series of 
teaser ads. Also planned were 
news stories and editorial fea- 
tures highlighting the importance 
of the car dealer in community 
life. 

In Walla Walla, Wash., the 
Union Bulletin sponsored an elab- 

(Continued on Page 65, Col, 4) 


New Rambler Plant for Canada— 


American Motors Corp. and Peel Village Development executives look over the 
sketches of the new Rambler factory to be built near the outskirts of Toronto this year. 
The new plant will be built on a 40-acre site in Brampton, Ont. J. Kenneth Kinsella, 
center, construction supervisor, points out the details on the map for Earl K. Brown- 
ridge, left, executive vice-president, American Motors (Canada), Ltd., and W. H. Shot- 


ton, plant works manager. 


Checker ‘Slow and Sure’ 
In Appointing Dealers 


By Martin L.. Whitmyer 


Staff Writer 
ALAMAZOO, Mich, — Checker 
Motors Corp., largely ignored 


in an industry of giants, is treading 
softly and cautiously in setting up 
its dealer franchise system to sell 
its new Superba car and station 
wagon. 

As Richard G. Hudson, sales 
vice-president, puts it: 

“We’re moving slowly in set- 
ting up our dealer organization 
because we want to be sure the 
dealers we select are the ones 
that will do the best job for 
Checker. 

“Unlike the rest of the industry, 
where specialists will sit-down and 
draw up plans to the effect that a 
car manufacturer must have so 
many dealers handling its car in a 
specified area, Checker is content 
to set up its sales outlets where it 
feels it will do the most good.” 

oe * * 

"geese sen already has started 

negotiating with dealers in 
numerous large cities who are in- 
terested in taking over a franchise. 
Some of them have been completed 
and others are about to enter the 
franchise-signing stage, he said. 
Among the larger cities, Checker 
dealers are now operating in New 
York, Cleveland and Pittsburgh. 

Checker officials check each ap- 
plication thoroughly, Hudson 
said, but “unless the dealer is 
thoroughly qualified, we'll hold 
out until we’re sure we are get- 
ting. the best possible distribution 
for our car.” 

The slowness with which the 
company is moving in setting up its 
dealer organization, plus the fact 
that production was held up last 
summer by.a three-month strike 
and then again by the steel strike 
last fall, are given as the reasons 
why Checker hasn’t jumped into 
high gear in its assembly-line 
operations. 

The company currently is pro- 


ducing just over 200 cars weekly. 
The assembly lines, however, are 
geared to roll off 100 cars per day 
per shift once the market for the 
cars has been set and steel ship- 
ments begin to flow again. 

“When you're a specialty produc- 
er in this car-making business, you 
have to wait in line for many of 
your supplies,” Hudson said, “and 
it has been the problem of: securing 
steel that has held up development 
of our national dealer organiza- 
tion.” 

* * * 

{jas when a person speaks 

of the auto industry, he thinks 
of the “Big Three” and the “Little 
Two,” completely ignoring Checker, 
which has carved out a corner of 
the industry all to itself. But lack 
of recognition doesn’t seem to 
bother it. 

Located 180 miles west of Detroit, 
company officials say they are fat 
enough away to be out of the whip- 
lash of the auto giants and close 
enough to benefit from the skilled 
labor in the area. 

On the basis of the solid founda- 
tion Checker has built with the 
Sale of taxicabs—it’s second only 
to Ford in yearly cab sales—the 
company is venturing into the pas- 
senger-car field in a way that won’t 
find it competing headon with the 
bigger auto makers. 

“We realize,” said Hudson, 
“that we don’t have a car that 
will interest the fellow who is 
looking only for style; the man 
who is shopping for the best 
deal, or the kid who is interested 
only in hot-rodding.” 

Instead, Checker prides itself in 
offering a car with greater interior 
room, durability, economy and 
greater safety, and, as Hudson 
says, “we hope to attract a small 
group of customers who can’t find 
enough of these features in the of- 
ferings of the big companies.” 

Although some people feel the 
company is making a mistake in 
playing up its taxi-building ex- 
perience in promoting the Super- 
ba, Checker takes the opposite 
view. 

In fact, it is cashing in on the 
experience of building taxis by 
being able “to put more safety fea- 


"* |tures into our passenger car,” said 





Special Tag for Wagon— 


Charles M. Dougherty, center, Pennsyl- 
vania Secretary of Revenue, presents the 
first “suburban” license tag for station 
wagons to Edwin W. Parkinson, left, assist- 
ant general manager, and Frank J. Fellows 
of the Pennsylvania Automotive Assn. The 
fee for the new tag is $12 and will make 
it possible for a wagon owner to use the 
vehicle either as a car or a truck. PAA 
has long been an advocate of the special 
license tag for station wagons. 


Hudson. 


“Also, the durability built into 
our cabs is being put into the Su- 
perba, which means our customers 

(Continued on Page 65, Col, 1) 





Reading Ford Suit 


Settled Out of Court 


READING, Pa.—An equity suit 
filed in a controversy over own- 
ership of the city’s only Ford 
dealership has been settled out of 
court. 

James E, Kirk filed the suit 
against Edward Kessler, Reading, 
and Harold B. Robinson and Min- 
nie Robinson, both of Philadel- 
phia. Kirk charged that the de- 
fendants, who were directors of 
the firm, squeezed him out as 
president of Jim Kirk Ford, now 
Reading Ford, (See earlier story 
on Page 47.) 











THE PROMISE: 


THE PROOF 


1S BUICK... 


What economy 


Buick’s big wheels turn 600,000 
fewer times in every 10,000 miles! 


Buick bucked the trend to smaller wheels for 
sound engineering reasons: that make a whale 
of a sales story. 

In an average year’s driving, Buick’s 15” wheels 
turn about six hundred thousand fewer times than 
it would take 14” wheels to travel the same dis- 
tance using the same size tires. Think how 
many ways you can translate this into wear and 
tear savings! 

Our larger wheels permit larger brake drums for 


A CAR A MAN CAN SELL WITH PRIDE AND CONFIDENCE 





When better automobiles are built 
Buick will build them. 





Buick’s larger wheels 





offer many economy 
and safety advantages. 








an inch makes! 


better brake cooling and greater safety! 

Since larger wheels turn slower at a given speed, 
tires stay cooler and thus last longer — another 
safety and savings advantage! 

The bigger tire “footprint” of 15’s improves 
road-ability as well as ride-ability. The larger 
air chamber also offers greater protection against 
blowouts, 

Buick’s exclusive Turbine Drive transmission — 
the smoothest in the business — and our fin-cooled 
aluminum brake drums — the safest in the busi- 
ness — are other engineering pluses only Buick 
dealers can offer. 


The Turbine Drive Buick ’60...BUICK’S ALL-TIME BEST! 


BUICK MOTOR DIVISION, GENERAL MOTORS CORPORATION 
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AUTOMOTIVE WASHINGTON 


Senate's Hot Potatoes 


Stir Annual Wrangle 





By William Ullman 
: Washington Bureau Chief 
Bat year each congressional committee issues an an- 
nual report. A summary of activities during the previous 
session, these reports are normally routine and draw little 


notice. 


But almost nothing is rou- 
tine with the Senate Antitrust 
Subcommittee. Well-heeled and 
wielding great in- 
fluence, it has al- 
ways generated 
controversy, not 
only among busi- 
nessmen but 
within the sub- 
committee itself. 
This is due in 
large measure to 
the hot-potato 
subjects the sub- 
committee han- 
notification, economic concentra- 
tion, “administered” prices and 





price discrimination and a variety 
of amendments to the Clayton and 
Sherman Antitrust Acts. 

So it is little wonder that the 
subcommittee’s recently issued 
review of its 1959 activities was 
accompanied by the usual inter- 
committee wrangle that is evi- 
dent during 
Most of the cast in this continu- 
ing drama is quite familiar to the 
auto industry — Senators Kefauver 
of Tennessee, O’Mahoney of Wyom- 
ing, Dirksen of Illinois, Wiley of 
Wisconsin and staffers Paul Rand 
Dixon, Donald McHugh, et al. 

The subcommittee conducted 
dealer hearings that resulted in 
“day-in-court” legislation; the “ad- 
ministered” price hearings in which 





the 


question 
1s 


tame 












the Big Three and Walter Reuther |tinguish between established fact} industry and began the inquiry into 
engaged in a verbal slugfest; and| and partisan testimony.” 


more recently, hearings on bills to 
bar auto producers from being in 
the business of financing and in- 
suring cars purchased by con- 


sumers, 
* * * 


Report in Two Parts 


E subcommittee report cover- 

ing 1959 divides into two dis- 
tinct parts—the majority summary 
of the hearings and studies con- 
ducted last year and the individual 
views of Republicans Dirksen and 
Wiley, telling what they think is 
wrong with the summary. The two 
dissenters also had some opinions 
about the nature of the subcom- 
mittee’s operations, aside from the 
report, 

A chief complaint of Wiley and 
Dirksen about the report is that 
it puts undue emphasis on the 
testimony of some witnesses 
while ignoring others. 

From a reading of the report, 
said Dirksen, “certain inferences 
might be drawn which could be 
misleading to those unfamiliar with 
the testimony presented during the 
course of the hearings.” 

The report, Wiley added, “is col- 
ored by differences of opinion and 
interpretation as to what has actu- 
ally transpired. The report suffers 
further by failing at times to dis- 


During the past few years, the cancer cure 
rate has increased from one in four saved 
, toone in three saved: 40,000 more lives 
saved each year. During the next few 
years, there will no doubt be new meth- 
ods of diagnosis, and even cures for some 


cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 
Research costs money. In the past 14 years, the Amer- 
ican Cancer Society has spent about $76,500,000 on 


cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer,” incareof your local post office. 


AMERICAN CANCER SOCIETY 


ANSWET 


money 









the 


as 


* * * 


Treatment of Hearings 


A SPECIFIC gripe was the re- 
port’s treatment of the hearings 
on a bill requiring corporations in 
“heavily concentrated” industries to 
file advance notice of price in- 
creases and publicly justify the 
raises before putting them into 
effect. 

Dirksen and Wiley complained 
that the report merely mentioned 
that representatives of the De- 
partment of Justice and Federal 
Trade Commission had appeared 
before the subcommittee—with- 
out summarizing what they said. 

Wiley observed that the report is 
wordy in reporting the testimony 
of other witnesses but “fails to note 
that both administration witnesses 
were most strongly opposed to this 
bill, both because of its departure 
from the principles of free enter- 
prise and because of the practical 
difficulties inherent in its adminis- 
tration.” 

The section on administered 
prices also drew their ire. The sub- 
committee has been looking into 
this subject since 1957, with the 
auto and steel industries having 
had their go-rounds. Last year the 
unit turned to pricing in the bread 


guard your 
family...fight 
cancer with 

a checkup 

and a check ° 


drugs. 

Dirksen claimed the report sug- 
gests that administered prices are 
in effect “monopoly” prices. He said 
the testimony of economistg clearly 
showed there’s no connection be- 
tween the two and that adminis- 
tered prices are necessary to the 
effective working of modern indus- 
try. 

* * * 


Charges Deplored 


Or THE bread inquiry, Wiley 
contended the majority report 
“practically lists all the accusations 


against the bread industry but to- * 


tally fails to present the industry's 
response.” Dirksen deplored what 
he called the report’s “sweeping 
charges.” 

As to the drug hearings, Dirk- 
sen scored an exhibit introduced 
by the subcommittee’s chief econ- 
omist, John Blair, purporting to 
show that one drug manufacturer 
was marking up prices by as 
much as 7,079 percent. The fact 
is that the company was operat- 
ing on a 12 to 16 percent profit 
after taxes, the Illinois senator 
said, 

By using such “misleading ex- 
hibits,” Dirksen continued, the sub- 
committee is destroying public con- 
fidence in congressional investiga- 
tions, Wiley opined that the sub- 
committee was going beyond its 
legitimate function, with the hear- 
ings giving people “the impression 
of a desire to regulate prices rather 
than to cure monopolistic prac- 

tices.” 

In conducting hearings, he com- 
mented, “we must always be care- 
ful not to assume the role of the 
prosecutor.” 

The Wisconsinite was not pleased 
with the scope of the hearings re- 
lating to the financing and insuring 
of cars by auto makers, saying the 
problem has not been fully ex- 
plored. 

“Diversification is a necessary 
feature of American business these 
days,” Wiley stated. “In determin- 
ing whether automobile manufac- 
turers should be permitted to di- 
versify by going into the automo- 
bile finance and insurance business, 
we must seek to find out whether 
there is any basic difference be- 
tween this and many other forms 
of permissible diversification. 

“There is certainly little justifica- 
tion for prohibiting the automobile 
industry from doing what other in- 
dustries are permitted to do.” 

*~ * ~ 


How to Discourage Drivers 


Ar tolls on city express- 
ways and raising community 
parking fees to dampen use of pri- 
vate cars in congested metropolitan 
areas are among the recommenda- 
tions in a transportation policy re- 
port issued by the Commerce De- 
partment. 

The White House has forward- 
ed the report to Capitol Hill, 
where excitement over rushing to 
implement its many controversial 
points has been lacking. 

Many would agree with the re- 
port’s overall conclusion that na- 
tional transportation “is presently 
out of balance, It is less a national 
system than a loose grouping of 
individual industries. We have built 
vast networks of highways, rail- 
ways, inland waterways and sea- 
ports, airways and airports, and 
pipelines, with little attention to 
conflict among these expanding 
networks. 

“Economic regulation hag been 
administered in rigid compartments 
although many basic problems are 
common to many areas of transpor- 
tation,” 





Compacts Assessed 


At $600 to $690 


PEORIA, Ill—Owners of new 
American-made compact cars will 
be assessed from $600 to $690 
this spring in Peoria County. As- 
sessors Were advised to assess 
’60-model foreign cars at one- 
third of actual retail value as 
listed in the dealers’ handbook. 

The ’60 Chevrolet, Ford, Plym- 
outh and Dart should be valued 
at $780, said Eugene Armes, sup- 
ervisor of assessments, The range 
on new cafs goes to $2,050 for 
Cadillacs, Lincolns and Imperials. 
Assessments on ’59 models drop 
from $110 on cheaper models to 
$430 on highest-priced cars. 
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The Man Behind the Wheel .. . 
Sales Testing the Simca Etoile 


Eprror’s Note: This is another 
in a series of reports on the sell- 
ing features of imported cars. 

* * * 


By William Carroll 
West Coast Editor 


C TAKES only a few hundred 
miles of driving to decide why 
Simca has made such impressive 
sales gains in the United States. 
Almost any comparison with im- 
ports in the same price class indi- 
cates Chrysler Corp.’s “captive” is 
a lot of car for the dollar. 

The four-door Etoile sedan, re- 
placement unit for 1959’s Super 
Deluxe Aronde, has an East 
Coast port-of-entry price of 
$1,698, including permanent oil 
filter, windshield washers and 
dual electric wipers. Only options 
for the Etoile are a heater, radio 
and whitewall tires. 

The Etoile uses the same body 
shell as a previous Elysee series, 
which was priced at $1,898. 

Of economy imports, Simca has 
probably the widest opening doors 
(minus hold-open catches) and 
easiest entrance and exit of all. The 
floor has only a slight drop from 
body sills. 

Front and rear foot areas are 
covered with rubber mats, under 
which are two layers of sound and 
heat insulation. 

Forward of the instrument panel 
is another layer of sound-absorb- 
ent material. Doors have pushbut- 
ton latches on the outside and in- 
terior handles which throw forward 

to lock. Arm rests double as pull 
handles. 
* * om 

NTERIOR of the Etoile is sim- 

ply finished and could not be 
considered plush. The sturdy trim 
material has every appearance of 

wearing a long time without exces- 
sive soil. Headlining is perforated 
washable plastic to reduce noise 
transfer from the roof panel. 

Simca seating is good, with ad- 
justment for tall or short drivers. 
There is plenty of room for tall 
drivers to see without hunching. 
Over the rear-view mirror is a 
bright dome light and manual 
switch. 

The simple instrument panel has 
a ribbon-type speedometer with 
generator and oil warning lights 
on the sides. The fuel gauge has 
an indicating needle, plus warning 
red light which glows when a gal- 
lon and a half is left in the tank. 

The speedometer has a trip re- 
cording unit which can be reset 
by turning a chrome knob on the 
face of the speedometer. Ignition 
key and starter switch are left of 
the cluster, next to a third warning 

ok * +o 


Car Tested: 
SIMCA ETOILE 


Body type: Four-door sedan. 

Dimensions: Overall length, 
162 inches; width, 61.3; height, 
57; wheelbase, 96.2, and tread, 
49.4, 

Suspension: Front, independ- 
ent, on coil springs; rear, semi- 
elliptic leaf springs. 

Tires: 5.60x14, tubed. 

Gas mileage: City, 26.1 MPG; 
highway, 27.3 MPG; test aver- 
age, 26.6 MPG for 674 miles. 

Accessories: Radio, heater, 
white walls. 

Engine: F ou r-cylinder, over- 
head valve. 

Carburetion: 
downdraft. 

Displacement; 178.7 cubic 
inches; bore and stroke, 2.913 by 
2.952 inches; compression ratio, 
6.8 to 1; horsepower, 48 at 4,800 
RPM; horsepower per cubic 
inch, 0.61; torque, 65 pounds- 
feet at 2,800 RPM. 

Running weight: 1,997 pounds 
without driver; powe r-weight 
ratio, 41.6 pounds per horse- 
power; brake-weight ratio, 15.1 
pounds per square inch of lining. 

Transmission: Four speeds 
forward. 

Clutch: Single dry-plate, 7.14 
inches diameter. 

Differential ratio: 4.44 to 1. 

Steering: 3% turns, lock-to- 
lock. 


Sin gle-throat, 











red light hooked to high headlight 
beams. 


In the center of the panel is space 
for a radio. Above this is a single- 
lever heater and defroster control. 
There are three positions: Off, No. 
1, Defroster air. No. 2, Interior air. 
Pulling the air-control knob out- 
ward turns on a noisy little blower. 

* * * 


Light Controls 


As IN most French cars, the light 
control is on the steering col- 
umn, with a three-position switch 
which controls parking, high and 
low beams. The _ turn-indicator 
switch, top center of the steering 
column, is flipped left or right de- 
pending on which way you plan 
turning. 

Indicators automatically cancel 
as the car completes a corner. 
Unique to Simca, is a time delay 
device in the switch which turns 
off the blinkers if the corner is 


not enough to cancel them for 
you. 

The horn ring, below the steer- 
ing wheel, is handy once you get 
used to it, but it is also an annoy- 
ance when entering the car some 
quiet morning and a careless knee 
wakes the neighborhood. 

The gearshift lever on the right 
of the steering column controls the 
four-speed transmission in which 
the three upper speeds are syncro- 
nized, 

Although Simca engines are 
equipped with an automatic choke, 
they do not necessarily start quick- 
ly. Each Simca we've driven has 
different starting habits. Once 
mastered, starting problems dis- 
appear. The engine seems powerful 
and pushes the little sedan through 
traffic at a happy rate. 

It is a comfortable car to drive, 
with good vision in all directions. 
Even the backlight extends far 
enough into the roof to provide 
plenty of rearward vision. The car 





This Way In— 


Simca Etoile has probably the widest 
opening doors of any economy import, 
reports William Carroll, Automotive News 
West Coast editor. Entrance and exit are 
easy and the floor has only a slight drop 
from the body sills. Interior of the car is 
simply finished. 

+ + 
is nimble, with worm and roller 
steering providing plenty of feel. 

o: tee 


Bn 10-inch brake drums, with 
132 square inches of lining, are 
a powerful selling point as they 
can pull the car to a halt—but fast. 
You find the pedals in a hurry, for 


Whatever your operation—there’s a dependable 
BENDIX-WESTINGHOUSE COMPRESSOR for your job! 


On city streets, over superhighways, along cross- 
country trails, everywhere motor transport is in use, 
you'll find Bendix-Westinghouse Tu-Flo compressors 
performing under the most rugged conditions . . . 
delivering an ample supply of air and maximum safety 
to trucks, trailers, buses and off-the-road vehicles. 
Bendix-Westinghouse compressors are built to the 
most exacting standards and specifications. They’ve 
been laboratory-, road- and job-tested for billions of 
miles—efficiency-rated from the design board to final 








AUTOMOTIVE AIR BRAKE COMPANY 





they’re about the same size ag most 
American cars, and as widely sep- 
arated. 


tern with first where our reverse 
is. Although the Etoile’s shift 
linkage is improved over previous 
Simca models; there’s still a ten- 
dency for gears to hang up. 

Somewhat like the automatic 
choke, each Simca seems a little 
different, and rapid gear-shifting 
is something you'll find after a few 
days of driving. Transmission gear- 
ing is fairly quiet and third can 
be used in traffic all day without 
making you feel the engine ig kill- 
ing itself. 

A major point to Simca, in com- 
parison with other economy cars, 
is its acceleration. For size, power 
and economy, this sedan scoots like 
a scared rabbit. There's little vibra- 
tion and fourth can be used down 
to 20 or 25 miles an hour. By shift- 
ing to third at 30, you have bene- 
fits similar to the kickdown of an 


automatic transmission. 
+ * * 


Erratic on Road 
rPOuRING on straight roads at 
high speeds is when the Simca 
becomes somewhat erratic. Steer- 
(Continued on Page 61, Col, 1) 


production tests—all with an eye to maintaining the 
highest quality ever built into a compressor. 

Tu-Flo compressors feature lower discharge tempera- 
tures over the entire speed range, increased air delivery 
at low and intermediate speeds, improved oil control, 
efficient operation at higher maximum speeds to match 


trends in engine design. 


Write or call us today . . . or see your nearby Bendix- 
Westinghouse Authorized Distributor for more infor- 
mation about dependable Tu-Flo compressors, 






General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif., and Oklahoma City, Okla. 


TU-FLO 300 — Designed 
trucks and 


for lightweight 
school bi 


uses. Affords owners 
the comfort and safety of air 
brakes at low cost. Permits 
hauling air-equipped trailers. 


TU-FLO 400—This is the 
model that's most widely used 
by over-the-highway haulers. 
Available either air- or water- 
cooled, self-lubricated or 
engine-lubricated. 


TU-FLO S500—For operations 
where compressed air demand 
is heavy. Ideal for large city 
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pply systems, station- 
ary or mobile. Available self- 
lubricated 


or engine-lubricated, 


air- or water-cooled. 














A report from Willys on PROGR ESS. 


By Cruse W. Moss, Vice-President in charge of sales 
Willys Motors and its dealers reached—and went beyond — 
their predicted goals for 1959. This is a review of the giant 
strides made in ’59 and a prediction of the additional prog- 


ress we are confident we will make in 1960. With ‘Jeep’ 
vehicle sales at an all-time high, both Willys Motors and 
‘Jeep’ dealers enjoyed their most profitable year. 





SALES CLIMBED TO NEW PEAKS Record sales were established at every level and in every phase of the Willys business in 1959. Retail 
sales of ‘Jeep’ vehicles exceeded the outstanding sales year of 1958 by 28.6% (unit sales volume increase of 427% in the last two years). 
‘Jeep’ approved equipment, accessories and parts reached the highest volume in the history of the company, climbing 17% over the volume 


of 1958. 


Willys increased profits for the fifth year in a row. In 1959, these profits were the highest in the corporation’s history. | 


DEALERS AVERAGED OVER $400 GROSS PROFIT AFTER WASHOUT ‘Jeep’ dealers had their greatest profit year in 1959, too. These profits 
resulted from an increase in dealer sales volume with average gross profits after the washout of more than $400 per vehicle. Sales of 


special equipment which averaged over $200 per vehicle added further to dealer profits. 


‘Jeep’ dealers retain higher gross profits after washout because: I 


a. Dealers are carefully selected and located. ‘ 


- 


| b. Almost 50% of ‘Jeep’ vehicle retail sales continue to be clean deals. 


SES 


: 

c. Used ‘Jeep’ vehicle resale value is far greater than that of most vehicles. For example, ; 
two year old ‘Jeep’ Universals sold for as high as 90% of original factory list price. 

d. Greater additional profits were obtained from the sale of special equipment | 
either at the time of original sale or later when owners had new jobs to do. Actually, | ' 
‘Jeep’ special equipment sales reached an all-time high in 1959. | \ 


‘JEEP’ FRANCHISE ATTRACTED 253 NEW DEALERS The profit-making ‘Jeep’ franchise attracted 253 new dollar-wise dealers in 1959. Many ‘ 
of these dealers acquired the ‘Jeep’ franchise as an exclusive line. In other cases, dealers added the ‘Jeep’ franchise to their passenger | 


car business, enabling them to realize a greater profit with little increase in overhead. | 





‘Jeep’ Universal CJ-5 ‘Jeep’ Universal CJ-3B ‘Jeep’ Universal CJ-6 ® , ‘Jeep’ Dispatcher ‘Jeep’ Utility Wagon ‘Jeep’ Station Wagon 














PROFITS « POSSIBILITIES 


‘JEEP’ VEHICLES CONTINUE TO GROW IN POPULARITY For example, the 2-wheel drive ‘Jeep’ station wagon, America’s lowest-priced full- 


sized station wagon, increased its sales 316% last year! And the new ‘Jeep’ Surrey caused a sensation when it was introduced a few 


months ago. 


VIRTUALLY NO COMPETITION The ‘Jeep’ dealer offers the world’s only complete line of 4-wheel drive vehicles . . . 12 different models, 
ranging from the exclusive ‘Jeep’ Universal which heads the only complete line of 4-wheel drive vehicles, as well as economical 2-wheel 


drive vehicles, including the lowest-priced, full-sized station wagon built in the United States. 


MAVERICK ... POWERFUL TELEVISION SUPPORT ‘Jeep’ dealers are the only commercial vehicle dealers that have a powerful national 
weekly television show working for them 52 weeks of the year. Each and every week, more than 38 million people see ‘Jeep’ vehicles in 


action on the tremendously popular hour-long Maverick show.* 


MAVERICK DELIVERS: One of the largest audiences of any program on the air. (More men watch the commercial! )** One of the 


highest average sponsor identifications of any western program on television. (More people remember the commercials! )* 


In addition, the ‘Jeep’ line is promoted locally through newspapers, spot radio and spot television advertising . . . plus a wide variety of 


pin-pointed promotional selling aids, including an extensive completely packaged direct mail program. 


WILLYS IS GROWING WITH KAISER INDUSTRIES Behind ‘Jeep’ dealers are the combined resources and prestige of the great and rapidly 
growing Kaiser industrial complex. Kaiser companies — Kaiser Aluminum, Kaiser Engineers, Kaiser Gypsum, Kaiser Steel, Permanente 


Cement and Willys Motors — have spiraled from 5 plants in 1940 to 78 plants and sales of nearly a billion dollars today. 


EVEN MORE POSSIBILITIES IN 1960... BRIGHT IS THE FUTURE Great strides were made in 1959, and the continuing progress in the early 
months of this year make the outlook for 1960 even brighter. 


‘Jeep’ dealers did an outstanding job in 1959 and will achieve even greater sales gains in 1960. Supporting them will be an increased 


factory advertising and merchandising program. 


To those automotive dealers who want a more satisfactory return on their investment — Willys extends an invitation to discover what a 


‘Jeep’ franchise can mean in profit. 


The nation’s population continues to grow . . . suburban developments and living increase . . . indeed, BRIGHT IS THE FUTURE FOR 
WILLYS MOTORS AND ITS DEALERS. 


Write to me in Toledo, Ohio, to find out more about the ‘Jeep’ franchise (Ge 8g Pn 


C. W. Moss 
Vice-President in charge of sales 
WILLYS MOTORS, INC. 


* Nielsen Television Index ** American Research Bureau 





P p ¢ * F ard Centre! FC-170 
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AUTOMOTIVE NEWS PLATFORM 

1 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Capsule Comment 


With auto production and sales well above year-ago levels, 
economists call unwarranted the rash of pessimistic fore- 
casts. 

One winter storm does not a model year make. 
7 ~ 7 

Truth-in-lending bill is given good chance to pass Con- 
gress after Senate hearing. 

It’s a political creampuff in an election year. 
* oa . 

NADA Industry Relations Committee calls for elected 

dealer councils at all factory levels. 
The democratic way. 
. + * 

AUTOMOTIVE NEws report from Vienna lifts Iron Curtain 
to survey East Europe’s auto industry. 

And we think we have troubles! 
* . * 

Dealers can sell more cars by stressing quality and fea- 
tures instead of price, in the opinion of AMC’s Roy Aber- 
nethy. 

“And,” he adds, “we sometimes wonder why the pro- 
fession doesn’t have all the status we'd like it to have.” 
* ” ” 

Tennessee Supreme Court upholds constitutionality of 
state’s dealer and salesmen licensing law. 

A victory, as the court stated, for honest and ethical 
trade practices. 





* * * 
The Comet is the first “super-compact”’ to leave the start- 


ing gate. 
Yet, it’s less compact, more or less. 


Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield, 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

Apr. 24-26—Ohio Automobile Dealers 
Assn., Cincinnati, 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1|-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 

May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver, 

May 1!-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
%& May |-3—Motor Dealers of British Col- 

umbia, Sasquatch Country, B. C. 
ner 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel Muehle- 
bach, Kansas City, Mo. 

May 5-6—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, Grand 
Canyon, Ariz, 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C. 

May 8-10—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

*%& May 10-l1|—Massachusetts State Auto- 
mobile Dealers Assn., Hotel Statler, 


Boston. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 17—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. i 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. . 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 8-9--Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis. 
June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 


qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel. Bedford, Pa. 
June 23- ichigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 

Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder. 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. 

i1-13—-New Hampshire Automobile 


Sept. 
Oealers Assn., Farragut House, Rye 
Beach H 


N. H. 
Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
ers. The Concord, Kiamesha Lake, 


, ee 

. 19-20—Wisconsin Automotive Trades 

, Hotel Schroeder, Milwaukee, 

Sept. 30-Oct. Ie— Montana Automobile 
Dealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. 10-12 — Automotive Parts Rebuilders 

., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. % . 


Auto Shows 


Apr. 2-6—Louisville Auto Show, Kentucky 
Fair & Exposition Center, Louisville. 

Apr. 2-9—Shreveport Auto Show, Freestate 
Shopping Center, Shreveport. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
senogelonia. (Foreign and Domestic 


rs.) 

Apr. 1417 — Knoxville Auto Show, Chil- 
howee Park Administration Building, 
Knoxville, Tenn. 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, N. Y, 

(See CALENDAR, Page 55, Col, 1) 


180 in October. 


totalled 403,627. 





The Big Stories 


34 Years Ago—1926 

Stutz Motor Car Co. of America, Indianapolis, increased its pro- 
duction and employment during March. The firm had 780 men work- 
ing on the production lines in March, against 340 in December, and 


20 Years Ago—1940 


According to the United States Census Bureau, February produc- 
tion in the U. 8. and Canada amounted to 421,820 units. U. S. output 


10 Years Ago—1950 

Walter P. Reuther, president, United Auto Workers, predicts that 
in 10 to 20 years automobiles will be produced on completely mechan- 
ized assembly lines operated by one man pushing a button. 


Automotive Cartoon 


Of the 


Week 





"When he sees how quick the bed raises, 
he'll be sure to buy it." 


‘Misleading Term... . 





2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Compact Not for Compacts 


We were happy to see published 
in your March 14 issue a story on 
Airtemp division’s new auto air 
conditioner. 

We inadvertently used the term 
“compact” in describing the air 
conditioning unit with intention to 
describe it as a small diminutive 
unit, 

I can easily understand how the 
word “compact” could mislead any- 
one to think we were talking about 
compact cars. 

Anything that you say about your 
terrific readership is definitely true, 
because Mopar in Centerline and 
our engineering staff in Dayton 
have been flooded with inquiries 
concerning a compact-car air con- 
ditioner. The truth of the matter is 
that our compact-car unit is not yet 
ready for distribution and I wonder 
if it would be possible to correct 
the impression that we have a com- 
pact-car unit available. — T. E. 
Ryan, Chrysler Airtemp Division, 
Dayton 1, O. 

* * oa 


No Offense Intended 


Your article on Page 28 of the 
March 14 issue of Automotive News 
with the use of the word “Japs” in 
your headline was rather shocking, 
especially at a time when the 
United States and Japan are striv- 
















Address Editor, Automotive News, Detroit 7, Mich. 





ing to better international relations 
in the interests of free nations. 

Particularly, this year marks a 
milestone in the history of both 
countries, which is the centennial 
of the first treaty signed between 
the two nations. 

Whether it was the fault of Stu- 
art Griffin, your Tokyo reporter, or 
the editors, is not for me to com- 
ment, but it would be appreciated 
if your magazine could use more 
discretion in the future.—S. Hart- 
TORI, general manager, Toyota Mo- 
tor Sales, U. S. A., Inc., 8701 Beverly 
Blvd., Los Angeles. 

Epitor’s Note: It was the fault 
of the editors in Detroit. We’re 
sorry. We did not know the term 
was offensive. 

* * ok 


Anyone Help? 


For the past couple of months, 
I have been hearing that one of 
the car makers included a large 
piece of wood in their 1960 model 
car. Now I understand that this 
piece of wood has been discontin- 
ued and replaced with something 
else. 

This intrigues me very much and 
I would appreciate finding out 
which 1960 car carried this out. 
With your contacts in the indus- 
try possibly you may be able to 
provide me with this information. 
—R. Bracpen, Chandler-Evans 
Corp., West Hartford, Conn. 

Eprror’s Note: We’re stuck. 
Anyone know? 

* Ed * 


Who’s Right? 


Your Letterbox of March 14 in- 
cluded a letter from one Mr. Ron- 
ald Fellerstein who stated that the 
car in question (spark-plug test at 
Daytona Speedway) was not a Pon- 
tiac but a 1960 Ford Galaxie. 

I'll disagree with you both and 
call it a 1960 Ford Starliner for 
a couple of reasons, the main one 
being there were no Galaxies in 
Daytona Speedway major events. 

What puzzles me is Champion’s 
shortage of shirts—SouTH Cagro.iNna. 


RS SSS 








HOLIDAY FAMILIES 


are your best new-car buyers... the stable buyers, the multiple-car 
buyers. They buy more new cars and come back into the market 
sooner than the audience of any other major magazine. Research 
revealed that during the recession Holiday families bought new cars at 
a rate more than twice the national average. Now a new study shows 
that they bought at an even higher rate during 1959. For the details 
of this exciting study write or phone your Holiday representative. In 
Detroit, call Ken McCarren or Joe Jaglois, TRinity 5-9040. 
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bought new cars 
during 1959 
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WATSON 


“\wy° 


WEIGHTLIFTER 





... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2% tons. 





Sizes... 


Series 1000 (1000# cap.) for all 


* 3 


pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested ‘hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too | 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please address Dept. Dept. 08 





= H.S. 
a WATSON 
- COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606° LASKEY ROAD, TOLEDO 12, OHIO 
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Reporter Finds Lots of Prospects .. . 





Would You Like to Buy a Car? 


By Ed Brown 
Staff Correspondent 
NEW YORK.—On a recent trip 
to the West Coast, a friend loaned 
me a ’60 Oldsmobile. I’ve been ex- 
tremely critical of some auto sales 
techniques in the past, and it 
dawned on me that here was an 
excellent opportunity to put myself 
to the test. 
It also gave me a chance to 
try some of the merchandising 
methods dealers have contended 
are successful and which I have 
observed at work in the past. 
The automobile had been left at 
the Los Angeles airport for me, and 


my first stop was a policeman to) 


get directions to the middle of 
town. 

There was no misinterpreting the 
look in his eye as he gazed at the 
Super 88 four-door hardtop I was 
driving. I got my directions and, 
as I wrote them down, I mentioned 
| that I was in the automobile busi- 
ness, 


“Are you a salesman?” 


“Well, not exactly, but I am in- 
terested in that field.” 

“Ya know,” he said wistfully, “I 
wish I could buy a car like that. 
Boy, would it make my wife happy. 
But they’re just too expensive these 
days. I’ve got a ’55 Dodge, and I) 
guess it'll have to do for another | 
couple years.” 

“Would you like to test drive 
this car?” 

“Ya mean just drive it?” 

“Sure.” 

“That'd be real jazzy, but I can’t 
right now, as you can see. I’m on 
duty.” 

“Well, maybe we could arrange 
it sometime later. If you'd like to 
give me your home telephone num- 
ber, we could arrange it sometime 
at your convenience.” 

“What's the catch?” 

“No catch. Maybe somebody would 
be glad to let you drive the car. And, 
who knows, maybe you'd find out it 
would be possible to work out a deal. 
Somebody ought to have a car that 
would fit your needs, at a price you 
can pay.” 

“I don’t think so.” 

“Suit yourself,” I-said. “I know a 
dealer who'd like the chance to show 
you this car, and if it doesn’t work 
out, nobody loses anything. And 
you'll at least be able to tell your 
friends you know what a ’60 Olds 
is like.” 

The officer finally decided he 
had nothing to lose, and the pros- 
pect of driving the Olds really 
appealed to him. I noted his tele- 
phone number and thanked him 
for his information. 

Later that evening I parked at a 
drivein with a friend and ordered 

some food. We were talking automo- 
biles when the waitress came back 
with the loaded tray, and she ap- 
peared to be uninterested. 

I was complaining that the auto 
business could be better if sales- 
men would only ask more people if 
they were interested in buying. My 
friend suggested that you couldn’t 


| 


| 





car, import or domestic for his wife.| a week, that his wife works, that 









I came away two names richer. 

But probably the most positive en- 
counter occurred when I arrived at 
the hotel. The bellboy came out to 
unload my luggage. 

“How do you like your new 
Oldsmobile, Mister?” 

“Oh, very much.” 

“Ya know, I think Oldsmobile still 
makes the best car on the market 
today.” 

I nodded. 

“I sure like these straight lines 
they make. And I think this flat 


they have a little house which is al- 
most free and clear and that they 
own a ’56 luxury automobile which 
they are interested in trading on 
something newer. 

He certainly appeared sold on the 
Oldsmobile after driving it, and he 
thanked me profusely for the op- 
portunity. 

During my five-day stay on the 


Coast, I gathered 10 names and ad- 
dresses and some telephone num- 
bers of people who might well be 


prospects for a new or used Car. 


| desk, I said I’d be happy to let him 















Sure, I was only prospecting, but 
I’ve heard so many people say that 
the cold solicitation just doesn’t 
work any more. I think it’s because 
nobody tries, except the successful 
salesman or dealer. 

I had prospects from just about 
every walk of life—from the police 
officer to the waitress, to the bell- 
boy, to a pharmaceutical sales- 
man, to an executive of an adver- 
tising agency. 

They were all turned over to a 
dealer who welcomed the chance to 
sell them. 

It seems that prospects abound. 
Certainly not every one will result 
in a sale, but if you don’t try them 
all, how can you turn up the few? 


trunk lid is the smartest thing on 
the road.” 

“Have you ever looked inside one 
of them?” I asked. 

“Well, not real close, but I know 
they look nice.” 

“Here,” I said, “take a look in- 
side. Sit behind the wheel a minute 
and you'll see a new view of the 
Oldsmobile. It’s really one of the 
most delightful cars I’ve ever driv- 
en.” 

We talked about the interior fea- 
tures for awhile. The entrance and 
exit. The easy steering. The quiet 
ride. I found myself giving a sales 
talk to the bellboy. And he was in- 
terested. 

As we walked to the registration 


drive my car, since he seemed to be 
so interested in it. 

At this point, he got just a lit- 
tle suspicious and asked if I were 
an Oldsmobile salesman. I again 
replied, not exactly, but I was in- 
terested in the automobile busi- 
ness, 

We made an appointment, and I 
met him several hours later when 
he finished work. He drove, and al- 
most sold himself the car. I say 
“almost,” because I couldn’t take 
an order from him. But I’m sure 
that if I could have, he would be 
driving a new car today. 

I discovered that he averages $135 


Dealers Can Pay 


New Vermont Tax 


MONTPELIER, Vt.— Vermont’s 
auto dealers have been authorized 
by the State Motor Vehicle Depart- 
ment to transmit the new vehicle 
excise tax payments to the state 
as a convenience to their custom- 
ers. Sections of the law dealing 
with fraudulent collections are not 
regarded as applying to the dealer 
who merely transmits the tax pay- 
ments for a car purchaser, accord- 
ing to Motor Vehicle Commissioner 
H. Elmer Marsh. 

However, he informed the dealers 
that the tax must be paid by sep- 
arate check, accompanied by two 
sections of the form, which must 
be filled out with their own names 
as well as the name of the firm or 
corporation. 

Meanwhile, the State Emergency 
Board approved the addition of five 
new employes for the Motor Vehi- 
cle Department in its administra- 
tion of the new auto purchase and 
use tax. 


GENEVA, Switzerland.—Appoint- 
ment of 69 new overseas distribu- 
torships and direct dealers for 
Chrysler Corp. cars and trucks, 59 
new distributors for Simca cars and 
12 new distributors for special 
products, has greatly increased 
Chrysler International’s sales po- 
tential in the top 10 world markets, 
Philip N. Buckminster, managing 
director, said. 


Totals of the three categories are 
now 379, 64 and 79. 

Top overseas markets for the 
company’s passenger cars, he 
said, are Mexico, Australia, Ven- 
ezuela, South Africa, Belgium, 
Luxemburg, Puerto Rico and the 
Netherlands, with Iran, Japan 
and Lebanon following. 

In trucks, Mexico and Australia 
also lead the list of top overseas 
markets, with India third, Colombia 
fourth, and Indonesia fifth. Venez- 
uela, Kuwait, South Africa, Iran 
and Turkey complete the top 10. 

Excluding Soviet Russia and its 
satellites, the United States and 
Canada, Chrysler International 
sales territory now covers more 
than 31 million square miles, Buck- 
minster said. 

New facilities will provide extra 
production for the 1960 sales year, 
Buckminster said. In establishing 
a new spare parts depot at Ant- 
werp, Chrysler International con- 
verted the assembly plant into an 
operation which will serve conti- 





spend your whole life just asking| 


people if they wanted to buy a car. 


This reminded me of one of the|! 


most successful Pontiac dealers I 
know in the East. He asks every- 
one he meets if they know of any- 
one who wants to buy a car. 

I turned to the waitress with the 
same question. 

“Well, I don’t know,” she said. “I 
don’t think so.” 

My friend grinned a little patron- 
izingly, and I mumbled something 
about it couldn’t work every time, 
but continued stressing the point 
that such an approach would be 
bound to work in some cases, and 
was certainly worth trying. 

When the waitress returned to 
take the tray away, she said: “Lis- 
ten Mister, were you serious when 
you asked if I-knew anybody who 
wanted to buy a car?” 

I nodded. 

“Well, I was just talking to Janie 
up there, and she said her husband 
has been talking about a new car 
for some time. They want a new 
car, but they don’t know which one 
they want. If you’re sellin’ this car, 
maybe they'd be interested.” 

I garnered another name and tel- 
ephone number, with an address 
this time. And in addition, our 
waitress remembered that her 
brother was looking for a good used 
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Aftermarket Sales Banners— 


The Good Car Keeping Institute, 1711 Pratt Blvd., Chicago 26, Ill., is offering point- 
of-sale advertising material covering all divisions of the industry to retailer and manu- 
facturers for use during the annual Good Car Keeping Week promotion. The promotion 
is set for May 20-31. The banners feature a comprehensive check list (shown above) 
designed to stimulate motorists’ interests in many vital areas concerning their cars. The 
material is available at cost to any retailer or manufacturer who wishes to participate in 
the promotion. 











Salesmen Go Prospecting— 


James S. Holley, sales manager, Holley 
Motor Co. (Plymouth-DeSoto), Tyler, Tex., 
passes out checks made out to local sup- 
plier firms to be delivered by these deal- 
ership salesmen. This is done on the 10th 
of each month. According to Holley, the 
salesmen do not exert enough sales pres- 
sure to be objectionable, but deliver the 
check to the head of the firm and take 
advantage of any sales opportunities that 
may present themselves. “This is one of 
the best prospecting methods we use,” 
Holley reports. 





International Unit Expands . 


Chrysler "Round the World 


nental Europe, the Middle East 
and North Africa. 


The two new assembly plants, 
both wholly owned, are at Rotter- 
dam, the Netherlands, and at 
Cape Town, Union of South 
Africa. 

In addition, Chrysler Interna- 
tional has acquired a substantial 
interest in assembly plants in Mex- 
ico City and Havana. 

Further expanding its truck op- 
eration, Chrysler succeeded in ob- 
taining a governmental decree 
permitting assembly of trucks in 
Argentina. A new company, Chrys- 
ler de Argentina, S. A., soon will 
start production at the San Justo 
plant, with an annual schedule of 
8,000 units, Buckminster said. 

Chrysler International also has 
reorganized itself. Two executive 
directors have been appointed, one 
for Latin America and one for the 
Eastern hemisphere to be in charge 
of plants. 

Three regional offices have been 
established, responsible for auto- 
motive sales to distributors, direct 
dealers and fleet accounts. 

Region I covers Continental 
Europe, the Middle East, African 
countries and territories outside the 
sterling area. Region II covers the 
sterling area and Region III is set 
up for Latin America. 

In the special products depart- 
ment, Airtemp products account- 
ed for more than half of ’59’s 
higher sales, with total world 

sales increasing 3 percent in 87 
countries, Buckminster said. 
Marine engine sales in the world 
market increased 48 percent over 
1958. Production engine sales also 
sharply increased, the most im- 
portant buyer being Facel Vega, 
French manufacturer of specially 
built luxury automobiles, he said. 
Total employes of Chrysler Inter- 
national, Buckminster said, number 
5,501 people of 17 nationalities, of 
whom 211 are Americans. 


Dealer Fined $225 
On Illegal Plates 


WICHITA.—John L, Hitchings, a 
used-car dealer here, paid $225 in 
fines for illegal use of license 
plates. 

He pleaded guilty to using plates 
that came with tradeins during 
demonstrations instead of dealer 
plates, which are required by law. 

Dealers are supposed to destroy 
plates which come in on trades. 


Felton Sells to Clegg 


BEAUMONT, Tex.—Tom Felton, 
president of Tom Felton, Inc, (Lin- 
coln-Mercury-English Ford), 1262 
Calder Ave.; has announced the sale 
of his firm to Clegg Motors, Inc. 
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Research and Development at Work 


Glacier Cold! Laboratory tested at Midland-Ross. Blasted by 
raw, frigid whirlwinds of freezing cold. Subjected to sub-arctic 
temperatures for days on end. Tests designed to produce the 
world’s safest, most trusted brake systems. 
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The Man Behind the Wheel .. . 





Sales Testing the Land-Rover 


By Ed Brown 
Staff Correspondent 
EW YORK. — Frank Lioyd 
Wright, perhaps the world’s 
most prominent and outspoken pro- 
ponent of the theory that “form fol- 
lows function,” would have been 
thoroughly pleased with England’s 
Land-Rover,. 

It is designed for the man who 
gives a vehicle rough treatment 
on the toughest kind of terrain. 
A vehicle for the driver who 
needs a versatile automobile. One 
that can be turned to any and 
every kind of use, and still travel 
highway and byway with ease. 

There are no frills on the Land- 
Rover, not an ounce of metal that 
doesn’t perform some kind of serv- 
ice or use. It is Spartan in ap- 
perance, both inside and out, but 
that doesn’t tell the story of its 
tremendous ability. 

This four-wheel-drive unit at 
$2,775 POE New York, comes in a 
variety of styles, from an 88-inch 
wheelbase basic model, at the above 
price, to a 109-inch wheelbase four- 
door station wagon, which retails 
at $3,775, 

Two engines, gas or diesel, are 
available on all except the four- 
door, 109-inch station wagon, which 
is offered only in gas. The model 
tested was the regular 88-inch 
wheelbase hardtop. 

It boasted double-skinned con- 
struction, with rectangular wheel 
boxes. Glass side windows are pro- 
vided in both doors, with the rear- 
ward half arranged to slide for- 
ward for ventilation, When neces- 
sary, the windshield detaches and 
can be folded flat along the hood. 

* * + 


Built for Tough Use 


INCE we are discussing a ve- 

hicle built for tough use, the 
standards applied to a passenger 
car will not apply. They must be 
discarded, and we are forced to 
think of a vehicle in terms of its 
usefulness in a variety of extremely 
difficult tasks. 

The interior echoes the stoic ap- 
pearance of the exterior, and you 
instantly recognize that it is de- 
signed to withstand the worst kind 
of exposure and hard wear. Yet, 
the Land-Rover is more comfort- 
able than you might expect. Sprung 


seats and well-positioned back rests 
* * x 


Test Data: 
LAND-ROVER 


Model: Regular 88-inch-wheel- 
base, hardtop. 

Basic price: 
for hard top. 

Engine: Four-cylinder. 

Carburetion: Downdraft. 

Displacement: 139.5 cubic 
inches. 

Bore and stroke: 3.562 by 3.5 
inches. 

Compression ratio: 7 to 1, 

Horsepower: 77 at 4,250 r.p.m. 

Torque: 124 pounds foot at 
2,500 r.p.m, 

Running weight: 2,900 pounds. 

Payloads: On the road—three 
persons plus 1,000 pounds. In the 
rough—three persons plus 800 
pounds. 

Transmission: To rear and 
front axles by open propeller 
shaft via two-speed transfer 
box. 

Clutch: Single dry plate, nine- 
inch diameter, hydraulic opera- 
tion. 

Rear-axle ratio: 4.7 to 1. 

Dimensions: Overall length, 
142 inches; width, 64 inches; 
height, 774% inches; wheelbase, 
88 inches; tread, 51% inches. 

Suspension, front and rear: 
Semi-elliptic springs and tele- 
scopic-type shock absorbers, 

Tires: 6.00 by 16. 

Accessories: Directional 


$2,775 plus $188 


sig- 
nals, rear-view fender mirrors, 


electric windshield wipers, ex- 
ternal door handles and sliding 
windows, seats for driver and 
two passengers, four-speed 
transmission with transfer box 
giving eight forward and two 
reverse speeds, windshield ven- 
tilators, hard top, five tires, tool 
kit, wheelbrace, jack and start- 
ing handle, fully floating front 
and rear axles, towing pintie, 





| give passengers a comfortable po- 
sition. 

Wide, easily operated pendant 
pedals are fitted for the clutch 
and brakes, Hanging them in this 
fashion seals the floor pan and 
protects the operating linkage 
against thrown-up stones. 

The body is aluminum and gal- 
vanized steel, which indicates ex- 
ceptionally good weather resist- 
ance, as well as strength, Interior 
flooring is uncovered. Since it is 
flush with the frame, it cleans eas- 
ily with a small whisk broom, 

There is one design feature of 
English vehicles to which I object. 
On the recent test of the Hillman 
I ran into it, and it turns up again 
on the Land-Rover. The speedom- 


eter is located on the far right of 
+ * i 





Cargo Area— 


A rear view of the Land-Rover shows the 
cargo space and the location of the spare 
tire. The Land-Rover transmission permits 
power takeoff from two points. A take- 
off behind the gearbox is for appliances 
mounted on the vehicle, while a unit at 
the rear drives stationary or towed ma- 


chinery. u 
+ * 


the instrument panel, which means 
that each time you glance at it, 
your eye is off the road for several 
seconds. 
oe * 
Starting Is Easy 
vues situation probably results 
from the switch from right- 
hand to left-hand drive when 
equipping these cars for the Amer- 
ican market, I think it would be a 
good idea to switch the speedom- 
eter as well. Otherwise, the instru- 
ment panel is easy to read, with 
the cluster well situated. 

Starting is no problem, as this 
four-cylinder engine seems to re- 
spond quickly under all conditions. 
A cold-start button, mounted just 
above the ignition button, has three 
positions and is used as the weath- 
|er becomes more severe, 

One of my biggest complaints 
about the Land-Rover was the 

lack of an interior rearview mir- 
ror. The two fender mirrors were 
quite effective for the job for 
which they were designed, but, 
the absence of an interior mir- 
ror was inconvenient. 

In the top left-hand corner of 
the instrument panel are a pair of 
sockets which can be used either 
for a lead lamp or a trickle bat- 
tery charger. The red socket is 
grounded. 

The windshield wipers operate 
independently of each other, They 
are electric and require a little 
|more manipulation to start than 
| the average American is accustom- 
ed to. The salesman may have to 
|do some convincing here. 

- of a 


‘Reacts Like Sports Car’ 


aE Land-Rover drives easily, 
and passengers are surprisingly 
comfortable, It is not likely that it 
|would be purchased for use in a 
|city, however, for occasional use it 
|is actually quite fine. 

| I don’t know why the vehicle 
|should be summarily dismissed as 
|city transportation—particularly in 
a city like New York, where the 
|streets are constantly being re- 
built, Our streets and roads will 
|challenge any in the country for 
pure cussed disrepair. 

| Because of the short wheelbase, 
this vehicle will insinuate itself 
into all kinds of tight areas, 
which can be very useful in 
transporting small loads at con- 
struction or building sites, especi- 
| ally where the maneuvering 


* 





quarters are tight, Farmers also 

will like this quality. 

It came as a surprise to me that 
the steering is quick, easy and ef- 
fortless. It reacts like a sports car. 
Even in soft beach sand or heavy 
mud, the steering, although not as 
quick, is still remarkably respon- 
sive. 

Pedals are quickly located, and 
the brakes are sure and easy to 
operate. No heating is evident, even 
under the most adverse work con- 
ditions, The brakes, boasting 
ll-inch drums, are hydraulically 
operated, two shoes working on 
each wheel. The hand brake con- 
sists of a mechanical linkage which 
operates on the transmission shaft 


to the rear wheels, 
* * 


Acceleration Is Good 


CCELERATION in each of the 
four forward gears is good. 
Pickup is fast and sure, and the 
vehicle performs in every gear ex- 
actly as you would expect it. to. 
It is, of course, noisy, and talking 
becomes an effort at high speeds. 
Top speed on the speedometer is 
75, and I was able to hold this 
speed for a good length of time 
without feeling that the vehicle 
was being subjected to undue 
strain, 

Travelling in high, I slowed to 
six miles an hour, indicating good 
torque, and then accelerated in a 
normal fashion. This was accom- 
panied by no buck, shudder or vi- 
bration. 

Probably the greatest fun in 
this vehicle, and the area in 
which its greatest usefulness is 
shown, is on rough, rugged, hilly 
and ravine-type terrain. 

One of my first tests was on a 
sandy beach, up and down dunes 
and through the soft waterfront 
sand, In four-wheel drive, the ac- 
tion and performance were star- 
tling. I went up and down sand 
dunes as if they were slight rises 
of concrete highway. 

I stopped in some exceptionally 
soft spots, shifted into “low” four- 
wheel drive and took off out of the 
soft, water-soaked sand with al- 
most no strain. 

At several points in my travels 
over the dunes, my angle of ascent 
and descent would have made a 
saner man stop, but the lightweight 
body built onto this chassis, which 
apparently lowers the center of 
gravity considerably, took each in- 
cline without the slightest hint of 
tipping. 





* * * 


16 Miles Per Gallon 


oo frightening horizontal an- 
gles also were tried, but it 
takes real courage to try a 30-de- 
gree one, and I just didn’t have 
that kind of courage, although I’ve 
been told it is possible to do it 
without tipping. I’m inclined to 
take their word for it. 

Fuel economy is not something I 
can boast of, I averaged only about 
16 miles per gallon with this four- 
cylinder job, although it must be 
pointed out that the vehicle had 
run up only 1,600 miles by the time 
I finished the test. 

Also, it should be remembered 
that economy of operation is not 

+ a * 








|Land-Rover Interior— 


The interior of the Land-Rover is 
signed for utility rather than beauty. There 
are individual motors for the windshield 
wipers, and the floor is flush with the 
frame to facilitate cleaning. 


de- 
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Land-Rover Is Tough and Versatile— 


The Land-Rover is a rugged utility vehicle that is right at home in heavy mud, deep 
sand and other difficult types of terrain, said Ed Brown, who sales-fested the unit for 


Automotive News. 


New. York. 
¥ 


likely to be a paramount sales 
issue with a vehicle like this. 

On spring-thawed farm land, 
_this vehicle again acquitted itself 
with aplomb, I also took it into 
some of the surrounding hills and 
forests to test its ability in deep- 
ly rutted, backwoods hunting 
areas. 

Any salesman can perform such 
a test drive with the utmost con- 
fidence that the Land-Rover will 
perform to his entire satisfaction; 
and that of the prospective cus- 
tomer. 

Servicing this car should be easy. 
The engine and its components are 
easy to reach. 

The backbone of the Land-Rover 
is a sturdy chassis frame built up 
from flat plates into box sections 
by a continuous arc-welding proc- 
ess. 

Naturally, the vehicle does not 
offer passenger-car comfort, but 
the semi-elliptic, front and rear 
springs, with telescopic-type shock 
absorbers give an exceptionally 
good ride. 


* + 


2 Power Takeoffs 


HE transmission has been ar- 

ranged so that power takeoff 
drive for auxiliary equipment can 
be taken from two points. A pulley 
drive fitted immediately behind the 
gear box (called the center power 
takeoff) can be used for driving 
appliances mounted on the vehicle, 
while the takeoff unit at the rear, 
with spline and pulley drive, is for 


* 


The test car, an 88-inch wheelbase model, retails for $2,775 POE 


driving all kindg of machinery, 
both stationary and towed. 

The owner’s manual is clear 
and specific, giving many instruc- 
tions you would expect to find 
only in the shop manual, 

The available storage and carry- 
ing space in the tested vehicle ap- 
peared adequate for almost every 
purpose. 

However, the variety and type of 
body arrangements available ap- 
pear limited only by the ingenuity 
of the factory, its customers and 
the salesman or dealer handling 
the sale. The long body can be at- 
tached to the longer wheelbase ve- 
hicle, giving a completely new unit 
with increased storage and han- 
dling ability. 

Seats for additional passengefs 
can be fitted, while the hard top 
can be removed in about two hours 
and a canvas top substituted. 

Don’t try to sell the Land-Rover 
like an automobile, You are han- 
dling a rough, tough, rugged ve- 
hicle, with muscle for hundreds of 
uses, and it must be sold with some 
specific purpose in mind. 

Although the market is limited, 
it will find equal use on farms, 
building, construction, govern- 
ment, private, utility and even 
beach work, Both city and rural 
uses will present themselves to 
the alert dealer. 

Willys proved there is a market 
for such utility vehicles, and with 
phenomenal success, Here is an- 
other work-horse in the field, and 
the dealer handling it should find 
himself with a pretty good profit 
maker. 





It’s an Everyday Job, Popp Says... 





Managing a Sales Staff 


EAST HARTFORD, Conn.— 
“Your sales staff is something you 
have to work on daily or your busi- 
ness is going to slip,’ says Bob 
Popp, president of Dennett & Popp 
(Dodge). He has eight salesmen 
who usually average eight new and 
used cars a month, and he’s highly 
pleased with the staff. 

“But this could change in 24 
hours,” he said. “One could come 
in tomorrow morning and quit, 
another could get sick, a third 
fall into a slump and I'd be in 
trouble.” 

He’s had seven of his salesmen 
an average of two years each, but 
the turnover on the eighth man has 
been frequent. 

Most of Popp’s salesmen were 
veterans when he hired them so 
few have needed added training. 
“T’ve sent only one down to the 
sales training clinic in Rye,” he 
said, “but it was a profitable move. 
His volume is up with the best of 
my men.” 

Popp usually has a pool of 15 to 
20 job applicants from which he 
can draw when a man leaves. He 
seldom hires a man the day he ap- 
plies. “I wait 30 days,” he said, “and 
if the man is interesting in work- 
ing for me, I run a character check 
on him and hire him.” 

The dealership, which was re- 
organized in 1956, averages 40 new 
units a month. Salesmen receive a 


weekly draw of $75, plus 5 percent 
of the cash difference on used cars, 
$5 for insurance, $5 for finance and 
a sliding scale ranging from $40 
‘on a Simca to $75 on a Polara. 

“This commission is paid re- 
gardless of our gross on each car, 
as long as the house OK’s the 
sale,” Popp said. “Our salesmen 
don’t write their own deals. In 
addition, we give them $25 on 
each truck or a percentage of the 
profit, at the discretion of the 
sales manager. 

“I know our system may sound 
hit-or-miss,” he said. “And, actu- 
ally, we lead the guy out on the 
diving board and push. He either 
sinks or swims. But, remember, we 
aren’t dealing with amateurs,” 

There’s really much more to it 
than that. D&P has a system for 
hiring, training, keeping and firing 
men—all based on volume. 

First, there’s a daily sales meet- 
ing and pep talk. Secondly, D&P 
requires each man to spend six 
hours a day on the floor selling. 
They also are required to follow up 
on the ones they don’t sell and keep 
a record of the ones missed al- 
together, 

“If the salesmen aren’t selling 
enough cars,” Popp said, “we tell 
them we have to have more sales 
—or else. They’re pros.” 





from Ryerson & Haynes: 


to stimulate sales 








Like the confidently languorous lady at the right, owners of the 1960 Dodge can relax in the certainty 
that brine and the weather are no threat to the gleaming grille of their car. This consumer benefit, this 
added incentive to buy, owes its authority to anodized aluminum’s lasting defense against corrosion. 

Ryerson & Haynes, Inc., of Jackson, Mich., fabricates and finishes the Dodge grille with a skill so 
expert and facilities so complete that all the advantages of Alcoa” Aluminum can be fully exploited. 
Aluminum offers a multiplicity of textures, gleaming metallic beauty, easy conformity to design, 
excellent strength-to-weight ratio. Old hands at supplying the automotive industry exactly what is 
called for, Ryerson & Haynes, Inc., today is producing handsomely made aluminum brightwork for 
the 1960 Ford, DeSoto, Mercury and Chrysler. 

Alcoa does not make automotive trim. But our creative partnership with fabricators such as 
Ryerson & Haynes, Inc., has advanced the frontiers of automotive design—and blazed the trail for 
new sales appeals. 





v 
A Alcoa and Ryerson & Haynes... put more sales points at the point of sale! 








Alcoa sells automobiles by showing the car-selling features of aluminum to the nation in 


full-color national magazine ads like this and on two top-rated TV shows—Alcoa Presents 


and Alcoa Theatre. Tell your customers about aluminum. . .your big new sales feature. 


PHOTO BY HAL ADAMS; SWIMSUIT BY ROSE MARIE REID 





Drive staunchly to salty Malibu . . . (Dodge’s grille is aluminum) 


A day at the beach—or a drive through salted snow in town— 
so comforting to know corrosion’s no longer a spoilsport! For 
brine comes a cropper when it meets the impenetrable grille 
and brightwork of the new Dodge. They're aluminum, anodized 
(an Alcoa development) to a sapphire-hard and sapphire-bright 
sheen always en garde against pitting, peeling or corroding. And 


if dirt or grime should appear, never fear—merely wash away 
with ordinary soap and water. 

In the engine and elsewhere, other Alcoa® Aluminum alloys 
work overtime to spare you expense and bother. They toughen 
parts, increase power, lengthen service. Look for aluminum in 
your next car. Aluminum Company of America, Pittsburgh 19, Pa. 


z Alcoa Aluminum .. for lasting Gleam and Go! 
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By Leo T. Parker 
Attorney at Law 
|B sane tion the last few weeks, I 
have collected several outstand- 
ing law cases which I believe will| 
help auto dealers and other readers | 
avoid future legal 
expenses an 
save much valu- 
able time. 
Readers are 
urged to save 
these articles be- 
cause many of 
the herein cited 
higher court 
cases reverse old 
law. 
These decisions 
are explained 








Hahn Sells to Fry 


BLACKFOOT, Id.— Charles Fry 
has purchased Modern Motor Co. 
here from Albert L. Hahn, who had 
operated it for 23 years. 


Lawsuits Affecting Dealers . . . 
Court Decisions 
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briefly. Readers who desire details 
of any specific lawsuit may refer 
to the citation and readily obtain 
and read the complete decision in 
any good library. 


* * * 


Patents Held Invalid 


N CONVERSATIONS with auto 

dealers, the subject of brake 
failure, which causes many acci- 
dents, often has been discussed. I 
have made a study of certain prin- 
ciples which will explain and sim- 
plify the usual reason for brake 
failure. 

Also, I shall explain why two 
valuable patents, Nos. 2,412,587 
and 2,435,837, designed to reduce 
normal expenses of elimination 
of the cause of brake failure were 
held invalid, and therefore public 
property which any dealer or me- 
chanic now can use without any 
chance of being liable in damages 
for infringement. 


court’s opinion illustrates the rea- 
sons why modern inventors may 
experience difficulty in obtaining 
valuable patents. 

* * * 


How Brakes Operate 


As ALL expert mechanics know, 
the conventional master hy- 
draulic brake cylinder consists of 
a gray-iron casting divided into two 
compartments—an upper compart- 
ment which is a brake fluid reser- 
voir tank and a lower compartment 
which is bored in the form of a 
horizontal cylinder. The lower com- 
partment contains the operating 
parts of the mechanism, 

These component working parts 
consist of a master cylinder pis- 
ton actuated by a push rod which 
is connected to the brake pedal, 
a resilient rubber cup positioned 
at the head of the piston for wip- 
ing or sealing the walls of the 
cylinder, a valve seated at the 
far end of the cylinder and a 
coiled compression spring posi- 
tioned between the piston head 
with its rubber cup and the valve. 
When the driver depresses the 
brake pedal, the push rod pushes 
the piston and the cup wipes along 
the bore of the cylinder compress- 


The legal effect of this higher|ing the fluid, and the pressure en- 


gendered thereby is transmitted 
through the valve into the brake 
line forcing the brake shoes to 
expand against the rotating brake 
drums. 

Upon release of the brake pedal, 
the coiled spring forces the piston 
and cup to their normal positions. 
The fluid flows back into the cyl- 
inder and the reservoir, thus re- 
leasing the pressure upon the 
brakes. 

+ * * 


Bore Must Be Smooth 


ir THE smooth continuity of the 
cylinder bore is impaired, con- 
tact between the bore and the rub- 
ber cup is broken, the fluid will 
leak or seep backward past the cup 
and the cylinder head dissipating 
the pressure in the cylinder and 
rendering the brake ineffective, and 
brake failure is the result. 

If the brake is to operate effec- 
tively, the cylinder bore must re- 
main smooth and unmarred. How- 
ever, after use, the cylinder bore 
becomes pitted and corroded due 
to condensation or other deleteri- 
ous conditions. 

The pits and corrosions in the 
cylinder bore cause the cup to 
lose contact with the wall and 
because of such leakage the cup 
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Rubbermaid KrestLiner Kar-Rugs... the first true 
door-to-door fit engineered in custom tailored 
sizes for front and rear floors of all cars. 


the MOST! 


AUTOMOTIVE DIVISION 


KrestLiners give you extra sell — toughest 
quality rubber compound and exclusive 
“Rubbermaid Reinforced’’ feature. Famous 
Rubbermaid Kar-Rug brand assures 
national recognition and acceptance. 

If you haven't got ‘em... get ‘em. 
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can no longer create the pressure 
in the cylinder necessary to force 
the fluid into the line, and con- 
sequently, there is brake failure. 


Sometimes a flying rock or other 
debris dents a cylinder and usually 
this means disastrous brake failure. 

Under such conditions, it has 
been the usual practice to discard 
the casting and replace it with a 
new one. Sometimes, however, the 
honing method was used to eradi- 
cate the pits and corrosion in the 
cylinder. 

This is a time-consuming process, 
and very frequently the cylinder 
was ruined particularly because so 
much metal had to be removed 
from the bore that the casting be- 
came too weak or enlarged to be 
used. 

cs a ca 


Earlier Patents Cited 


. oe above-mentioned patents 
eliminated these defects and 
disadvantages. These patents had 
great commercial success and earn- 
ed immense profits for their own- 
ers. 

These patents covered a sleeve or 
liner which was secured in the cyl- 
inder bore very conveniently. When 
the liner became pitted or corroded, 
it could easily be replaced with a 
new one. 

Another advantage of the in- 
vention is that one end of the 
liner tapered outward, thus when 
pressed into position the tapered 
portion is compressed, forming a 
tight union with the cylinder 
wall, 

In United Parts Mfg. Co. v. Lee 
Motor Products, Inc., 266 Fed. Rep. 
21, decided recently, the testimony 
showed that United Parts owned 
these patents and sued Lee Motor 
Products, Inc., for infringement. 


During the trial testimony was 
given that in 1840 an inventor ob- 
tained a patent on a vertical water 
pump having a wooden cylinder 
and a copper lining. Another patent 
issued in 1881 disclosed a metal cyl- 
inder in a wooden water pump. This 
round hole of a metal cylinder was 
flared and held tightly in its posi- 
tion when driven into the wooden 
cylinder. 

* * * 


Higher Court OK’s Ruling 


| ly! VIEW of these old patents, a 
U.S. court held the patents own- 
ed by United Parts Mfg. Co., void, 
invalid and of no present value. 
The higher court approved this ver- 
dict, saying: 

“Each of these patents was a 
pump, dealing with the pumping 
or lifting of water, and showed 
that liners and cylinders are not 
new. 

“The lower court district judge 
expressed the opinion that every 
idea had been utilized by others 
ahead of them. He made a finding 
that the patents were invalid for 
lack of invention over the prior art. 
We are of the opinion that the find- 
ing must be sustained.” 

* + * 


Fair Trade Act Upheld 
By Colorado High Court 


DENVER.—The Colorado Su- 
preme Court has upheld the consti- 
tutionality of the State Unfair 
Practices Act in a case that 
stemmed from gasoline price wars 
in Denver. The high court reversed 
a judgment of District Judge Ed- 
ward J. Keating, Denver. The lower 
court was directed to retry the case 
on its merits. 

Oriental Co., small Denver re- 
fining company, sought an injunc- 
tion to restrain all major oil pro- 
ducers and distributors in the Den- 
ver area from gasoline price cuts 
which, it was contended, are driv- 
ing small concerns out of business. 

Oriental Co. relied on the Unfair 
Practices Act, which was enacted 
in 1938 but since tested very few 
times, Supreme Court Justice Wil- 
liam E. Doyle said the act does not 
prohibit all merchandising at below 
cost, but prevents doing business 
below cost for the purpose of de- 
stroying competition, 

Defendants moved for dismissal 
in the lower court on grounds that 
the act was unconstitutional, con- 
tending that the term “cost of 
doing business” has no real mean- 
ing and there was no way for the 
plaintiff to prove injury. 

Dodge for St. Ann 

ST. LOUIS.—St. Ann Motors, Inc., 
10805 St. Charles Rock Road, St. 
Ann, has been appointed a Dodge 
dealer. 
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*.,.with circulation over 7/2 million and ad revenue up 37%— 
they’ve got a headstart on another leap year...” 


3/12/60 CIRCULATION 
MILLION 
MILLION 7,628,262* 1 JAN. & FEB. 1960 
os AD REVENUE 37% 
AHEAD OF 1959 PERIOD 
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Pcserve and Protect 


the investment of your 


9 
customers car... 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Cleryfie and aff present-day finishes. 


AVAILABLE TO ALL CAR DEALERS 


A. D. Anderson, board chairman, (seated) and Mr. Wright 
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Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Spot television gross time expen- 
ditures by national and regional 
advertisers for the fourth quarter 
of 1959 totalled $165,732,000, com- 
pared with $149,105,000 in the fourth 
quarter of 1958, according to the 
Television Bureau of Advertising. 

An analysis comparing the 316 
stations reporting in both the 
fourth quarter of 1958 and 1959 
showed an increase of 13.3 percent 
in spot television expenditures. 

Product classifications showing 
substantial increases, fourth quar- 
ter 1958 vs. fourth quarter 1959 in- 
clude: Automotive, $1,936,000 to $5,- 
435,000; toys, $2,092,000 to $2,929,000; 
tobacco products and supplies, $5,- 
800,000 to $9,023,000, and watches, 
jewelry and cameras, $861,000 to 
$1,768,000. 

Total 1959 spot television billings 
were $605,603,000, compared with 





$511,770,000 in 1958, an increase of 


18 percent. 
€ * 


8 More Films for Pontiac 


Eight new color films on the 
1960 Pontiac have been released 
for screening in theatres, bring- 
ing to 11 the number of Pontiac 
films in use this year. 


* * 


Lark Dealers on Radio 


Studebaker-Lark Dealers Assn. 
of Los Angeles has purchased 
52-week sponsorship of “Lee 
Giroux News” on Radio Station 
KRCA, Los Angeles. The program 
is aired from 6 to 6:15 p.m. on 


Saturdays. 
* * 


+ 
Record Issue for Suburbia 


Suburbia Today, the national 
colorgravure supplement distri b- 
uted by 203 suburban newspapers, 
will publish in April the biggest 
issue since it was introduced 16 
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BURROUGHS EQUIPMENT INCREASES ACCOUNTING 
EFFICIENCY FOR FIVE BIG DEALERSHIPS 


The scene: A. D. Anderson Enterprises’ five auto dealerships in Baltimore, Mary- 
land. The jeb: All the accounting (including payroll) entailed in operating the 





This is just one more example of how dealerships 
help themselves to new levels of efficiency every 
day with Burroughs office automation equipment. 
For details, action — and results — consult a Bur- 
roughs Systems Counselor at our nearby branch. 
Or write Burroughs Corporation, Burroughs Divi- 
sion, Detroit 32, Michigan. 





we get that data while it’s still news.” 


dealerships. The results, according to W. W. Wright, Assistant 
Vice President and Controller: “The superior speed, efficiency and 
versatility of these Burroughs Accounting Machines enabled us 
to centralize our accounting. Now we get better control through 
accurate, fully described data on all revenues, expenses, etc. And 


Burroughs—TM 


Burroughs 
Corporation 


“NEW DIMENSIONS / in electronics and data processing systems” 


months ago, according to Leonard 
S. Davidow, president and pub- 
lisher. 


Its record-breaking 48 pages will 
carry the advertising of 31 firms, 
including an eight-page, full-color 
section by Ford, featuring its 1960 
line of station wagons. The April 
issue also will top 1,400,000 circula- 
tion, the publisher said. 

aa + + 


Tyrex Booster Campaign 


To reinforce and sustain leader- 
ship of Tyrex tire cord as original 
equipment automobile tires, Tyrex, 
Inc., will employ for the first time 
this spring a heavy saturation out- 
door poster campaign in the coun- 
try’s automobile and tire capitals— 
Detroit and Akron. 


“Our outdoor poster campaign,” 
says John Hallaren, vice-president, 
“has a three-fold purpose: First to 
tell our story to every decision- 
making executive in these two cru- 
cial centers; and in addition, to in- 
fluence dealers and consumers.” 


Tyrex, Inc., was formed in 1958 
by five producers to promote the 
use of Tyrex tire yarn and cord by 


tire manufacturers. 
. * . 


Aid to Vacationers 


The Houston Chronicle is pub- 
lishing a “Spring and Summer 
Travel and Resort Vacation Guide,” 
May 1. It is the first of three travel 
issues to be published this year. 

Other travel and resort vacation 
guides will be published on July 10 
—the mid-summer edition and on 
Nov. 15—the fall and winter edition. 

+ * * 


Lark Dealers Double Budget 


Studebaker-Lark dealer associ- 
ations in Los Angeles, Orange 
County, Santa Barbara, Bakers- 
field and San Bernardino, Calif., 
and Central Arizona have doubled 
their 1960 advertising budget. 

Originally reported at $350,000, 
new plans have been formulated 
to increase the advertising expen- 
diture to $700,000 for the fiscal 
year. Coleman-Parr, Inc., Los 
Angeles, is the advertising agency 
for the dealer associations. 

Television, radio and newspa- 
per schedules have been expanded 
with the additional moneys and 
the addition of other media is 
under consideration, 

a + a 


Fiat Ad Campaign On 


Fiat Motor Co., Inc., New York, 
importer of Italian cars, has sched- 
uled an extensive new advertising 
campaign which will include color 
and black and white insertions in 
10 national magazines and Sunday 
newspaper supplements in 46 major 
cities across the country. 

The program, which commenced 
with a full page advertisement in 
The New Yorker March 5, will run 
through December. Other maga- 
zines included in‘the campaign are 
Esquire, Holiday, Life, Newsweek, 
Sports Illustrated, Sunset, Time, 
Town & Country and U. 8. News & 
World Report. 

The newspapers include the New 
York Times, Atlanta Journal-Con- 
stitution, Columbus (O.) Dispatch 
and Seattle Times, in addition to 
the 42 using This Week as a Sunday 
magazine supplement. 

* * * 


Berman Picks Allman 


Berman Service, Pennsburg, Pa., 
has appointed Allman Co., Detroit, 
as its advertising agency. Berman 
is a trailer leasing organization. 

* * * 


Personnel Changes 


Arthur R. Wiggin from David- 
son Publishing Co., Chicago, to New 
York office of Petersen Publishing 
Co. .. . George W. Green from ac- 
count executive at Batten, Barton, 
Durstine & Osborn advertising 
agency to advertising and sales 
promotion manager of Hyster Co., 
Portland, Ore. 

James D. Hawthorne from Jam 
Handy Organization, Detroit, to the 
Cleveland divisional office of Wild- 
ing Co., business film and sales 
promotion firm ... Robert Greene 
from managing editor to editor of 
Hot Rod magazine, succeeding 
Wally Parks, who was named edi- 
torial director of all Petersen con- 
sumer automotive publications. 

Roger H. s from J. Wal- 
ter Thompson to staff of Mac- 
Manus, John & Adams... Yale W. 
Shepard from service and educa- 
tional representative in the after- 
market and original equipment 
field to advertising director of Hol- 
ley Carburetor Co, 














FOR AUTOLITE ON NBC RADIO! 


Alert! Autolite buys NBC Radio Network’s “NEWS ON THE HOUR” five 
days a week to sell Autolite Spark Plugs, Batteries, Service Parts, 
and Wire and Cable. The new NBC Radio “NEWS ON THE HOUR” 
Campaign will feature 42 announcements per week — for a total of 
67,578,000 commercial impressions in homes and in autos! 


Autolite announcements have the best possible exposure — against the 
timeliness and authority of NBC News reports, gathered and interpreted 
by the world’s largest broadcast news organization. In the home and on 


the road, your best possible prospects will be getting the latest 
word on the world... and on the world-famous products of Autolite. 
Be prepared for a boom in your business! Stock and display Autolite 
Spark Plugs, Batteries, Electrical Service Parts and Wire and Cable. 


AUTOLITE 


SPARK PLUGS ¢ BATTERIES » SERVICE PARTS ¢ WIRE & CABLE 
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S &S CLIP-ON THE WORLD’S 
ONLY ALL RUBBER CLIPS. 
No marring or scratching the 
bumpers & no springs to pinch 

the fingers. 


“WORKS AS SMOOTH AND SLICK AS THE FUR 
ON A MOUSES BELLY” 

THE ONE CLIP IS MADE.DOUBLE- ONE 
FOR THE FINGER & THE OTHER CLIPS 
ON BUMPER. ASK YOUR SPECIALTY 
SALESMAN TO SHOW YOU THE S&S 
CLIP-ON. IF HE DOESN’T 
CARRY THEM- PLEASE 
WRITE DIRECT TO 

FACTORY 


128 HARDING AVE. N.E. 
MASSILLON, OHIO 





FOR ALL 4-WHEEL DRIVE TRUCKS 


WITH DUALMATIC HUBS 
SELECTIVE DRIVE - FREE WHEELING 


Gives 4-wheel drive trucks the ) rene performance 
and ease of of a 2- cy seedy pt 
(average less than ieites! * Stunte to 

minute without tools to change for drive gi~ 
ee te demonstrator given with Fst order tht 


DEALERS Cost: oe a tans Gantt Sena e 

C., 1.H.C. or Dodge to % tons + 

Werchoused In 60 ipal cities + Order from fa- 

vorite Automotive or truck equipment dis 4 

Seeetoenae: of Were Meus, mest compiete ne * M0 

So ag models to 5 ton + Write for free catalogue and 
f. 


DUALMA Tic PRODUCTS CO. 


VISIT OUR DISPLAYS AT THESE SHOWS 
Show Booth No. 5042 © Pacific Automotive Show, Denver, Colorado 
Southwest Automotive Show, Dallas, Texas 


IMPORTED CAR DEALERS 
Join Your Own Automobile Association 
which will provide you with the following: 
1. Sales clinics. 5. Labor legislation service. 


2. Advertising aids for: 6. Newsletter. 


1 ed, io, TV. 
3. ae ee tips. 7. Distributor-factory assistance. 


4. Medical program. 8. Financing program information. 


Send $1.00 for pene report. 





A.S.A.1, 


“The Future of The imported Car Business." 


NATIONAL IMPORTED 
CAR DEALERS’ ASSN. 
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Solar Cells Harnessed 
To Drive Automobile 


By Joseph M. Callahan 
Engineering Editor 


N= YORK.—Silicon solar cells, invented six years ago 
in Bell Laboratories and widely used since to power 


accessory equipment for space satellites, have now been 


harnessed to drive a car. 


A 1912 Electric Baker pow- 
ered by a panel of 10,240 solar cells 
was recently demonstrated here 
b y International 
Rectifier Corp., 
El Segundo, Calif. 
It was dubbed the 
world’s first sun- 
powered car. 

T he company 
exhibited its solar 
car to dramatize 
the future poten- 
tial of solar cells, 
although such a 
car is not feasible 
now because of 
high initial cost, 

For instance, the solar cell 

panel for this car cost $15,000, al- 
though International Rectifier es- 
timates it could be produced in 
volume for $2,000 to $3,000. This 
panel, the largest such panel ever 
produced, has an area of 26 
square feet and is attached to 
the car’s top. 

Another limiting factor is that 
from eight to 14 hours of sunlight 
or artificial light (depending on its 
intensity) are needed to provide 
enough electricity to operate the 
ear for one hour, The 72-volt bat- 
tery system in the solar-powered 
car can also be charged by plug- 
ging into a regular electrica] out- 
et. 


A silicon solar cell produces elec- 
tricity by the action of the near- 
infrared rays in light on the cell’s 
silicon, releasing electrons which, 
when captured by a nearby field, 
become electric current. This cur- 
rent ig stored in the Baker's six 
batteries which drive the car’s elec- 
tric motor. 

- ” * 


CHARLES A, ESCOFFERY, 
technical assistant to the presi- 
dent of Internationa] Rectifier and 
the man who adapted the solar 
panel to the Baker, feels that solar 
cells have a number of practical 
applications right now. 

“Solar cells can be used in num- 
erous places where cheap power 
is not readily available and where 
the power demands are quite low,” 


Pittsburgh Sifts 
Plan to Dispose 
Of ‘Oil-Burners’ 


PITTSBURGH.—A proposed new 
“atomic age” air pollution control 
program in Allegheny County could 
have an immediate effect on the 
used-car market here by eliminat- 
ing oil-burning “clunkers” from the 
road. 

Autos come into the picture in 
the air pollution battle here for the 
first time under the new program 


drawn up by a special citizens ad-| ~ 


visory committee for the county 
commissioners and the county 
health department. 

For example, oil burners “which 
emit visible smoke for more than 
100 yards of movement” would be 
banned from the highways. 

And also of concern to the auto- 
motive world is a provision which 
would prohibit the engine of a 
motor vehicle from idling for more 
than three minutes in order to cut 
down the volume of carbon monox- 
ide which ig discharged into the 
air. 

The committee concedes that 
both these provisions will be diffi- 
cult to enforce. 

The Board of Health will hold a 

















Escoffery said. “Among these are 
battery-charging units, radios, 
water pumps in certain areas, ice- 
berg navigational aids, portable 
TV, and electroluminescent light- 
ing.” 

Solar cells are being used for 
powering lighthouse beacons, 
forestry service radio links, tele- 
metering, light sensors, flashers 
and clocks, A top International 
Rectifier official added that his 
company has some other com- 
mercial applications “up its 
sleeve” which will be announced 
in the future. 

Escoffery said his firm was mo- 
tivated in its solar cell work by 
the urgent need for new sources 
of energy because of the dwindling 
reserves of coal, gas and oil, the 
rapid rise of world population and 
the increasing per capita demands 
for more energy, 

He explained that the sun is the 
logical source for this needed en- 
ergy because of the vast amount 
of sun power now being wasted. 
For instance, every hour the sun 
sends 0.6Q of energy into the 
earth’s atmosphere, A “Q” is equal 
to a billion billion British Terminal 
Units or to 38 billion tons of bitum- 
inous coal, Every 40 days the earth 
receives enough solar energy to 
meet our estimated needg for the 
next 100 years. 

7” * * 


First Solar Cells in 1876 


Guise cells using selenium were 
first used to convert sunlight 
into energy by Adams and Day 
back in 1876. This device only turn- 
ed 0.5 percent of the sun’s energy 
into electrical energy. 

Since then, great improvement in 
the efficiency of solar cells has 
been achieved, Conversion effici- 
ency of 10 percent is standard; but 
14 percent has been reached, and 
25 percent is theoretically available. 

However, Escoffery said “effici- 
ency” isn’t too significant in re- 
gard to solar cells. A 10 percent 
efficient gas engine would waste 
90 percent of its fuel, but a 10 
percent solar device wastes only 
sunligh 


t. 

Solar energy is becoming more 
commercially feasible all the time. 
Solar energy panels with cells of 
4 to 5 percent efficiency can be pro- 
duced in large quantities to deliver 
power under ideal conditions at $25 
to $50 a watt. 

Looking at solar cells from the 
size standpoint, it’s possible to get 
50 watts from a pound of solar 
cells. Another feature is that they 





don’t have to be limited to flat sur- 
faces. 
* * * 
YL, CHAPIN, one of three 
Bell Laboratories scientists who 
invented the silicon solar cell in 
1954, told Automotive News that 
“the idea of a sun-powered car 
would be impractical if this were 
the end, but they (International 
Rectifier) see ways in which solar 
cells can be made cheaper, and we 
may soon have an economic break- 
through.” 

In a discussion of new energy 
sources, the subject of nuclear en- 
ergy is bound to come up. Here is 
a “state of the art” report on nu- 
clear energy, in regards to its po- 
tential for cars, according to an 
International Rectifier official: 

“Nuclear energy is obtainable in 
two ways—by means of fission and 
of fusion. 

“Nuclear fission, the process 

tomic 


“However, energy from this 
source is still painfully high in 
cost compared to conventional 
power sources, Moreover, nuclear 
power plants require massive 
shielding from radiation. Few of 
us would care to drive a nuclear- 
powered automobile if the motor 
had to be encased in thick lead 
slabs weighing several tons. 

“Finally, even if it were practical 
and economical to supplant coal, 
oil and gas with uranium, the sup- 
ply of that rare metal would quick- 
ly dwindle along with fossil fuels 
toward ultimate exhaustion.” 

* +. + 


Nuclear Waste a Problem 
ee next to nuclear fusion, 
the official said this is the proc- 
ess used in the hydrogen bomb and 
it also is the process used by the 
sun and other stars for converting 
hydrogen into helium plus radiant 
energy—sunshine. 

“For this process the required 
fuel isn’t rare and costly like 
uranium or thorium,” the official 
continued, “it is hydrogen, one of 
the commonest of elements. 

“Once mankind discovers how 
to liberate this energy in control- 
lable quantities rather than in 
one annihilating explosion, our 
energy problem will be solved 
forever. The nuclear energy in a 
few bucketsful of seawater will 
supply the power needs of man- 
kind for a year. 

“The only trouble is that we 
haven't yet discovered how to har- 
ness the energy of nuclear fission. 

And we don’t know when the prob- 
lem will be solved—if ever. ° 

“Even if the present energy- 
from-fission becomes cheaply avail- 
able, we shall be solving one vexing 
problem only to create another: 
The disposal of radioactive waste. 

“Gigantic accumulations of such 
dangerous ‘garbage’ will constitute 
a menace to the health and to the 
genetic future of the human race 
and of our animal brothers,” he 
said. 


Banks Note Rise 


eer . « 
~~ —|In Delinquencies 


public hearing April 13 on the pro-| jy 


posed legislation and county au- 
thorities are hopeful of adoption 
within two months. 

Pittsburgh and the county have 
had pioneer air pollution control 
legislation in force since 1949, The 
new program is designed to put all 
the legal provisions into one overall 
law, getting rid of any conflicting 
portions in the process. 





Sun-Powered Car— 


Dr.. Charles A. Escoffery, left, of Inter- 
national Rectifier Corp., and Darryl Chapin, 
of Bell Laboratories, lift the lid of the 
battery compartment in their sun-powered 
1912 Baker. The batteries are charged by 
the 10,240 solar cells in the panel on 
the roof. 





On Auto Loans 


NEW YORK.—Delinquency rates 
on auto loans from banks increased 
in December, a survey by the 
American Bankers Assn. shows. 

Of loans obtained directly from 
banks, .91 percent were delinquent 
on Dec. 31, compared to .84 percent 
a month earlier and .86 percent a 
year earlier. 

Of loans obtained through auto 
dealers, 1.59 percent were delinquent 
on Dec. 31, compared to 1.39 percent 
on Nov. 30 and 1.57 percent on Dec. 
31, 1958. 

The survey covered four other 
classes of consumer loans from 
banks. The delinquency rates on 
personal loans and one class of 
home-repair loans declined during 
December while the rates on a sec- 
ond class of home-repair loans and 
on appliance loans increased during 
the month. 

The association urged that more 
effort be placed on collection efforts 
and questioned whether credit out- 
standing would increase in the next 
several months. 
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THERE 1S ONLY ONE ECONOMY RUN! 
i nomy Run in this 3-page advertisement re- 
ych facts as: wh 


You will learn s' 
hat cars are en- 


st. 
re the drivers, c 
s new cars is determined. 


iL COMPANY 
A Division of Socony Mobil Oil Company: Inc. 





Advertisement 


Arthur C. Pillsbury, Dean of 
the world’s automotive officials, 
Chief Steward of the 1960 
Mobilgas Economy Run. 

Mr. Pillsbury, Director 
Emeritus of the United States 
Auto Club (USAC), has 
certified and supervised every 
major automotive performance 
record for nearly fifty years. 














What’s the true story behind 
the Mobilgas Economy Run? 


What does it prove? What does it mean to the motorist? 


Is it honest? Does everybody win? Are there gimmicks? 


a The only truly authentic 

yardstick of the gas mile- 

age potential of today’s new 

cars—that’s America’s gas 

mileage classic, the Mobilgas Econ- 
omy Run. 

In 1936, the first Economy Run 


started and finished the same day. 
Now, 24 years later, the Mobilgas 


Economy Run will be the biggest 
ever this year, with more entrants 
than ever before; and it will be the 
longest ever, covering 2,000 miles in 
just five days. 

And, the Run is strictly on the level! 
According to Art Pillsbury, Chief 
Steward, “It seems like we have at 
least one rule for every mile the Run 


f 


covers.”’ Actually, the rules and regu- 
lations governing the 1960 Annual 
Mobilgas Economy Run read like the 
toughest set of Army regulations ever 
marshaled through a government 
printing press. They cover twenty 
pages, with a total of over ten thou- 
sand words—all aimed at making ab- 
solutely certain that the miles-per- 
gallon figures, published at the end 
of the Mobilgas Economy Run, are 
indisputable, irrefutable records of 
the kind of mileage America’s new 
cars can deliver when properly tuned, 
properly driven and properly fueled. 


WHO MAKES THE RULES? The United 
States Auto Club are the taskmasters 
of the Mobilgas Economy Run. Mr. 
Pillsbury is assisted by five additional 
stewards, in conjunction with three 
referees. Under their direction, over 
one hundred and fifty hand-picked 
observers and official personnel cover 
every mile of the route. There is at 
least one official observer to every car. 

“This is not a race,’ says Chief 
Steward Pillsbury. ‘Actually, drivers 
would like to drive as slow as possible 
to save gas. But to make each day's 
run in the specified time, they just 
about have to drive the maximum 
speed limit all the way. For example, 
where there’s a 55 M.P.H. limit, they 
drive 55 M.P.H. Where it’s 20, they 
drive 20. Any infractions of the speed 
laws call for gas-consuming penalties 
that could mean defeat.” 


THE DRIVERS. All kinds of people. . . 
a toolmaker and a female restaurant 
owner; a magazine editor and a house- 
wife; a grandmother and a teenage 


Advertisement 


coed. Their lives become just one big 
“cannot’’ from the moment they sign 
on for the Mobilgas Economy Run. 

They cannot ever be in the car with- 
out a USAC observer. They cannot 
change or alter carburetors . . . cannot 
drive in any but a normal and safe 
manner . . . cannot add unauthorized 
accessories . . . cannot use any other 
than regularly catalogued tires for the 
model they drive. 

In the Run, no driver may break 
even the most minor traffic law with- 
out incurring gas-consuming penal- 
ties. They cannot at any time tamper 
with any of the over fifty USAC seals 
on their cars. They cannot use any 
fuel other than that specified by USAC. 
They like to feel they cannot lose, 
too, but that’s not the case. . . for 
there can only be one winner for each 
of the six classes. 


THE ROUTE. The United States Auto 
Club, U-sack as it is generally known, 
plots the Mobilgas Economy Run 
route—a route designed to include in 
capsule form all the norms and ex- 
tremes of driving a motorist might 
encounter in a year’s driving. It winds 
from sea level at Los Angeles across 
burning deserts, up mountain passes 
soaring over 7,000 feet, through snow- 
covered mountain trails and flat plains- 
land stretches, through dense city 
traffic to the terminus in Minneapolis, 
Minnesota. 


AND THE CARS. 48 of them in 1960... 
representing every major make and 
model manufactured in America to- 
day. After the make and model is offi- 
cially entered—by car dealers, dealer 





associations and, in some cases, pri- 
vate owners—the actual car is picked 
at random by USAC from any source 
they choose throughout the country. 
USAC picks most of the cars right 
out of dealers’ showrooms. As a mat- 
ter of fact, that new car you ordered 
and haven't received yet might have 
been chosen by USAC for the 
Economy Run. 

After USAC picks them, they seal 
every vital part of the automobile to 
prevent alterations or gimmicks that 
might provide competitive advan- 
tages—over fifty seals in all. Then 
USAC brings each car to a heavily 
guarded impound area. “Actually,” 
says Chief Steward Pillsbury, ‘from 
this point on, the driver may never 
even enter his car without an official 
observer.”’ Each car must be stock USA 
manufacture and design, equipped 
with automatic transmission. Each car 
is tuned to factory specifications under 
USAC scrutiny. 


FEATHERWEIGHTS TO THE HEAVIES. 
The six classes of cars in the Run 
might be compared to their counter- 
parts in the boxing profession. There 
are the Featherweights in Class A, com- 
pact cars The Lightweights in 
Class B, six-cylinder low price . . . the 
Welterweights in Class C, eight-cylin- 
der low price .. . the Middleweights in 
Class D, low medium price . . . the 
Light Heavies in Class E, upper medium 
price .. . and the Heavies in Class F, 


Advertisement 


high price class. You'll find your car 
in one of these classes. 


TH§ FUELING. Only USAC officials 
are permitted to fuel the cars. “Each 
tankful is actually topped off drop by 
drop,”’ says Art Pillsbury, ‘‘using spe- 
cial devices that permit minute meas- 
urements."” Cars may fuel only at 
officially designated stations. 


WHO WINS AND HOW. Each car will 
have its overall miles per gallon calcu- 
lated and the top miles-per-gallon car 
will be adjudged the winner in its 
class. And every American motorist 
wins too. For this “Research on 
Wheels’’ event provides for every 
motorist the only authentic yardstick 
of the gas mileage potential in today’s 
new cars. In addition, the Mobilgas 
Economy Run can also claim some of 
the credit for continuing to point 
auto makers toward more efficient 
and more economical engine design 

. and is doing a similar job con- 
cerning gasoline improvements. 

That’s the Mobilgas Economy Run 
—April 2 to April 6. And if it seems 
like all rules, restrictions and regula- 
tions, it’s all for a purpose; and that 
purpose gives the American motorist 
a target to shoot at, in terms of the 
maximum gas mileage he can get with 
his car. For a free copy of the com- 
plete Rules governing the Mobilgas 
Economy Run, write Rules, Box 1440, 
New York 17, New York. 


Or NO 


Is THERE only a single winner in each class in the Mobilgas Economy 
Run? Yes—however, he or she may also be married. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Great Falls, Mont. 


New-car registrations in Cascade 
County (Great Falls), Mont., in 
compared 


February totalled 219, 
with 155 in January. 

By makes, registrations were: 
Chevrolet, 41; Ford, 37; Falcon, 27; 
Buick, 15; Rambler, 14; Mercury, 
11; Dodge, 10; Plymouth, 10; Pon- 
tiac, 8; Volkswagen, 8; Cadillac, 6; 
Oldsmobile, 6; Valiant, 6; Corvair, 
5; Renault, 4; Chrysler, 2; Edsel, 1; 
Lincoln, 1; Studebaker, 1; Willys, 1, 
and miscellaneous, 5. 

New-truck registrations number- 
ed 32, compared with 37 the previ- 
ous month. By makes, Ford, 11; 
Chevrolet, 9; GMC, 7; International, 
3, and Volkswagen, 2. 


* * * 


Springfield, Mo. 

In spite of bad weather, which is 
estimated to have knocked out 60 
percent of current potential busi- 
ness, dealers in Springfield, Mo., 
report a strong new-car market and 
every indication of an upsurge with 
spring weather. 

Dealers in all lines are more opti- 
mistic than in past months. 

Used cars are also strong, with 
some dealers reporting sales up 
slightly. One dealer, for example, 
said he had been selling one car a 
day, when Saturday turned out to 
be a good weather day and six sales 
were recorded. 

Economic conditions here are 
exceptionally strong and on the 
rise with new industries coming 
in at a good rate. Farmers are 
well diversified and agriculture is 
only a small segment of the over- 
all buying power. 

Service business is reported as 
good but slightly down and credit 
conditions are generally fair except 
for an unexplained rise in repos- 
sessions.—(L.. H. Houck.) 

* cm * 


Montreal 
Dealers in the Montreal district 






demand for all types of vehicles— 
both full-sized and compact — has 
been as anticipated. 

Economic conditions have been 
fair in Montreal despite the usual 
winter layoffs and dealers say 
that increased sales volume is ex- 
pected from now on. 

Financing is reported tighter than 
in former years, but dealers say 
that financing is still readily ar- 
ranged. Delivery is quick as inven- 
tories are large. 

In the used-car field, dealers re- 
ported an awakening after a slack 













Deal Features 
Latest Facilities 


For Customers 


BAKER, Ore.—The new home of 
Edge Chevrolet here features the 
latest facilities for the convenience 
of both customers and employes. 


For customers there is a sound- 
proof lounge equipped with a tele- 
vision set and magazines. 

The dealership, owned by Marvin 
Edge, includes a five-car showroom, 
a 66-by-95-foot shop, a large parts 
department, a special room to 
house tools, and an underground 
exhaust system which keeps the 
garage free of gas fumes. The 
garage, with 16-foot entry doors, 
can handle any legal-sized truck on 
the road. 

A large room was constructed up- 
stairs for departmental meetings. 
The room also is used to instruct 
personnel on the latest techniques 
of repairing cars. 

Other features include a coffee 
room, acoustical tiled ceilings to 
reduce noise volume and a fluor- 
escent lighting system. Each room 
is equipped with an individual 





period during February. — (Jules 
Larochelle.) 


* * * 


Minneapolis 


New-car registrations in Henne- 
pin County (Minneapolis) set an 
alltime February record of 3,133, 
according to Finance and Com- 
merce, business newspaper. The 
count was 7 percent above Janu- 
ary’s 2,927. 

The total of 6,060 in the first two 
months was 542 ahead of the Janu- 
ary-February total a year ago and 
ranked second only to the record 
6,255 in the first two months of 1951. 

By makes, February registra- 
tions were: Chevrolet, 815; Ford, 
384; Oldsmobile, 225; Dodge, 203; 
Pontiac, 202; Plymouth, 199; Ram- 
bler, 174; Buick, 164; Falcon, 131; 
Cadillac, 97; Mercury, 94; Val- 
iant, 86; Studebaker, 56; Corvair, 
50; Chrysler, 47; Renault, 38; 
Volkswagen, 37; Lincoln, 18; 
Volvo, 15; English Ford, 138; De- 
Soto, 10; Austin-Healey, 9; MG, 
9; Peugeot, 7; Simca, 7; Goliath, 
6; Mercedes-Benz, 4; Morris, 4; 
Opel, 4; Hillman, 2; Triumph, 2; 
Vauxhall, 2; Willys, 2, and mis- 
cellaneous, 17. 

New-truck registrations totalled 
244 in February, compared with 233 
in January and 211 in February a 
year ago. The January-February 
total, as in cars, was the best since 






AL BAUMANN, Pres. 














1951. 

A breakdown of February regis- 
trations follows: Chevrolet, 104; 
Ford, 55; International, 38; Dodge, 
18; GMC, 13; Willys, 6; Volkswagen, 
4; White, 3; Mack, 2; Divco, 1, and 
miscellaneous, 10.—(Donald M. Ly- 


ons.) 
* + * 


Akron 


New-car sales in Summit County 
(Akron), O., lived up to forecasts 
in the first two months of this year, 
running 23 percent ahead of the 





thermostat so tHat temperatures 
can be regulated to the amount of 





report that sales experience so far 
this year has been good and that 


physical activity each employe or 
group does. 








€ 


40 Years at the Same Corner— 


These photographs were taken at the corner of Henry and King Sts. in Alexandria, 
Va., 40 years apart. The top photo. shows William G. Ilich, founder of Aero Auto Co. 
(Chevrolet), in front of the dealership in 1920. The bottom photo shows his son, Gilbert 
ilich, dealership president, standing today at the same spot. The Aero building is a 
remodeled version of the original structure, erected in 1816. Of course, there is a 


“slight” change in the lines of the Chevrolets parked alongside the building. William | 4 
Wich is still active in the business, now serving as board chairman. 





The Changing Scene 


gain. 


same period of 1959. 

With the third annual “Sale-O- 
Rama” of the Akron Automobile 
Dealers Assn. stimulating business 
in the first two weeks of March, 
there was every indication that this 
month will show an even bigger 





February registration of 2,033 new | 





County and Richmond, Va., in Feb- 
ruary totalled 1,347, compared with 


cars was 26 percent higher than the 
Same month a year ago and Janu- 
ary volume was up 20 percent. Total 
registrations for the two months 
was 4,004, as against 3,261 last year. 
Chevrolet and Ford, with strong 
assists from their compact cars, 
are making it a two-car race this 
year. Between them they have ac- 
counted for 1,964 sales, or 49 per- 
cent of the entire market. 
Chevy has a good grip on No. 1 
spot with 1,067 deliveries to Ford’s 
897. Plymouth is third with 274 and 
its compact, the Valiant, which. is 
oe separately, ranks ninth with 
Pontiac is fourth with 240, while 
Dodge, with a big assist from the 
Dart, is a strong fifth with 238. 
Next comes Rambler, 189; Oldsmo- 
bile, 183; Buick, 176; Valiant, 149, 
and Mercury, 146—(Joe Kuebler.) 
~ * * 


Richmond, Va. 


New cars registered in Henrico 


,356 a month earlier. 
Those figures included 135 imports 


in February and 174 in January. 

By makes, registrations were: 
Chevrolet, 306; Ford, 219; Falcon, 
126; Plymouth, 8; Dodge, 66; 
Oldsmobile, 61; Rambler, 58; Pon- 
tiac, 55; Buick, 52; Mercury, 39; 
Valiant, 37; Cadillac, 31; Corvair, 





27; Volkswagen, 27; Renault, 26; 
Chrysler, 16; Studebaker, 14; Eng- 
lish Ford, 12; Opel, 12; Lincoln, 

11; Fiat, 10; Simca, 7; Vauxhall, 

7; Hillman, 4; MG, 4; Triumph, 4; 

DeSoto, 3; Willys, 3; Imperial, 2; 

Mercedes-Benz, 2; Edsel, 1, and 

miscellaneous, 20. 

New-truck registrationg totalled 
110 in February, compared with 123 
a month earlier, By makes: Ford, 
37; Chevrolet, 24; International, 11; 
GMC, 6; Reo, 6; Mack, 5; Dodge, 2; 
White, 1; Willys, 1, and miscellane- 
ous, 17. 


Yes, here is another car deal- 
er who knows a vote of confi- 
dence from his. customers 
means more business for the 
dealership. Car appearance is 
important to sales and prof 
its. And in the car appear- 


LIQUID GLAZE, 


704 Sheridan Street 


THE WHELAND 


FOUNDRY DIV 


Liquid Giese, Ine. 
Sex 627 
Lansing, Michigan 


Deer Sirs: 


During the past four years ay dealership has 
used Liquid Glase prouets on 2299 care. OF 
this cumber; only } cars hed to be regiaset. 


Our reputetion for sharp used cars tefinitely 
comes from the use of Liquid Glass products 
and has resulted in higher than average gross 
pretite. 
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Nothing stands out or stands up like LIQUID GLAZE 


ance department nothing 
stands-out or stands-up like 
Liquid Glaze. 


Join the throng of dealers 
who are casting their ballots 
for Liquid Glaze — for more 
sales and more profit. 


INC. 
Lansing, Michigan 
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Commereial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Re ee 


Truckin’ 


by Jack Weed 


Below Forecasts 
the registration figures 
for January came in, they did 
not seem to bear out the highly 
optimistic reports we had been get- 
ting as regards truck sales for the 
first month of the year. Sales for 
the month were 3,788 units below 
domestic truck sales for the same 
month last year. 

But then when the complete pic- 
ture is analyzed, we find that four 
companies were limited in their 
truck output for the month by lack 
of steel and the losses of those four 
companies were nearly 4,000 units 

ter than the entire loss of sales 
the entire industry. 

In fact, one company alone lost 
over 400 more registrations in the 
“under 10,000 pounds” GVW clas- 
sification than the industry lost 
in all sizes. 

Thus, it is reasonable to suppose 
that if those four companies had 
been able to have trucks to de- 
liver in January the resultant reg- 
istrations would have compliment- 
ed the glowing sales reports we re- 
ceived from dealers earlier in the 
year. 

And knowing these companies 4s 
I do, I will gamble that they will 
more than make up the losses in 
deliveries they sustained in Janu- 
ary before the first quarter figures 
are completed. 

* * + 

IS well to bear in mind, too, 

that in the truck business there 
is a considerable difference between 
sales reported by dealers and de- 
liveries to customers and some- 
times even a greater spread be- 
tween sales and registrations—de- 
pending upon the type of trucks 
involved. 

As all dealers know and appreci- 
ate, there is a lag between orders 
received and the factory’s being 
able to deliver some types of ve- 








hicles to its dealers of as high as 
a month or more in some cases. 
When special bodies have to be 
built, the time lag between de- 
livery of the chassis to the cus- 
tomer and the registration of the 
completed vehicle may involve 
(Continued on Page 35, Col, 1) 


35 Years of - 


Low Total May Hypo ’60 Sales... 








372,000 Trucks Junked 


TOTAL of 372,085 trucks 
were retired from serv- 
ice during 1959, the lowest 
number scrapped in any year since 
1948, according to R. L. Polk & Co. 
| Last year’s scrappage represented 
lonly 39.56 percent of the 940,181 
|new trucks sold during the year, 
| Polk said. 
The low scrappage rate of the 
last two years may be one reason 
why truck dealers have reported 


* * 











ruck Scrappage 


Compiled by and property of R. L, Polk & Co. 


that sales this year have been 
ahead of expectations. 

The industry has retired an aver- 
age of 578,584 trucks from use each 
year during the last 11 years, but 
during 1958 and 1959 scrappage fell 
considerably below that figure. 
Scrappage in 1958 was 502,240 units, 
Polk said. 

This means that during the last 
two years the industry has devel- 
oped a carryover of trucks still in 
* * * 














































When to Recommend Gas or Diesel Power 


ANY truck salesmen are faced 

with a choice of recommending 
either gasoline or diesel power in 
the truck they are attempting to 
sell for a particular haul. 

While they could recommend 
both if they have both in their 
line, they don’t want the pros- 
pects to think they haven’t the 
experience or technical kno wl- 
edge to recommend one type of 
engine over the other, 

A paper on the subject by J, Ed- 
ward Schipper, an engineer of rec- 





Top Trucks 


New-truck registrations for one 
month, plus 15 states for Feb- 
ruary: 


1960 1959 
Pos. Make Pos. 
1—21,823 Ford 20,441— 2 
2—21,273 Chevrolet 26,914— 1 
3— 8,654 Int'l 5,736— 4 
4— 4,731 GMO 5,935— 3 
5— 3,082 Dodge 4,0638— 5 
6— 2,324 Willys 2,373— 6 
7— 1,349 White 955— 8 
&— 991 Mack 1,146— 7 
9— 221 Diamond T 245—10 
10— 140 Studebaker 530— 9 
ll— 91 Brockway 87—11 
3,736 Misc, 3,383 
Total All Makes 


68,415 71,808 
Further details on Page 62. 





ognized authority and experience, 
may be of some aid in helping 
salesmen arrive at a recommenda- 
tion that will at least let the pros- 
pect know that the salesmen have 
some knowledge of the subject and 
can give him some “rule of thumb” 
reasons for their suggestions. 
Schipper says that if the opera- 
tions entail low mileages, up to 50,- 
000 miles annually, the economies 
of the situation will be in favor of 
gasoline in all but rare instances. 
When a truck is operated 100,000 
miles a year or more which is not 
unusual for highway transport, the 
choice often will be diesel, Between 
these two ranges there are some 
new factors to consider in order to 
make the choice a wise one, Schip- 


per says. 
” * 


* 
yeas is the way the situation is 
analyzed by experienced opera- 
tors and truck engineers: 

A rough-and-ready yardstick is 
half-way between this range of 
50,000 and 100,000 miles per year, 
or as some say “up to 75,000 take 
gasoline, above 75,000 use diesel.” 
But other factors should be taken 
into consideration in making the 
choice. 

Actually the situation today is 
different than it was only a year or 


at moderate revolutions per minute, 
can outperform the diesel engines 
for jobs that require high output. 

Since this is the case, it is no 
longer a matter of mere fuel econ- 
omy but also the maximum power 
output requirements of the job as 
well as the annual mileage. 

* * * 


New V Engines a Factor 


NOTHER factor is that some 

new gasoline engines fully 
match diesel durability, particularly 
some of the new V-6s, V-8s and 
V-12s introduced for 1960. This 
greatly reduces the importance of 
the durability factor in making a 
choice. 

But, if the requirements of the 
job are such that it is merely a 
matter of annual fuel cost, there 
is a very definite method of de- 
termining whether the new 
equipment is to be diesel or gas- 
oline. In this case it comes right 
back to the difference in cost per 
mile, Let’s examine a couple of 
typical cases: 

Fuel cost savings analysis, diesel 
vs. gas, over-the-road, long haul. 

Diesel: 6.5 miles per gallon at 
23.05 cents per gallon, or 3.55 cents 
per mile. 

Gasoline: 4.5 MPG at 23.97 cents 





per gallon, or 5.33 cents per mile. 

Savings per mile: 1.78 cents. 

If difference in selling price of 
diesel power unit over gas is $3,000, 
it would take 168,590 miles of oper- 

(Continued on Page 34, Col, 1) 


use that normally would have been 
scrapped. 

This may represent the non-buy- 
ing of fleet operators who stayed 
out of the market in 1958 because 
of unsettled business conditions 
and the lag in purchasing that de- 
veloped in 1959 because of the steel 
situation and other causes. 

* * ok 


Older Trucks Abound 


—— must be replaced when 
they reach the period of un- 
profitable return, thus this carry- 
over of unscrapped units added to 
the normal sales of new units that 
accompanies a healthy economic 
climate can be expected to make 
1960 an unusually good truck sales 


Trucks Surviv- Scrap- Scrap- 
ee oe | CR SSD. wanker SOReeene Sieben tee Hl Teak suse ‘ 
fa foam Sees shecces *Euc ane || Jam Pek setiane.sctckntes 
1924 stsane 1928 323,180 same 1925 2,992,585 126781 5.44 38.05 trucks in service as of Dec. 31. 

(34 19,926 1926 2,671,061 48,865 1.83 12.62 1960 
1926 2,671,061 1927 327,965 2,999,026 = 1927 2,804,196 + 194,830 6.95 59.41 er ers cr back ‘exies 
1927 2,804,196 1928 341,123 3,145,319 = 1928) .2,990,927 154,392 5.16 45.26 years in some time is that accord- 
1928 2,990,927 1929 527,057 3,517,984 + = 1929» 3,302,761 215,223 6.52 40.84 ing to the 1959-60 issue of Facts and 
1929 3,302,761 1930 410,699  3,713460 «1930 3,416,962 296,498 8.68 72.19 (Continued on Page 84, Col. 1) 
1930 3,416,962 1931 313,884 3,730,846 1931 3,318,782 412,064 = 12.41 —s:131.28 uateerersre 
1931 3,318,782 ©1932 180,332 3,449,114 1932 3,070,076 = 429,038 »= 13.98 237.91 
1932 3,070,076 1933 245,869 3,315,945 1933 2,962,614 353,331 11.89 143.71 TBEA Absorbs 
1933 2,962,614 1934 403,886 3,366,500 1934 3,274,994 91,506 2.79 22.66 
1934 3,274,994 1935 510683 3,785,677 1935 3,535,661 250,016 7.07 48.96 School Bus Bod 
1935 3,535,661 1936 611644 4,147,305 1936 3,887,393 259,912 6.68 42.49 7 
1936 3,887,393 1937 618,249 4505642 1937 4,150,072 355,570 8.57 57.51 
1937 4,150,072 1938 365,349 4515421 1938 4,038,207 477,214 += 11.82 —-130.62 Producers Assn. 
1938 4,038,207 1939 486,748 4,524,955 1939 4,318,706 206,249 477 42.37 he amalgamation 
1939 4,318,706 += 1940 576,327 4,895,033 1940 4,539,969 355,064 7.82 61.61 i or thn beomar tehect Bus Body 
1940 4,539,969 1941 640,697 5,180,666 1941 4,838,378 342,288 7.07 53.42 Manufacturers Assn. into the Truck 
1941 4,838,378 +~=—*1942-3-4 350,797 5,189,175 1944 4,506,189 682,986 == 15.16 axe Body and Equipment Assn. were 
1942 4,506,189 1945-46 1,348,789 = 5,854,978 1946 = 5,462,973 392,005 7.18 29.06 taken in a meeting held in Atlantic 
1946 5,462,973 1947 954,217 6A17,190 1947 6,378,433 38,757 61 4.06 City. 
1947 6378433 «1948 1,035,174 713,607 (1948 = 7,105,740 307,867 433 29.74 rs, it is 
1948 7,105,740 1949 961,961 8,067,701 1949 7,583,663 484,038 6.38 50.32 undetdina cailt am ee ie 
1949 = 7,583,663 1950 1,142,307 8,725,970 1950 = 8,198,529 527,441 643 60.42 grated group within TBEA. Chair- 
1950 8,198,529 1951 1,003,850 9,202,379 1951 8,552,758 649,621 7.60 64.72 man of the group will be Dwayne 
1951 8,552,758 1952 812,099 9,364,857 1952 8,833,022 531,835 6.02 64.26 A. Shields, Superior Coach. Vice- 
1952 8,833,022 1953 930,312 9,763,334 1953 9,147,402 615,932 673 66.21 chairman will be Corbin J. Davis, 
1953 9,147402 1954 829,101 9,976,503 1954 9,195,990 780,513 8.51 94.15 Blue Bird Body Co. 
1954 9,195,990 1955 957,001 10,152,991 1955 9,685,332 467,659 4.80 48.87 School bus body makers now af- 
1955 9,685,332 1956 894,366 10,579,698 1956 9,983,441 = 596,257 5.98 66.67 filiated with TBEA include Blue 
1956 9,983,441 1957 858,085 10,841,526 1957 10,211,218 630,308 6.17 73.45 Bird Body Co., Fort Valley, Ga.; 
1957 10,211,218 1958 725,911 10,937,129 1958 10,434,889 502,240 4.80 69.05 Carpenter Body Works, Inc., Mitch- 
1958 10,434,889 1959 940,181 11,375,070 1959 11,002,985 372,085 3.38 39,56 ell, Ind.; Hackney Bros. Body Co., 


Wilson, N. C.; Marmon-Herrington 
Co., Inc., Indianapolis; Superior 
Coach Corp., Lima, O.; Perley A. 
Thomas Car Works, Inc., High 
Point, N. C.; Ward Body Works, 
Ine., Conway, Ark., and Wayne 
Works Div., Divco-Wayne Corp., 
Richmond, Ind. 

These school bus body builders 
produce approximately 18,000 school 
buses each year. This year over 
11 million children are being trans- 
ported to school each day in school 
buses, 





GMC Accelerates Service Training— 
Mechanics are shown studying a new GMC V-6 engine in GMC Truck and Coach 


two ago because of the fact that 
where high performance is requir- 
ed, some of the newly developed 
gasoline engines, with their ability 
to produce extremely high torque 


TRUCK NEW PRODUCTS 


Page 46 





division's accelerated service training program for 1960. Interest in the 1960 GMC 
line is expected to expand this year’s program over 1959, when 1,394 fleet mechanics, 
2,453 dealership employes and 1,426 miscellaneous participants received 92,942 hours 
of training from GMC instructors. The courses are conducted at General Motors’ 30 
training centers across the country. 
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GMC DEALERS 
ARE SELLING 


Wels MOST 


ADVANCED TRUCKS 
IN 20 YEARS! 




















V-6 engine life 
expectancy: 3 times 


‘2EGo88s 






Smooth-riding, easy- 

steering independent 

front suspension! 
Torsion bar front springs soak 
up road shock! 


67%" Inside Width 





New, low-cost, high-performance Jr. The industry’s only complete line of 
Van has largest load space in its class!  Ninety-Inchers—19,500 Ibs. GVW to 
120,000 Ibs. GCW! 


From %-ton to 60-ton . . . General Motors leads the way! 


Coil rear springs absorb sway, 
ride easier loaded or light! 





Double wall cab has 
extra-heavy 
reinforcements for 
extra-long life! 


Increased axle capacities 
front and rear! 






New rigid frame—lighter, 
up to 100% stronger! 












The pickup chassis above shows some of 
the features that give GMC Dealers a big 
edge over competition! And, there are 
equally big breakthroughs in every GMC 
Truck up and down the line. The profit 
opportunity has never been so big—the 
selling story never so powerful—as it is 
for GMC Truck Dealers in 1960! A 
limited number of profitable GMC 
franchises are available 

to qualified businessmen. 

For complete informa- 

tion, write to General , ’ 
Sales Manager, GMC J, 

Truck & Coach Division, |i . 
General Motors Cor- ; 
poration, Pontiac, Mich. | | RI IC KS 
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(Continued from Page 32) 
Figures, published by the Automo- 
bile Manufacturers Assn., 43.3 per- 
cent of all trucks in use today are 
eight years old or older. 

This means that approximately 
4,764,000 trucks are beyond the 
average economic life of such ve- 
hicles. The average replacement 
of trucks is pegged at 7% years. 

It ig interesting to note that when 
Polk started compiling truck scrap- 
page figures back in 1925, the fig- 
ures showed that there were only 
2,126,216 trucks in use. Since then, 
21,025,154 new trucks have been 
sold, for a total of 23,151,370. 


Since that time, more trucks have 
been scrapped than are now in use. 
According to Polk’s last figures, 12,- 
148,385 trucks have been retired 
from service in the period. Thus, 
1,145,400 more trucks have been 
scrapped since 1925 than are now 
registered. Average scrappage over 
the 35-year span has been 347,097 
units per year. 


* 


3 Million-Plus Years 


DAY, there are approximately 
2,905,000 trucks on the road 10 
years old or older, approximately 
704,000 over 15 years old and 352,000 
over 19 years old. 
According to Polk, there have 
been only three years in which 


When to Advise 
Choice of Diesel 
Or Gas Power 


(Continued from Page 32) 
ation at a fuel-cost savings of 1.78 
cents per mile to balance the in- 
itial purchase price of diesel over 
gas. (This does not include any 
probable savings in maintenance.) 

Over-the-road operation annual 
mileage will vary from 50,000 miles 
to 125,000 miles per year. 

Fuel cost savings analysis, diesel 
vs, gas, pickup and delivery serv- 
ice. 

Diesel: 8 MPG at 23.05 cents per 
gallon, or 2.88 cents per mile. 

Gasoline: 6 MPG at 23.97 cents 
per gallon, or 4 cents per mile, 

Savings per mile: 1.12 cents, 

* * * 


Difference In Cost Cited 


I DIFFERENCE in selling price 
of diesel power unit over gas 
is $2,000, it would take 178,570 miles 
of operation at a fuel-cost savings 
of 1.12 cents per mile to balance 
the initial purchase price of diesel 
over gas. (This does not include 
any probable savings in mainten- 
ance.) 

Pickup and delivery annual 
mileage may vary from as low as 
10,000 miles per year to as high 
as 50,000 miles per year. 

It is in the middle zone, around 
75,000 miles or so, that performance 
factors enter into the situation. 
And this is where the operators’ 
and truck manufacturers’ engi- 
neers get into the picture, because 
individual cases will determine the 
choice, 

The diesel is considered supreme 
in the heavy-duty, long-distance 
field, but in the light of present 
gasoline developments, it has dubi- 
ous savings potential in the lighter 
capacities and short distances, It 
is here that the new gasoline en- 
gines have rivalled the small diesel, 
as actually they are doing the job 
at which the small diesel was 
aimed not more than five years 
ago. 





ATA Operations Council 


Meets in May in Houston 

WASHINGTON, D. C.—A series 
of workshop discussions on ways to 
improve the operating efficiency of 
trucking companies will highlight 
the 12th annual spring meeting of 
the operations council of the Ameri- 
can Trucking Assns. May 1-5 in 
Houston. 

The workshop sessions will follow 
the theme of the meeting, “ ‘Imagi- 
neering’ for Improved Operations 
Efficiency.” The sessions are sched- 
uled for the Shamrock Hilton Hotel. 
Topics will include terminal design, 
containers, line-haul operations, 
communications, claim prevention, 
personnel techniques and terminal 
operations. 











more than one million new trucks 
were sold. The first was 1948 when 
1,035,174 units were registered and 
307,867 were scrapped. 

The second was 1950 when 
1,142,307 trucks were sold and 
527,441 were scrapped, and the 
last million-plus year was 1951 
when sales totalled 1,003,850 units 
and scrappage was 649,621. 

The highest scrappage year of all 


Builder Reports Big Savings 


In Uses of Hyster Carriers 


PORTLAND, Ore.—By using Hy- 
ster “Straddle Truck” carriers to 
transport building supplies to home- 
sites, Phoenix Development Co., 
Omaha, saved 43 percent in han- 
dling costs, according to Hyster Co. 

Additional savings were achieved 
by completing this project far 
ahead of the normal schedule, the 
firm said. Two “Straddle Truck” 
earriers transported all building 
supplies from a rail siding over a 
mile away to an assembly area, Hy- 
ster added. 





time, Polk said, was 1954 when 780,- 
513 units left the road. This repre- 
sented 8.51 percent of the trucks in 
service at that time. 

For those who may wish to try 
and chart where this year’s busi- 
ness may come from, AMA’s Facts 
and Figures says 6.6 percent of all 
trucks on the road are in the 
under-4,000-pound class; 60.8 per- 
cent range in GVW from 4,000 to 
7,999 pounds; 11.0 percent are in the 
8,000-11,999-pound GVW category; 
6.8 percent run from 12,000 to 15,- 
999 pounds GVW; 7.2 percent are 
from 16,000 to 19,999 pounds GVW; 
6.2 percent range from 20,000 to 25,- 
999 pounds GVW; 3.1 percent run 
from 26,000 to 39,999 pounds GVW, 
and 4.8 percent are 40,000 pounds 
GVW and up. 


* * * 


95 Pct. Are Single Units 

2 MUST be kept in mind that 
generally the lighter the carry- 

ing capacity of the unit, the sooner 

it will be replaced so that in all 


First Students— 


Students from the first class at Inter- 


national Harvester’s new technical train- 
ing center in Harrisburg, Pa., go over 
a differential carrier with one of the in- 
structors (at top in white shirt). 


probability the bulk of the replace- 
ment this year will fall in the 
under-10,000-pound GVW class. 
This should indicate that farms 
and retail stores will be the most 
fertile fields for truck sales. 
However, recent surveys also 
show that there is an increasing 






market in the heavies for building, 
oil-field, heavy-construction and 
over-road work and that dealers 
expect better than normal business 
from these vocations in practically 
every section of the nation. 

Facts and Figures also notes 
that about 95 percent of all trucks 
are single-unit vehicles. Of these, 
6,929,488 are two-axle trucks with 
four tires; 3,212,854 are two-axle 
units with six tires, and only 184,- 
331 are single-unit vehicles with 
three or more axles. 

Where trucks are used in com- 
bination with trailers, 230,261 are 
three-axle (two on the truck and 
one on the semi); 263,145 are four- 
axle (two on truck and two on 
semi): and 54,465 have five or more 
axles in the combination, The bal- 
ance of the trucks are used with 
four-wheelers or semi and four- 
wheelers. 

Of the single-unit trucks, 90 per- 
cent or 9,282,741 are privately own- 
ed, 559,036 are “for hire,” 76,717 are 
owned by the Federal Government 
and 408,179 are in the service of 
state, county or city governments. 

Of the trucks used in combina- 
tions, 326,457 are privately owned, 
296,773 are “for-hire,” 933 are own- 
ed by the Federal Government and 
9,978 are owned by states, cities or 
counties. 





With Power-Matched 
Your Trucks Will Lick 


Only Spicer provides the operating advantages of power-matched 
design, because only Spicer designs and manufactures complete 4- 
wheel drive assemblies for light and medium-duty trucks. The Spicer 
name on both front and rear driving axles, transfer case, drive shafts 


and universal joints means maximum power and efficiency. 


Specify Spicer for 4-wheel drive units, for maintenance-free perform- 
ance, and for immediate parts availability —anywhere in the country! 









vehicles. 


Power - Matched ; woe 


Spicer front drive axles have been job- 
proven by over a quarter-century of 
rugged use in both civilian and military 


Special Spicer rear axle design and con- 
struction assure precision alignment of 
gears and bearings at all speeds and 
load conditions for quieter operation. 








Spicer complete four- 


wheel drive assemblies are designed to work 
together for dependable, full power traction. 
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many days or perhaps as much 
as a month or more, 

Then, too, most of the loss to 
registrations for January over the 
same month last year fell into two 
classifications, the very light and 
the so-called ton and one-half 
sizes. Outside the three weight 
sizes, all other classifications show- 
ed substantial gains over the same 


month of 1959. 
* ed * 


Weidman Honored 
= last month, I had the priv- 
ilege of attending a dinner 
tendered to an old dealer friend of 
mine who has had a Ford franchise 
for 40 years in Plymouth, Mich., a 
small city in the metropolitan De- 
troit area. It is claimed that Paul 


Cote Adds Branch 


SPRINGFIELD, Mass.—O. R. 
Cote, distributor for Gar Wood 
truck bodies, has acquired a new 
building in Wethersfield, Conn. 
Wesley E. Blakeley has been ap- 
pointed manager. 








Spicer 4-Wheel Drives 
The Toughest Terrain! 


Weidman now is the oldest Ford 
dealer in years of having the same 
| franchise in Michigan. 

At this dinner were Weidman’s 
two brothers, who also had Ford 
franchises in suburban Detroit 
cities but who have had to retire 
from the business due to health. 
All of the Weidman boys, I might 
add, were eminently successful and 
highly respected as both dealers 
and civic-minded businessmen in 
their respective communities. 

I think it is just grand for a 
dealer’s town people or his broth- 
er dealers to acknowledge a job 
well done with such a recognition 
as was tendered Paul by the 
Chamber of Commerce of his 
town. 

It gives the younger members of 
the community an opportunity to 
know some of the civic leadership 
things that a dealer has done be- 
cause any dealer I know that is 
successful and stays in business in 
the same city and location for 40 
years must have been civic-minded 
and an outstanding citizen or he 








could not have lasted in this fast- 
moving business. 

CJ a a 
I DOFF my hat to the Saturday 

Evening Post for the “dealer of 
the year” recognition initiated at 
the NADA convention in Washing- 
ton this past convention. 

Things like that can’t help but 
enhance the prestige of all dealers 
in their communities. There has 
been evidence over the last few 
years that the industry needs to 
rebuild itself in the image of the 
successful civic-minded local deal- 
ers who go to make up the auto 
retailers of this nation, 

It wasn’t too long ago that 
auto dealers were looked up to 
as substantial businessmen and 
civic leaders in their communi- 
ties. I firmly believe that the 
great majority of dealers still live 
up to that standard, but the ac- 
tion of a comparatively few who 
thought more of the quick dol- 
lar than their reputations have 
tended to mar that image. 

It is high time that the automo- 
bile and truck dealer, the provider 
of personal transportation, again 
be elevated in the minds of each 
community to the high standard 
which they formerly enjoyed, Din- 
ners of recognition to length of 
service or for outstanding merit 





WRITE Dana for further information on 4-wheel drives. 
Please describe your application and include load data. 





CORPORATION 
Toledo 1, Ohio 


Serving Transportation—Transmissions @ Auxiliaries e Universal Joints @ Clutches © Propeller Shafts « Power Take-Offs 
Torque Converters @ Axles @ Powr-Lok Differentials e Gear Boxes @ Forgings @ Stampings @ Frames @ Railway Drives 
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Diamond T Unveils New Models— 


The model 634 is one of three new gasoline-powered units announced by Diamond 
T Motor Truck Co., Chicago, The trucks feature new gasoline engines—the Super 
Service DT6 series—and the company's new “R" cab. They retain the familiar Dia- 
mond T stainless steel grille. 


oraccomplishment, provide a;nual convention of the National 
springboard for the type of public-| Assn. of Fleet Administrators, and 
ity that can well accomplish this| 1 want to congratulate the officers 
end. and members of that association 
for the growth that has been evi- 
denced and the decorum in which 
they have run their program that 
has been studded with “hot” issues. 

Monday afternoon saw a well-run 

discussion on the merits of leasing 
vs. company ownership and the 
trustee plan—and no sell was al- 
lowed to mar the orderly presenta- 
tion of the various fields, Monday 
night featured a very “torrid” ses- 
sion in which tempers could have 
flared with little effort on either 
side by the operators or the fac- 
tory boys present; yet the discus- 
sion ironed out several ticklish 
subjects without malice and ended 
in a spirit of real tranquility. — 

Of course, I am not naive 
enough to believe that this ses- 
sion will set the pattern for in- 
dividual “hassles” over warranty 
and policy adjustments but the 
subject of factory warranty and 
service was well threshed out. 
Tuesday was devoted to explor- 

ing all the facets of sound fleet ad- 
ministration, Wednesday morning 
was devoted to exploring the realm 
of automobile dealer-fleet operator 
relationship, and I believe this ses- 
sion brought out many areas where 
this relationship could be improved. 
* * * 


Tire Queries 

URING the session on tires 

Thursday morning the question 
was raised from the floor as to 
why the rubber companies did not 
include prices on their lists showing 
the various qualities of tires, such 
as the 100-line, 110-line and premi- 
um tires. The answer given was 
that the 100-line tire is designated 
as the first-line tire used by car 
manufacturers as standard equip- 
ment and was actually a price-base 
designation. The rubber makers did 
not want to downgrade or upgrade 
other “line” tires that are made for 
other than normal service by so 
designating them pricewise. 

The question of air pressures 
also was fought out in the ses- 
sion, with the tire men advo- 
cating that the operators stay 
with the factory pressure recom- 
mendations for maximum mile- 
age when the cars are driven at 
normal speeds and with average 
passenger loads, but to increase 
pressures 4 pounds when high 
speed driving is indicated or more 
than normal weights are carried. 
Traffic accidents plus violations 
was second only to the common 
cold as a reason for the greatest 
number of absenteeisms in Ameri- 
can industry, it was pointed out by 
J. O. Mattson, president of the 
Automotive Safety Foundation, in 
his plea for a greater education 
program looking toward a reduc- 
tion in traffic accidents and fatal- 
ities. 

He and other speakers pointed 
out that, in contrast to the situation 
with professiona] drivers in truck 
fleets, there has been little or no 
checking of driving habits and rec- 
ords of the salesman-drivers of 
fleet cars and that there was a real 
need for some action in this field. 

Considerable stress on safety is 
being made by NAF A as the ad- 
ministrators fully realize all of the 
elements of expense that result 
from accidents. The afternoon ses- 
sion was labeled “A Call for Action 
in Accident Prevention.” 







Fleet Conference 


I HAVE just finished sitting 
through three days of the an- 





Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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Across the Nation... 





Truck News in Brief 


DENVER—A new position of 
“driver coach” has been created by 
Ringsby Truck Lines, Inc., in a 
move to encourage drivers to per- 
fect professional driving techniques 
and safety habits. 

Charles S. Reardon, Ringsby vice- 
president of terminals and line op- 
erations, disclosed the appointment 
of E. J. Conley, veteran Ringsby 
driver, as the first to fill the new 
position. Reardon said Conley would 
spend much of his time on the road 
as the second man in the cab, ob- 
serving and instructing drivers in 
“defensive driving.” 

+ * * 


Pennsylvania Highway Dept. 
Orders 250 Dodge Trucks 
HARRISBURG, Pa—The Penn- 
sylvania State Highway Department 
has ordered 250 Dodge trucks, to be 
used for snow removal and general 
highway maintenance. The million- 
dollar order was placed through 
Brenner Motors, Inc., Harrisburg. 
All of the trucks are 1960 heavy- 





duty D-700s powered by 194-horse- 
power V-8 engines, Dodge said. Ap- 
proval of the contract followed in- 
spection of a pilot model and a tour 
of the Dodge truck plant in Detroit 
by Frank X. Burke, Pennsylvania 
principal equipment engineer. 
* x * 


How to Maintain Diesels 


COLUMBUS, Ind. — A 24-page 
booklet on diesel engine mainte- 
nance has been prepared by Cum- 
mins Engine Co. The booklet, 
“Ten Maintenance Steps,’ tells 
power users how to increase 
equipment availability, reduce 
operating costs and obtain better 
engine performance. 

* + * 


Mack Sells Ohio Plant 


To Westinghouse Air Brake 


SIDNEY, O.— Mack Trucks has 
sold its vacant factory building here 
to the Le Roi division of Westing- 
house Air Brake Co. 

Le Roi did not disclose the pur- 
chase price, but the original asking 


price by Mack was $1,950,000. Mack 
closed its operations here last sum- 
mer, having been in Sidney two 
years. 

* * + 


IH Opens Branch 


SALEM, Ore.—International Har- 
vester has opened a new branch 
here and plans to open one in Med- 
ford, Ore. 


* * *® 


Ford Chassis Detailed 


DEARBORN. — Body and equip- 
ment companies and fleet operators 
will find truck chassis application 
for the 1960 Ford line simplified by 
a new technical book published by 
Ford division. The 96-page book 
has detailed chassis drawings, in- 
cluding dimensions, for all series 
Ford trucks. 

a * 


Richmond Is Elected 


President of ATA Unit 


WASHINGTON. — M. T. Rich- 
mond, president of Mercury Motor 
Express, Inc., Tampa, Fla., has been 
elected president of the Common 
Carrier Conference — Irregular 
Route of American Trucking Assns. 
He succeeds Eldon Miller, president 
of Eldon Miller, Inc., Iowa City, Ia., 
who was named board chairman. 


Other new officers are: J. D. 


Only the ‘“GENUINE’’ 





A Dodge 'Sleeper'— 

First sleeper cab offered by Dodge on 
its new cab-forward trucks, this unit is said 
to provide maximum comfort and style in 
a minimum of space. The sleeper, which is 
75 inches wide, adds 22 inches to Dodge's 
89%,-inch BBC dimension on cab-forward 
models. A lockable storage space under 
the berth provides 18 cubic feet for tools, 
luggage and packages. 


Brothers, New Dixie Lines, Inc., 
Richmond, Va., first vice-president; 
C. Grier Beam, Carolina Freight 
Carriers Corp., second vice-presi- 
dent; Sidney Alterman, Alterman 
Transport Lines, Inc., Miami, third 
vice-president; D. E. Lutz, Daily 
Express, Inc., Carlisle, Pa., treas- 








can deliver what you have a right to expect 


Only genuine Eaton Service Parts match the original 
production axle components in design, metallurgy, 
heat treatment, and quality of finish. Only by 


using genuine Eaton parts can you be sure that 


the newly installed units will deliver the 
same dependable, low-cost performance. 


After many thousands of miles of service, even 
Eaton Axle components may require replacement. 


When this happens, be sure to specify that 
repairs be made with genuine Eaton Service 
Parts—it will pay out in extended axle life 
and freedom from schedule interruptions. 


EATON 








Two Million Eaton Axles 





in Trucks Today 


AXLE DIVISION 
MANUFACTURING COMPANY 








CLEVELAND 10, OHIO 


PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 


Truck and Trailer Axles 
Fastening Devices °* 


Cold Drawn Steel °* 


* Truck Transmissions * 
Stampings * 


Permanent Mold Iron Castings * 
Forgings * 


Leaf and Coil Springs * 


Automotive Heaters and Air Conditioners 
Dynamatic Drives and Brakes 


Powdered Metal Parts * Gears * Variable Speed Drives * Speed Reducers * Differentials * Centralized Lubrication Systems 


Carolina Freight Lines, Inc., Mar- 
tinsville, Va., secretary. 
* * * 


Ford Truck Center Opens 


KANSAS CITY. — Kelley-Wil- 
liams Motor Co. (Ford) has 
opened the first truck center of 
its kind here, The new operation, 
entirely separate from the car 
business, is located at 615 South- 
west Blvd. and is managed by 
Dean Edwards. 


* * * 


White’s Service in Pictures 


CLEVELAND.—A pictorial story 
of White truck service, describing 
a nationwide network of facilities 
capable of handling everything 
from minor adjustments to the re- 
pair of a wrecked truck or tractor, 
now is available from White Truck 
Division of White Motor Co., 842 
B, Seventy-ninth St., Cleveland 1, O. 


* * * 


Size and Weight Laws 


CLINTONVILLE, Wis, — A 70- 
page booklet describing truck and 
trailer size and weight restrictions 
throughout the U. S. and Canada 
has been prepared by FWD Corp. 
It may be obtained by writing 
Arthur Laack, merchandising man- 
ager. 

* * * 


Weather Cold; Adams Hot 


BURLINGTON, N, J.—January is 
said to be a tough month for school 
bus sales, but Reg Adams doesn’t 
agree, Adams became New Jersey 
distributor for Divco-Wayne Corp.’s 
Wayne buses at the beginning of 
the year and piled up 170,000 prize 
points in a sales contest in his first 
month on the job. 

+ + * 


3 Fiberglass Tilt Cabs 


Introduced by Diamond T 


CHICAGO.—Diamond T Motor 
Truck Co, has introduced three ser- 
ies of fiberglass tilt-cab models. 

The fiberglass cabs are standard 
on the 534-CG, 634-CG and 734-CG 
series which have GVW ratings of 
22,000 to 46,000 pounds and GCW 
ratings of 40,000 to 60,000 pounds. 

* * * 


Remeke Plans Tenn. Plant 


CLINTON, Tenn.—Remeke, Inc., 
Detroit manufacturer of truck bod- 
ies, plans to build a plant in An- 
derson County’s Blowing Springs 
community, according to David 
Bolling, president of the county’s 
Industrial Development Com mis- 
sion, The plant will have 20,000 
square feet of floor space, he said. 

* * * 


Highway Trailer Receives 


Ringsby Order for 60 Units 

NEW YORK.—An order for 60 
truck-trailers has been placed with 
Highway Trailer Co. by Ringsby 
Truck Lines, Inc., Denver, accord- 
ing to Highway Trailer. 


The order calls for 50 closed-top 
and 10 open-top models of High- 
way’s Freightmaster series, the firm 
said. 

* * a 
Ohio Trailer Firm Faces 


Tax-Evasion Charges 


TOLEDO, O.—Gramm Trailer 
Corp., Lima, O., has been charged 
with tax evasion in a 16-count in- 
formation filed in U. S. District 
Court here, 

The firm is charged with failing 
to deposit in a special] bank account 
$67,000 in Social Security and in- 
come taxes withheld from the 
firm’s 150 employes between Dec. 9, 
1958, and Aug. 11, 1959, 


Steakley Brothers 
Buy Waco Chevy 


WACO, Tex.—Brothers John W. 
and Robert W. Steakley jr., opera- 
tors of a Chevrolet dealership in 
Cleburne, have purchased Waco 
Chevrolet Co. from E, R, Nash and 
Joe M., Nash jr. 

The purchase price was about $1 
million and included the Waco 
firm’s used-car lot, office furniture, 
new and used cars and parts and 
equipment, said E. R. Nash. The 
showroom is being leased to the 
Steakleys with an option to buy, 
he added. 

The Waco outlet, Steakley Bros. 
Chevrolet Co., will be headed by 
Robert Steakley. John Steakley will 
remain in Cleburne as president- 
general manager of the other Chev- 
rolet deal. 


urer, and J. C. Stone, Virginia- 


| 
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Ford Maintains Lead ... 


Truck Registrations 
Dip During Month 


Kenneth C. Kelley Jr. 
Staff Writer 


EW-TRUCK registrations fell to 

58,234 units in January for the 
lowest monthly total since Novem- 
ber, 1958. 

The January total was 6.05 per- 
cent below the 61,985 units regis- 
tered in December and 5.97 per- 
cent below the 61,931 registrations 
in January of last year, according 
to figures from R. L. Polk & Co. 


The month was marked by sharp 
changes, most due to the effects of 
strikes. 

Examples: Chevrolet sales were 
almost 6,000 units under the total 
for January of last year as the ef- 
fects of the steel strike cut model 
availability. Studebaker, which sus- 
pended truck assembly for a time 
during and after the steel strike, 
saw truck sales fall to ‘about one 
quarter of the total for January, 
1958. 

ca * + 
N CONTRAST, International 
sales in January were sharply 

above those for January, 1959. In 
early 1959, International suffered 
from the effects of a strike at its 
own plants. However, the company 
was able to maintain at least lim- 
ited production through the steel 
crisis. 

All of the January loss in regis- 
trations came in the very light and 
medium weight classifications. The 
producers of heavy-duty trucks got 
through the steel strike with rela- 
tively little trouble and saw their 
January registrations go above the 
totals for the like month of last 
year. 

Ford took the truck sales lead 


GMC Broadens 
Accessory Line 


For New Models 


PONTIAC, — Broadening its '60 
GMC truck accessory coverage, 
GMC Truck & Coach division now 
offers such new items as rubber 
“load helper” springs, transistor- 
type radios and sliding rear win- 
dows. 

Other added accessories include 
a Bat-O-Meter that permits a con- 
stant check on battery voltage out- 
put and a twin-motor air flow heat- 
er for heavy-duty D-860 diesel 
highway tractors, 

The new springs augment reg- 
ular coil suspensions of half and 
three-quarter pickups. Mounted be- 
tween the axle and frame rails, 
they consist of rubber cylinders 
that soak up heavy road jolts and 
prevent “bottoming.” 

Transistors eliminate the need 
for a vibrator-type power supply 
in the new radio, extending the set’s 
life and reducing battery drain. 

The sliding rear windows, avail- 
able for many light, medium and 
heavy-duty GMC models, can be 
opened for extra ventilation or 
shut tightly for year-around use. 

The accessory line also has im- 
proved vacuum power brake units 
and step-type rear bumpers and 
provides fuller coverage in side mir- 
rors, clearance lamps and self- 
spraying paints, GMC said. 





9 Distributors 
Named by Mack 


PLAINFIELD, N. J.— Appoint- 
ment of nine new distributors has 
been announced by J. B. Morehead, 
manager, distributor sales division, 
Mack Trucks, Inc. They are: 

Abercrombie Mack Sales, Carbon 
Hill, Ala.; Vance Morris Mack 
Sales, Huntsville, Ala.; Kern Mack 
Sales & Service, Bakersfield, Calif.; 
Truck Sales & Service, Inc., Water- 
bury, Conn.; H. & H. Truck Sales, 
Inc., Evansville, Ind.; Grand Trav- 
erse Tractor Co., Traverse City, 
Mich.; Motor Service Co., Farming- 
ton, N. M.; Mack Truck Sales of 
Tulsa, Inc., Tulsa, and Westmore- 
land Mack Sales, Irwin, Pa. 





in January, the fifth straight 
month in which it has led. 

In spite of the national decline in 
sales, Ford and four other pro- 
ducers were able to boost sales and 
their market penetration in Jan- 
uary over the figures for January, 


1959. 
2 k= 6 


TS five, their units sales for 

January, percent of market and 
percentage-point gains in penetra- 
tion were: 

Ford, 18,750 units sold, 32.20 per- 
cent of the market, up 4.11 points; 
International, 7,408 units, 12.72 per- 
cent, up 4.85 points; White, 1,232 
units, 2.12 percent, up 0.76 points; 
Brockway, 88 units, 0.15 percent, up 
0.02 points, and miscellaneous, 3,246 
units, 5.57 percent, up 0.72 points. 

The other seven producers suf- 
fered losses in both units sold and 





How They Fared... 





Commercial Car Registrations 


By Makes 


January, 1960 vs. 1959 


dan., 

Make 1960 
Ford ...... 18,750 
Chevrolet. ........... 17,805 





GMC 4,000 
siicbioveiatnetie 2,660 

TWO MEE Sikac.ccctuvclsods 1,865 
White* ................ 1,232 
BUUEE,; ; ste chivteccoons 848 
Diamond T ...... 205 
Studebaker ........ 127 
Brockway ........... 88 
Miscellaneous** 3,246 
Totals .............. 58,234 


* White includes A 


utocar, Freigh' 
** Miscellaneous includes imports, Corbitt, 


Herrington, Peterbilt, etc 
* + * 





market penetration. The seven, 
their unit sales, percent of mar- 
ket and percentage-point losses 


were: 


Chevrolet, 17,805 units, 30.57 per- 








Percent Percent Percent 

Jdan., Share of Share of Point 
1959 60 Market ’59 Market Change 
17,395 32.20 28.09 +411 
23,601 30.57 38.11 —7.54 
4,872 12.72 1.87 +4.85 
5,021 6.87 8.11 —1,24 
3,432 4.57 5.54 — 97 
2,017 3.20 3.26 — 06 
845 2.12 1.36 + .76 
991 1.46 1.60 — 14 
227 35 36 — Ol 
445 22 12 — 50 
83 15 13 + 02 
3,002 5.57 4.85 + .72 

61,931 100.00 100.00 
tliner, Reo and Sterling. 

Diveo, FWD, Kenworth, Marmon- 





—Compiled — R. Ee. Polk & Co, data. 
* 





down 0.97 
units, 


Delivery Body 


You Sell with Confidence 





cent, down 7.54 points; GMC, 4,000 


points; Mack, 848 units, 146 per- 
cent, down 0.14 points; Diamond T, 
205 units, 0.35 points, down 0.01 
point, and Studebaker, 127 units, 
0.22 percent, down 0.50 points. 

a + * 


ALIFORNIA was in its usual 
first place among the top truck- 
buying states in January, although 
sales were off by almost 1,000 units. 
The top 10 states and their regis- 
trations for January of this year 
and last were: 





9. North Carolina ..1,826 
10. Pennsylvania ...... 1,773 

Reflecting the national sales de- 
cline, 31 states and the District of 
Columbia reported January regis- 
trations trailed those of the like 
1959 month while 19 states reported 
increases. The registration totals 
now include the two new states, 


units, 6.87 percent down 1.24 points; 
Dodge, 2,660 units, 4.57 percent, 
Willys, 1,865 
3.20 percent, down 0.06 


points; 


this year. 





Boyertown “Better Built’ Truck Bodies 








Write for full descriptive 
“Better Built” Truck Body 
information today. 


Retail Stepin Delivery Body 


Because they are the product of 87 
years of experience and conscien- 
tious effort in building better de- 
livery bodies to meet the most 
varied demands. Produced by crafts- 
men who take individual pride in 
their workmanship and marketed by 
men of good faith and integrity. 


Because they are built of High 
Strength Alloy Steel, which means 
your truck customers receive the 
advantages of 30% lighter weight, 
increased strength and durability 
and four to six times greater cor- 
rosion resistance than in bodies 
constructed of commonly used mild 
steel. This means longer life, lower 
maintenance cost and longer paint 
life at no additional cost to your 
customers. 


Because of their functional design, 
Boyertown “better built’’ bodies 
will meet 99% of your customer’s 
particular delivery truck problems. 
A Boyertown Sales Engineer is al- 
ways available to assist you and 
your customer with these problems 
when needed. 


Because Boyertown bodies will mount 
on all your 1960 Forward Control 
truck chassis including the new ad- 
vanced designed Flat Face Cowl 
Truck Chassis. 


BovERTOWN 





Phone Boyertown FOrest 7-2146 - 
TWX Boyerfown, Pa. 59 


Alaska, which was added last year, 
and Hawaii, which was included for 
the first time at the beginning of 











THE ALL-NEW 


FORD FALCON R. 


lowest priced pickup truck 
in America today!’ 





SINGLE-UNIT CONSTRUCTION 


THE FIRST COMPACT 






Once again Ford Motor Company makes the big news. This 

time, it’s the Falcon Ranchero—the economy-size pickup truck. 

Take a look at these powerful incentives the Falcon Ranchero 

offers your customers: 

¢ Lowest initial purchase price of any U.S. pickup truck.* 

¢ Lowest possible maintenance costs—tires, license fees, in- i 
surance rates, body repairs. } 

¢ 800 pound capacity; 31.6 cubic foot cargo space. 

e Greatest fuel economy of any American truck on the road 
today. 

e Single-unit construction: maximum strength and rigidity. 


¢ Full-size three-passenger cab; passenger-car smoothness. 


TRUCK EVER OFFERED BY . 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 181 OF A SERIES 


AINCHERO.... 


| 








Y 


Beautifully and functionally styled, the new Falcon Ranchero 


offers American businessmen their first opportunity to operate . 

an economy-sized truck that can be serviced anywhere. With FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
: ‘gr . . . Ford e Faicon ¢ Thunderbird e Comet e Mercury e Lincoln ¢ 

a cargo capacity realistically suited to specific requirements, Lineoin Castmentats Aebh Heid Links Fuliiies 


the Falcon Ranchero now makes true low-cost trucking a Ford Trucks e Farm and Industrial Tractors and Implements e 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 


American Road Insurance Company « Ford.Motor Credit Company « 


Zora 


MOTOR COMPANY 


i reality for a broad new market. 


The Falcon Ranchero is another fine example of the way we 
develop new products ... at the right time . . . for the right 


THE AMERICAN -ROAD 


market. 
DEARBORN, MICHIGAN 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 





*With comparable standard equipment 


y A MAJOR U.S. AUTOMOTIVE MANUFACTURER 
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Minivan Delivery Body— 

Boyertown Auto Body Works, Boyertown, Pa., has announced its 1960 model M-7 
Minivan delivery body. This is a lightweight forward-control body with a capacity of 
213 cubic feet and clear dimensions 90 inches long, 66 inches wide and 62 inches 
high. Overall dimensions are 185 inches long, 75 inches wide and 92 inches high. 
The body is designed for installation on Y4-ton forward-control chassis having a wheel- 
base of approximately 102 inches. Body construction is of corrosion-resistant alloy 
steel, with all parts coated with zine chromate before and after assembly, it is said. 
Standard specifications include sliding cab doors, adjustable tilt-forward seat with 
hinged back, vacuum windshield wiper and rectangular rear view mirror on driver's 
side, undercoating, wraparound rear bumper with diamond tread step plate, double 
rear doors with 36-inch opening, and all high strength alloy stee| loadspace floor. 


Rated at 79,000 GCW ... 


Refined Tractor from IH 


CHICAGO.—L, W. Pierson, man- 
ager of sales of International Har- 
vester’s truck division, announces 
that production has begun on an 
improved line of International 
model DCO-405 diesel-powered 
highway tractors with gross com- 
bination weight ratings up to 
79,000 pounds. 

“These improved tractors, which 
are offered in four-wheel and six- 
wheel models, feature significant 
advances in styling, performance 
and driver comfort,” Pierson said. 
“They retain, however, the success- 
ful basic design characteristics of 
previous DCO-405 models.” 

A choice of 54, 72 or 80-inch 
cabs is available, The 72-inch cab 
is offered in conventional or 
sleeper design, and the 80-inch 
cab ag a sleeper. 

Aerodynamic styling of the im- 
proved DCO-405 models results in 
less wind resistance per square foot 
of frontal area than any vehicle of 
similar type, Pierson mentioned. 





Dual headlights, lower bumper and 
wide-edged chrome grille are other 
general appearance features, he 
said. 

Nine Cummins diesel engines 
ranging from 170 to 335 horsepow- 
er are available, with a wide range 
of standard and optional main and 
auxiliary transmissions, front and 





Diesel Tractors 


Offered by Reo 


LANSING.—John C, Tooker, gen- 
eral manager of Reo Division, an- 
nounces introduction of a new con- 
ventional line of diesel powered 
tractors. 

This line, designated the “E” 
series, includes 10 models with 
gross vehicle weights from 31,000 to 
60,000 pounds with both single and 
tandem axles. All models use the 
Cummins diesel engines with horse- 
power ratings from 180 to 262. 
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This new Brown cargo van will 
outlast three truck chassis 


Outlast three truck chassis? Almost every Brown Cargo Van 
ever produced is still in operation. The very first Brown 
Cargo Van sold to Spokane Public School System has out- 
lasted four truck chassis—impressive evidence of the kind of 
service you can expect from your new Brown Cargo Van. 
SIXTEEN BASIC MODELS, each available in lengths 
from 9-ft. to 22-ft., give you the industry’s widest range of 
models to choose from. CHOOSE FROM FOUR EXTERIOR 
STYLES, shown at right, pick the style to fit your needs. 
MANY OPTIONS AVAILABLE including wide and narrow 
two-panel rear doors, hinged or sliding doors, choice of floor- 
ing, liners, insulation, gates, etc... PROMPT PARTS AND 
REPAIR SERVICE through Brown’s nationwide dealer or- 
ganization means better service for both local and national 
fleet operators. CALL YOUR LOCAL BROWN CARGO VAN 


DEALER or write for free folder to 





EQUIPMENT Michigan City, Indiana 


CLARK EQUIPMENT COMPANY 
HUGE BROWN TRAILER DIVISION 


SMOOTH-PANEL 





CORRUGATED 








Be sure to get a quote from your Brown Cargo Van Dealer 


rear axles and other key compon- 
ents. In addition to tandem axles, 
trailing or pusher axle suspensions 
can be factory-installed. 


Pierson pointed out that a five- 
speed transmission and two-speed 
rear axle are standard on improved 
DCO-405 four-wheel and six-wheel 
models. 

“This functional combination 
provides truck operators with a 
power train that offers both low- 
est initial cost and light weight,” 
he said. 


Extensive use of aluminum in 
standard and optional components 
provides substantial reductions in 
chassis weights, Pierson added. 
Aluminum has replaced steel or 
other metals as standard equip- 
ment in steering gear cases, en- 
gine mounting brackets, cab hinge 
brackets and battery box and cover. 


Optional aluminum components 
now include bumpers, transmission 
housings, clutch housings, top and 
bottom radiator tanks, frame side- 
rails and cross members and gus- 
sets, 


White Pleased 
With Results of 


Service Program 


CLEVELAND. — White Motor 
Co.’s policy of giving the customer 
what he wants has made the 
Cleveland manufacturer a paceset- 
ter in sales of 
service and parts, 
according to W. 
L. Pepin, service 
director. 

Pepin said the 
parts and repair 
service operation 
provides White 
and Autocar cus- 
tomers with a se- 
lection of salable 
items ranging 
from complete 
truck rebuilt kits to power steering 
and air-cooled seats. 

“It also provides a training pro- 
gram for parts employes who ulti- 
mately wish to enter heavy-duty 
truck selling, which today requires 
extensive experience and some 
knowledge of engineering,” he 
added. 

“When we introduced a steppedup 
program in 1951, our branch man- 
agers wanted to know how both 
new truck and service sales em- 
phasis would work on the same 
accounts. 

“Once under way, everyone real- 
ized the value of such a program 
and in 1959 this allied service sales 
program provided a substantial 
percentage of the company’s $63 
million service volume (parts and 
labor).” 





W. L. Pepin 


* * * 


New V-8 Tractor 


Introduced by White 


CLEVELAND.—A tractor with 
V-8 engine and bumper-to-back-of 
cab dimension of 90 inches is White 
Truck Division’s newest addition to 
its heavy-duty tractor line and is 
being announced to the White field 
sales organization in a series of 
regional meetings. 

H. J. Nave, White Motor execu- 
tive vice-president in charge of 
White Truck Division, said the new 
tractor, the 9000TV, is for transport 
jobs in the 65,000-to-80,000 pounds 
GCW range. It features an 8-235A 
Super Mustang engine which de- 
velops 235 horsepower at 3400 ‘revo- 
lutions per minute. 


Wagner Provides $32,000 
To Publicize Trucking Safety 


ST. LOUIS.—H. N. Felton, mar- 
keting vice-president of Wagner 
Electric Corp. hag announced the 
appropriation of $32,200 to the 
ATA Foundation for an advertising 
program stressing the safety rec- 
ord of the trucking industry. 

The funds will be used to con- 
tinue a series of advertisements in 
Newsweek magazine that will em- 
phasize the safety programs and 
the safety record of the trucking 
|industry, said Walter F. Carey, 
| chairman of the ATA Foundation. 


} 


Adies Commas to Telode 


TOLEDO.—Leo Adler’s L’Auto 
|cie has opened here for Renault- 
| Peugeot at 1100 Monroe St. Adler 
also handles the French makes and 
DeS ot o-Plymouth-Valiant in De- 
troit. 
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Studying Dealer Service Role... 


MeFall Accents Truck Service 


meant when they came through |a day,” he said. “We're on call day 


By L. H, Houck 
Travelling Correspondent 

POCAHONTAS, Ark.—‘We have 
found that the over-the-road truck 
operator is the most neglected serv- 
ice prospect today,” said A, L, Mc- 
Fall, McFall Chevrolet Co., “and 
we're constructing a new building 
with a service department that will 
handle the big tractor and trailer 
combinations.” 

McFall said his firm has push- 
ed its service absorption past 85 
percent since discovering that the 
over-the-road trucker was the or- 
phan of the service business. 

He has been accenting truck 
service about a year, and he said 
that some truckers have been 
known to drive different routes in 
order to pass through Pocahontas 
and avail themselves of McFall 
Chevrolet’s service. 

McFall got the idea from visiting 
a number of truck shops in this 
area—there are several because 
these highways carry heavy truck 
traffic north and south. He found 





many drivers bemoaning the lack 
of service facilities on the road. 

McFall next made a survey of 
the facilities for both trucks and 
passenger cars and concluded that 
franchised dealers were losing 
some of the minor service jobs but 
were retaining the complicated jobs 
such as automatic transmissions, 
motor rebuilding, front-end and 
suspension problems, 

Tieing this information in with 
his idea of providing top-notch 
truck service, McFall, who start- 
ed as a mechanic 25 years ago, 
realized that what the truckers 
needed was skilled mechanics, 
modern equipment and tools and 
the availability of that combina- 
tion when they wanted it, which 





Truckers Plan 
Fight to Close 
Freight Loophole 


NEW YORK.—The nation’s regu- 
lated freight forwarder industry 
“intends to press for a decision all 
along the line” against pseudo ship- 
per associations, car pool operators 
and shippers’ agents, said Giles 
Morrow, president of the Freight 
Forwarders Institute. 

Morrow assailed the “new species 
of freight forwarder” which grew 
rapidly in the last decade and now 
“solicits, advertises for traffic, 
quotes rates, performs a complete 
forwarder service” but which, he 
said, escapes regulation through a 
statutory loophole provided solely 
for private associations. 

Morrow spoke before the Brook- 
lyn Traffic Club, Inc. 

The speaker indicated there is a 
good chance of getting tighter en- 
forcement of present laws against 
illegal forwarding-by-association or 
change in the law by joint effort of 
regulated forwarders, government 
transportation experts and shipper- 
carrier-investment circles. 

Heightened competition by unreg- 
ulated private carriers also faces 
railroads and regulated truckers, 
Morrow said. 


Stoutco Opens 
Plant to Produce 
Truck Body Parts 


BRISTOL, Ind.—Stoutco, Inc., 
has opened its new plant here, ac- 
cording to Richard W. Stout, pres- 
ident. 

The building, which covers 13,000 
square feet, will produce structural 
truck body and truck trailer parts 
in both steel and aluminum, One 
company product is a steel frame 


adapter kit for Chevrolet and GMC 


trucks. 


Stout, who heads the new com-| 


pany, was formerly with Hart Metal 
Co., Consolidated Metal Products 
and Warner Commercial Body. 
Larry A. Bourdon is western sales 
manager. He was formerly with 
Adams Westlake Co., Hart Metal 
Products Co, and Kesko Products, 
Gordon E, Thorn is eastern sales 
manager. He has been with Warner 
Commercial Body, Hercules Galion 
Products and Gager Keim, 





Pocahontas. 

“It suddenly dawned on me that 
the trucker can’t come in at any 
specified time because he’s on the 
road eating up the prescribed miles. 
I knew he’d bring his troubles to a 
designated spot on his route if he 
knew that he could positively get 
service when he got there. 

“We then placed our service de- 
partment at their disposal 24 hours 





Pa. Turnpike Limits 
Vehicle Width to 10 Ft. 


HARRISBURG, Pa.—vVehicles or 
house trailers wider than 10 feet 
have been banned from the Penn- 
sylvania Turnpike, Special permits 
which had been issued for oversize 
vehicles have been discontinued. 

A turnpike commission spokes- 
man said the highway’s 12-foot 
lanes are not wide enough to per- 
mit movement of big vehicles and 
offer maximum safety to motorists. 





or night, although we don’t stay 
open 24 hours a day.” 

Pocahontas is the first stop out 
of St. Louis, When the drivers 
learned that McFall Chevrolet had 
mechanics available to service them 
at all times, they started saving 
their jobs until they got to Poca- 
hontas on both up and down runs, 

Then McFall began scouting 
around to see who else could use 
this service, A road contractor 
working on a nearby highway 
project had a big fleet of equip- 
ment, including 60 Chevrolet 
trucks, but he had his own me- 
chanical department, McFall 
talked to him anyway. 

The contractor said he wanted 
new engine blocks put in two 
trucks that night. McFall took the 
job, and the trucks were ready to 
roll the next morning. 

The result: A satisfied customer 
who wanted to send his excess 
work to a good shop instead of add- 


PICK-UP PADS 
ROTATE 360° 


PADS ADJUST TO 
THREE HEIGHTS 


ARMS 
TELESCOPE 








Mudguard Enforcement 
Off Again in Illinois 

SPRINGFIELD, IllL—State po- 
lice have ceased enforcement of 
the controversial mudguard law 
for truckers pending outcome of 
injunction proceedings, The at- 
torney-general has appealed an 
injunction granted 16 construc- 
tion firms by a Granite City 
judge. 

Despite a Supreme Court or- 
dered amendment permitting 
trucks to use either flap-type 
guards or contour types, the con- 
struction firms claimed their 
trucks can’t be reasonably fitted 
with guards, They also chal- 
lenged the proviso that state po- 
lice should determine exemptions 
from the law. 





ing more work on his own force, 
and two happy mechanics who had 
made some bonus earnings. 

Also, McFall Chevrolet Co. was 
able to increase its parts inventory 
and put still more stress on its 
bid for service business. Other fleet 
owners were logical prospects, 

When McFall said the trucker 
was neglected, he meant just that. 





Handles cars easier, faster, safer... 
makes service and repair work more profitable 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This ‘‘octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 


this new lift include: 


Retary, 


off-center loading 


draulic operation 





e Width at jacks only 39”... compact 
and foreign cars can straddle lift easily 


e Heavy-duty 814” jacks permit greater 
e Safe, maintenance-free Rotary Full-Hy- 


© Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 


e Exclusive cable-and-strut equalizing 
system .. . keeps both runners level at all 
heights, whether moving or stopped. 


e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 


e Two-position wheel spotting dish 
e Low-cost installation in any location 
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Truckers had told him that most 
dealers and places where they 
would like to have work done con- 
sidered it a nuisance because it 
had to come in at odd times, usu- 
ally outside normal business hours. 

McFali Chevrolet lets the 
truckers know it wants their 
business no matter what time of 
day or night it comes in, The 
dealership also lets the truckers 
know that this special service 
setup has been developed especi- 
ally for them. 

This service has generated in- 
terest in other phases of the Mc- 
Fall’s business. 

Several drivers have bought their 
family cars from McFall. One driv- 
er said he would rather pay $50 
more and know that the car had 
been serviced by McFall’s service 
department because he liked the 
way they worked on the company 
truck, 

“One of the things it has done,” 
McFall commented, “is to show us 
our doors are too small for over- 
the-road combinations. This busi- 
ness is so important to us that we 
are erecting a new building with 
doors, floor space and equipment 
€ e ared for handling heavy-duty 
rigs.’ 





PIVOT EASILY 


Name____ 
Company 
Address 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1180 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 








Toasting the DAF— 


The arrival of the first Dutch-built DAF 
in the United States is toasted in the show- 
rooms of Imported Motor Cars, Montclair, 
N. J., by William P. Hasselman, third from 
left, chief Netherlands trade commissioner 
to the U. S. Looking on, from left, are 
Salvatore J. Fortunato, public safety com- 
missioner, Montclair, N. J.; Fred Bright, 
Imported Motor general sales manager; 
Hasselman, and Milton J. Kaufman, presi- 
dent, Imported Cars of Holland, Inc., East- 
ern distributor for DAF of Holland, Inc., 
Stamford, Conn. 





New Parish Catalog Aid 
To Truck Body Builders 


A new 48-page, quick-reference catalog of Parish 
structural components for truck bodies is now avail- 
able. In addition to the features shown at the right, the 
catalog presents a cross section of Parish facilities for 
mass producing high quality components at low cost. 
Research and manufacturing facilities are pictured, 
with descriptive captions. Write today for your free 
copy of this colorful Parish structural sections catalog. 
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On Import News Front... 


DAF Chooses Soft Sell 


TAMFORD, Conn.—How does an 
importer of a car compete with 
the mammoth advertising budgets 
of other automobile producers with- 
out resorting to similar expendi- 
tures himself? 

DAF of Holland, Inc., which 
handles the marketing of the 
Dutch-built DAF in the United 
States, does it with soft-sell pub- 
lic relations. 

Although the DAF enjoys the po- 
sition of being the lowest-priced 
car with an automatic transmission 
in the U. S. (domestic or foreign- 
made), its story needs telling at 
dealer level, according to Jan Soet- 
en, DAF of Holland president. 

While other firms may have huge 
national advertising campaigns to 
keep them going, Soeten said his 
firm has had to proceed cautiously. 

The number of DAF's arriving in 
the U. S. has been limited thus far, 
he explained, and the method of 
dealer-selection is such that “easy 
does it” has become a DAF byword. 


DANA PRODUCTS: Transmissions « Universal Joints ¢ Propeller Shafts « 
Axles » Torque Converters » Gear Boxes « Power Take-offs « Power Take-off 
Joints « Rail Car Drives * Railway Generator Drives « Stampings Spicer 
and Auburn Clutches « Parish Frames « Forgings 








In any case, he observed, his firm 
adheres to the selling principle of 
selling the dealer first. 

When a dealer is franchised to 
handle the DAF, a public relations 
representative of DAF of Holland 
visits him to acquaint him with the 
promotional assistance available to 
him—at no charge, according to 
Soeten. 

A story announcing the dealer’s 
appointment is prepared by DAF 
of Holland for local and regional 
newspapers, along with feature 
pieces of interest to automotive 
editors of publications in the 
dealer’s area. 

When delivery of the first DAF 
is made to the newly appointed 
dealer, DAF of Holland heralds its 
arrival with a ceremony open free 
to the public. With the chief Neth- 
erlands trade commissioner to the 
U. S., William P, Hasselman, and 
local civic leaders in attendance, 
the dealer’s showroom provides the 
setting for inspection of the new 
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car and the drinking of a toast to 
traditional Dutch-American friend- 
ship. 

DAF of Holland provides each of 
its dealers with several press in- 
formation kits, which serve as in- 
formation bulletins for dealer sales- 
men, The material in these kits 
graphically illustrates DAF fea- 
tures that should appeal to the 
American consumer. 

It also includes specifications and 
a sketch of the car’s main points, 
including variomatic drive, a sys- 
tem providing an infinite number 
of ratios from “first gear” to “over- 
drive.” 

o* ob ea 


Peugeot 


OHN GREEN CORP. has an- 

nounced that all Renault dealers 
in its franchised area of California, 
Arizona, Nevada and Utah now are 
authorized dealers for Peugeot. 


“Previously, some of our 96 deal- 
ers were franchised for Peugeot 
and the latest move to retail Peu- 
geot in all Renault sales outlets is 
in line with an overall expanded 
program that began recently with 
a sharp increase in Peugeot pro- 
duction,” said John Green, presi- 
dent of the distributorship. 

“Also the Peugeot advertising 


Identification Chart helps you quickly 
the many different Paris 


components. 





A Nomenclature Index lists Parish part names 
in a vertical column, alternate part names in a 
horizontal column, for easy-to-use convenience. 





Part arowinee show typical assemblies and clearly 


part used in the assemblies. 


dimensions 
rawing of the 


component you need, quickly and easily. 











schedule has been increased and 
the tempo of dealer merchandising 
has been speeded up.” 
Meanwhile, in New York, a 
spokesman for Renault, Inc., said 
Renault dealers in other areas who 
do not now handle Peugeot are be- 
ing offered Peugeot franchises. 
+ * ok 


Volkswagen 


STUART PERKINS has been 

© appointed assistant vice-presi- 

dent of Volkswagen of America in 

addition to his duties as sales man- 

ager, it was announced by Carl H. 
Hahn, vice-president. 


Perkins was the first employe of 
VW of America, when he joined the 
company in 1955. A native of Lon- 
don, England, he began his associa- 
tion with Volkswagen in Canada in 
1952. He was assistant service man- 
ager and assistant to the managing 
director of the Canadian firm when 
he was transferred to the U. S. 

Cd * + 


NSU Prinz 


AN NSU PRINZ 30 rang up the 
“best overall performance re- 
gardless of class” in a gymkhana on 
Republic Aviation Corp.’s runway 
in Farmingdale, Long Island. 


The car was driven by Tom Cor- 
ceran, of Cedar Motors, Inc., Farm- 
ingdale. The NSU Prinz is imported 
by Fadex Commercial Corp., New 
York. 


* * * 


Datsun 


As PART of its crash program 
to sell 1,000 Datsuns a month 
by the end of the year, Nissan 
Motor Co., Ltd., Tokyo, has opened 
offices in New 
York, according 
to Keiji Uno, 
United States 
sales vic e-presi- 
dent. The offices 
are located at 120 
Broadway. 

Manager of the 
new office is Soi- 
chi Kawazoe, a 
veteran of 25 
years with the 
company. Shin- 
tara Inada has been named assist- 
ant manager. 

The New York office will be re- 
sponsible for building distribution 
and sales along the Eastern sea- 
board, South Central states and 
Eastern Canada. 

Formerly an executive of the 
Manchuria Auto Co., Kawazoe also 
served for six years as director and 
plant manager of the Fuji Motor 
Co., Yokuska, Japan, where he was 
cited by the American Government 
for directing the rebuilding of Jeeps 
and other vehicles for the Armed 





Soichi Kawazoe 


Forces in Korea and other Far 
Eastern areas. 

oe * os 

Arabella 


HE Arabella, newest car from 

West Germany’s Borgward 
group, was previewed for dealers 
and press in New York by Arabella 
Motors Corp., Eastern distributor. 

A product of Lloyd Motoren 
Werke, Bremen, the Arabella fea- 
tures a flat, four-cylinder engine, 
front-wheel drive, independent sus- 
pension for all four wheels and a 
synchromesh gearbox for the four 
forward speeds as well as reverse. 
Gasoline economy of 35 m.p.g. is 
claimed. 

Fred Sessler, head of Arabella 
Motors, is confident that he can 
sell more than the 1,500 cars 
which he has been allotted by the 
factory this year. 

Sessler feels that the U. S. com- 
pacts have put the squeeze on im- 
ports in the $2,000 class. He believes 
that the only imports which will 
survive are those priced higher or 
lower than the U. S. entries. The 
Arabella will sell for $1,750, POE 
New York. 

“But lower price is not enough,” 
he warned. “Buyers must feel that 
they are getting greater value for 
the expenditure of fewer dollars.” 

* * * 


Citroen 


ONACO MOTORS INC., the 

Midwest’s first exclusive Citro- 
en dealership, has opened at 2287 
E. Jefferson Ave., Detroit. Richard 
Haynes, Detroit manufacturers rep- 
resentative, is the owner. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 








Look for the big International Automobile Show Section in The New York Times, Sunday, April 17 





people do. Only more so. For example, they 
buy more cars than the people in any other market. 
And you can sell them more cars by using more space 
more often in The New York Times... first in 


New York in automotive advertising. 
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William C. Schuster, 
district manager, has been named 
fleet engineer for Perfect Circle 
Corp. His territory includes Penn- 
sylvania, New York, New Jersey, 
the New England states, Maryland, 
Virginia, the Carolinas, Alabama, 
Georgia and Florida, 

* +* 


IH Appoints Zierath 
M, W, Zierath has been appoint- 
ed manager of the Atlanta truck 
sales district for International Har- 
vester Co. He has been with IH 
since 1936, 





Canada's Cinci Trophy— 


The Cinci Trophy, shown here during 
its exhibit at the Canadian National 
Sportsmen's Show, will be awarded the 
overall winner of Canada's first interna- 
tional Formula Libre Race, The Carling 
300, to be held May 28 at Harewood 
Acres race track, Jarvis, Ont. A total of 
$6,000 in prize money will be awarded 
competitors. Shown with the trophy are 
A. T. Willett of Carling's and Janet Munro, 
Miss Outdoors of 1960. 


om + * 

Sayre Is Norge Chairman; 
Quayle Becomes President 

Judson S, Sayre has been elected 
chairman and chief executive of- 
ficer of Norge division of Borg- 
Warner Corp. He had been Norge 
president since May, 1954. Robert 
H. Quayle jr., executive vice-presi- 
dent since October, 1958, succeeded 
Sayre as Norge president. 
Harold P. Bull was appointed 











Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life .. . extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
WoLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WOoLF’s HEAD commanding distinctive 


customer loyalty. 


WOLF’S HEAD OJL REFINING CO., INC. 
OIL CITY, PA. 
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Louisville | vice-president and assistant to the 


president. He had been sales vice- 
president. Walter C, Fisher, direc- 
tor of marketing, succeeded Bull 
as sales vice-president. 

* * * 


Stark Named Sales Manager 


At Standard Motor 


Leo J. Stark has been named 
general sales manager for Stand- 
ard Motor Products, Inc., Long Is- 
land City, N. Y., succeeding the 
late J. Fred Ken- 
ny. Stark has 
been Standard’s 
Western regional 
manager since 
1950, 

A 27-year vet- 
eran in automo- 
tive distribution, 
Stark joined 
Standard in 1942. 
He spent most of 
the intervening 
years in the west 





L. J. Stark 
and southwest and, according to 
Standard, his 10 years on the com- 
pany’s sales management board 
have given him a thorough under- 
standing of the national picture. 

* ak * 


GMAC Appoints Six 


To Regional, Branch Posts 
General Motors Acceptance Corp. 


and four branch chiefs. The new 
regional managers are Russell M. 
Bollinger, Chicago, and Sowell 
Slack III, Los Angeles. They suc- 
ceed Marvin L, Ewing and William 
C. Roach, now GMAC vice-presi- 
dents in New York. 

New branch managers are John 
Bedient, Pasadena, Calif., succeed- 
ing Slack; Alvin J. Felton, San 
Bernardino, Calif., succeeding Bedi- 
ent; John H, Owens jr., Allentown, 
Pa. and John J. McHugh, who 
heads a newly established branch 
in Medford, Ore. 


* * * 


Ford Unit Appoints 2 

Ford International Staff has 
named J. Wilner Sundelson an ex- 
ecutive assistant to the regional 
director, European operations, and 
R. A, Winter an executive assistant 
to the group director, Canada and 
overseas distributors and export 
supply operations, 


+ * - 
Kane Joins UMS 
J. Patrick Kane, director of prod- 


uct services for AC Spark Plug di- 
vision, has joined United Motors 


has named two regional managers | 





Service division of General Motors | 


and has been assigned to national 
accounts. He had been with AC 
since 1951. 


* * * 


Hancock Boosts Layhe 


William G, Layhe, former comp- | 


troller of Hancock Industries, Inc., 
Jackson, Mich., has been named 
secretary-treasurer of the firm, He | 
succeeds Ernst W. Gauss who has 
retired. Layhe joined Hancock in 
1956. 

of * * 


AC Names Bachtel 


Dale Bachtel has been appointed 
manufacturing manager at AC 
Spark Plug division of General Mo- 
tors to succeed Howard L. Roat, 
who now is works manager for the 
AC-Milwaukee plants. Bachtel has | 
been with AC since 1941 and had 
been works engineer at Flint since 
1956. | 


* * ” 
Curtis Industries Promotes 


Howard Abrams, Dr. Wilson 


Howard Abrams has been elected 
chairman of Curtis Industries, Inc., 
and Dr. Robert G. Wilson has been 
appointed executive vice-president. 
The firm is headed by Morris 
Abrams. 

Howard Abrams also will assume | 
administrative duties as executive | 
vice-president in charge of research 
and development, and mergers and 
acquisitions, Wilson joined Curtis 
six months ago as assistant to the 
president. 





Pritchard Rejoins TRW 


Neal A. Pritchard has been ap- 
pointed market research manager 
for the automotive divisions of 
Thompson Ramo Wooldridge, Inc. 
He rejoined TRW after a year with 


1960 


Cresap McCormack & Paget in 
New York. 


* * * 


Chrysler Promotes Neboska 


Paul Neboska has been named 
district manager for the Chrysler- 
Imperial division in Bismarck, 
N. D. He formerly was in distribu- 
tion work in the division’s Minne- 
apolis zone Office, 

cg oe a 


Three Promoted in Sales 
By Champion Spark Plug 

Three promotions in sales have 
been announced by Champion 
Spark Plug Co, They are: 

W. R. McConaughey, director of 
the newly created sales personnel 
and training section; M. N, Hanna, 
director of the newly created mar- 
ket research department, and J. E. 
Neal, to a new administrative posi- 


tion in the sales department, 
+ a * 


Buick Promotes Scott 


In Milwaukee Zone 
Appointment of Robert H. Scott 
as assistant manager of Buick’s 
Milwaukee zone is announced by 
Edward C, Kennard, general sales 
manager. 
Scott, 36, has been business man- 
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@ 2500-lb. G.W. capacity. 
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Factory: Belleville 6, Mich. 
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Custom HITCHES for 1960 Cars! 


Draw-Tite makes a Custom Hitch for every car make and 
model you sell—including 1960's! Only a one-piece Draw- 
Tite insures proper fit with both the car’s frame and 
bumper for complete safety. Only Draw-Tite gives you pro- 
fessional, ‘“‘made-for-the-car’ 
em in and sell 'em with this top-quality, full-profit line. 


New “‘TRIGGER LOCK” Couplers 
Just ‘‘pull the trigger’’ for fast, 


@ Exclusive “Trigger-Lock" Action. 


@ Sturdy, deep-channel construction. 


@ Cadmium-plated to prevent rust. 


Draw-Tite Couplers for boat and utility trailers feature 
heavy-duty construction with family-safe dependability. Your 
customers can’t buy a better coupler for the money! 


Draw-Tite 


HITCHES » COUPLERS * WINCHES 


'@ 500-Ib., 700-Ib., 3500-Ib. guaran. 
teed pull. 


®@ Long-life, 
mounted gears. 


@ Spring-loaded ratchet holds in any 
mounting position. 


@ Field-proven for boats, farm use. 


Top pull and smooth performance are the reasons why trailer 
owners buy thousands of these winches each year—the same 
owners you sell to! Stock a few for display and order as you 


TRAILER PRODUCTS DIVISION 
DRAW-TITE MFG. CO. 







ager at the Milwaukee zone office 

since June, 1957. He formerly 

served as a district manager in the 

Milwaukee zone and a parts rep- 

resentative in Buick’s Chicago zone. 
* * + 


AC Promotes Bachtel 


Dale Bachtel has been appointed 
manufacturing manager at AC 
Spark Plug. He succeeds Howard 
L. Roat, who has been works man- 
ager for the AC-Milwaukee plants. 
Bachtel had been superintendent of 
maintenance and construction, 

* * * 


Williams Joins ACF Board 


Ernest W, Williams jr., professor 
of transportation in the Graduate 
School of Business at Columbia 
University, has been elected a di- 
rector of ACF Industries, Inc. 

* * a 


McKinley and Fletcher 


Retire from Midland-Ross 


William A, McKinley has retired 
as board chairman of Midland-Ross 
Corp., and Saxton W. Fletcher has 
retired as vice-chairman, Both re- 
main as directors of the company. 

McKinley served as president and 
a director of Midland Steel Prod- 
ucts Co, before the firm merged 

(Continued on Page 45, Col, 1) 
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(Continued from Page 44) 


with J. O. Ross Engineering Corp. 
in 1957. At the time of the merger 
he was board chairman of Midland 
Steel Products, Fletcher was presi- 
dent of Ross Engineering at the 
time of the merger and served as 
a vice-president of Midland-Ross 
until 1958 when he became vice- 
chairman of the board, 

* * + 


Enjay’s Coffey Heads 


New Automotive Group 

Enjay Co., Inc, has named 
Clifford A, Coffey head of its new 
automotive development group in 
Detroit. 

Coffey, who joined an affiliated 
company in 1952, had been acting 
manager of Enjay’s Akron dis- 
trict. 


Burleigh Quits Ford 


For Toyota Parts Job 

Charles L. Burleigh, former Ford 
executive, has 
been named na- 
tional parts and 
service man- 
ager for Toyota 
Motor Distribu- 
tors, Inc., it is 
announced by 
Harold N. John- 
son, general man- 
ager, 

Burleigh had 
been with Ford 
since 1949. He 





Cc. L. Burleigh 
most recently was manager of 
dealer services for the service de- 
partment of Ford division. 

* + * 


Firestone Names Gieck 


To Head Airide Sales 

J. E. Gieck, formerly of the 
sales engineering staff in Detroit, 
has been named Airide sales 
manager for Firestone Industrial 
Products Co., Noblesville, Ind. 


Gieck joined Firestone’s indus- 
trial products division in 1947 
and has headed the sales engi- 
neering staff in Detroit since 
1958. 


* * * 


FWD Promotes Laack 

FWD Corp., Clintonville, Wis., 
has named Arthur J, Laack to the 
newly created position of director 
of merchandising. 

He has been manager of FWD’s 
advertising and sales promotion 
division since 1955, 

oe a * 


Mack Trucks Names Meinert 


Central Division Manager 


Richard J. Meinert has been ap- 
pointed Central division manager 
for Mack Trucks, Inc., with head- 
quarters in the 
company’s Chica- 
go branch, 

Meinert has 
been Mack’s Chi- 
cago district 
manager since 
1956 and prior to 
that was Cincin- 
nati district man- 
ager for four 
years. He began 
his 30-year as- 
sociation with 
Mack in the company’s St. Louis 
branch parts department 

* * * 


Lewis-Shepard Appoints 

Delwin F. Smith has been named 
sales representative in the Spring- 
field and Western Massachusetts 
territory for Lewis-Shepard Prod- 
ucts, Inc., Watertown, Mass., pro- 
ducer of electric-powered fork-lift 
trucks and related materials han- 
dling equipment. 

” * o 


Permatex Names Kiersky, 
Reggio Development Chiefs 


Permatex Co., Inc., has named 
Robert B. Kiersky and Frank P. 
Reggio to direct development work 
in two different areas, 

Kiersky was named market de- 
velopment director and Reggio was 
made product development director. 

a * + 


Borg-Warner Ups Joslin 


J. M. L. Joslin has been named 
manager of executive development 
and training for Borg-Warner 





R. J. Meinert 











Corp. He had been with the com- 
pany’s York division, manufacturer 
of air conditioning, refrigeration 
and heating equipment. 


* * * 


Kane Joins UMS 


J. Patrick Kane, director of prod- 
uct services at AC Spark Plug, has 
joined United Motors Service divi- 
sion, General Motors, He is assign- 
ed to national accounts. 

* * + 


Hauser in New Post 


George J. Hauser has been named 
assistant to the president for sales, 
Highway Trailer Co, He formerly 
was sales manager at Highway’s 
Hazleton (Pa.) plant. He will con- 
tinue to be headquartered there 
and will concentrate on railroads, 
major trucking accounts and spe- 
cial projects. 

+ + + 


Cawley Joins Ford Unit 


Charles B. Cawley has been ap- 
pointed credit administrator, over- 





seas distributors and export supply 
operations, Ford International divi- 
sion. He succeeds E, F, Chase who 
has been named manager of the 
credit and dealer financing depart- 
ment. Cawley formerly was with 
General Electric in Bogota, Colom- 
bia. 
* * ~ 


F.M-B Promotes Four 


In Service Division 

The promotions of Alan E, Carl- 
son to general manager, and Elgin 
A. Oehler and Richard B. Manguse 
to district super- 
visors for the 
Federal - Mogul 
service divi- 
sion have been 
announced by 
Federal - Mogul - 
Bower Bearings, 
Inc., Detroit. 

F-M-B also an- 
nounced the as- 
' signment of four 

| district man- 
A. E. Carison agers. Donald O. 
Combs has been sent to Indian- 
apolis, William Webster from Chi- 





Memphis to Chicago. 





Colorado Independents Elect— 


Officers and directors of the Independent Automobile Dealers Assn. of Colorado are, 
cago to Los Angeles, Robert R.|from left, John Shay, vice-president; George Lamb, director; Riley Ringsby, director; 
Justice from Los Angeles to Mem- | Bill Dreiling, reelected president, and Stan Chizzick, director. Seated: Mac Campbell, 
phis, and Robert A, Young from |director; Glen MaDonald, director; Howard Stark, general manager; Max Pomeranz, 


director, and Harry Moll jr., director. 
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TBEA distributors 
represent nationally- 
known manufacturers 
of such specialized 


truck equipmen 








This is the emblem of the Truck Body & Equipment Association. Their 
distributors (one is near you) help you meet your customers’ require- 
ments for special trucks and equipment. Your TBEA distributor figures 
the technical details, recommends the proper equipment, and makes 
certain the job comes out right. Call him—it costs you nothing. 
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STAKE BODY VAN & REEFER BODIES 
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ELEVATING TAILGATES GAS TANKS 
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MANUAL DERRICKS AERIAL 
HYDRAULIC LIFTS FRONT WHEEL DRIVES se 
Your TBEA distributor gives truck sales a boost whenever he’s con- 
sulted. Write now for the name of your nearest TBEA distributor. 2 
Dept. 08 


-* TRUCK BODY & EQUIPMENT ASSOCIATION, 


BOARD OF TRADE BUILDING ¢ 1616 K STREET N.W. © WASHINGTON 6G, D. C. 


INC. 
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Pyril, is designed to withstand en- 

gine compartment. heat up to 200/77, 

percent longer than present spark- | 4 

plug wires, the firm said. 
+: 





















VAN BODY—Unisteel Body Co., Galion, 
O., has announced its 1960 “Spacemaster" 
all-aluminum van body. The body is avail- 


TRUCK NEW PRODUCTS 


PITMAN ARM PULLER — A puller set 
which services the hard to reach, boxed 
in pitman arm on “‘cab-over” or “tilt-cab" 
model trucks has been announced by Owa- 
tonna Tool Co., 314 Cedar St., Owatonna, 
Minn. Set includes two puller bodies for 
various pitman arms, and three special 
puller hex nuts to fit the steering geor 












able in lengths from 12 to 24 feet, in 24- 
inch increments. It is 92 inches wide and 
is made with 78 and 86-inch eave heights. 
One highlight feature of the new model 
is said to be a one-piece ‘‘tensionized” 
minum skin crown roof of great rigid- 
ify. @ crown construction sheds water 
and snow, it is said. 








and one gallon cans, plus 5, 15, 30 
and 50 gallon drums. The additive 
is formulated as a detergent, dis- 
persant and solvent to aid in elimi- 
nating and preventing sludge for- 
mations, gum and varnish in the 
fuel supply line. 


* x * 


MUD FLAP BRACKET—A mud flap brack- 
et has been marketed by Truck and Trailer 
Products, Inc., 1220 Huron Rd., Cleveland 
15, ©. Called the ‘‘Guardian Safety Flap 
Bracket,” this device complies fully with 
the new Illinois law, HB-1200, which re- 
quires that all trucks and trailers operated 
in or through Illinois must carry mud flap 
brackets maintaining specific contour forms. 
The brackets can be installed on all trucks 
and trailers now in operation, it is said. 





levershaft thread size. Any appropriate 
size wrench turns the hex nut which trans- 
mits power to the puller, removing the 
arm from the steering gear levershaft 
without damage to parts. 





REVOLVING. LIGHT —Trippe Mfg. Co., 
133 N. Jefferson St., Chicago 6, Ill., has 
announced the dual-color Streamliner 
360 degree revolving light with separate 
lenses, front and rear. The unit can be 
furnished with all red, all bive, all amber; 
or it may be equipped with any color 
combination desired, both front and rear. 
The Streamliner emits a flash from a 150 


candlepower bulb. The height is six inches, |. 


and the length is 14 inches. 
S18 ot 


Spark-Plug Wire 

Belden Mfg. Co., 4645-T W. Van 
Buren, Chicago 80, Ill., announces 
the development of a spark-plug 
wire designed to provide longer life 
and dependable performance at the 
higher operating temperatures and 
voltage found in bus and.truck en- 














FUEL FILTER—Diesel fuel oil filters on 
all 1960 Cummins engines are being 
equipped with ‘easy-change” type screw- 
on filters. Known as the model P 1101-PL, 
the diesel fuel filters produced by Fram 
Corp., Providence 6, R. |. have a filtering 
capacity of 175 gallons per hour. They 
are now available through all Fram 
dealers. 



























MARKER LAMP—A lamp, for clearance, 
marker and identification lamp application 
on trucks, trailers and semi-tractors has 
been announced by J. W. Speaker Corp., 
3059 N. Weil St., Milwaukee 12, Wis. The 
lamp is installed without disassembling 
the unit. Two screws are used to fasten 
the lamp to flat or contoured cab or body 
surface. Bulb changing is said to be fast 
and simple—only one screw releases the 
lens when bulb replacement is necessary. 
The lamps are available with red, amber, 
blue or clear lenses. 

oi 


Valve Stem Clamp 


Truck & Trailer Products, Inc., 
1220 Huron Rd., Cleveland 15, O., 
has introduced the Bulldog valve 
stem clamp, which it said is de- 
signed to eliminate destruction or 
damage of truck and trailer tires 
and tubés caused by the cutting 





PARKING BRAKE KiT—MGM Brakes, Inc., 
Cloverdale, Calif., has announced a park- 
ing brake kit; model 410-A, with all parts 
necessary for mounting on trucks whose 
parking brakes do not comply with new 
Interstate Commerce Commission on brakes. 
The MGM brake is manually controlied 
from the cab by the driver for use as a 
positive parking brake or as an emergency 
brake. It also functions automatically in 





CRANE—The Thern model H-550B truck 
and davit crane is designed so that when 
mounted on a truck the boom can be 
folded down out of the way rather than 
lifting entire crane out of its base to drive 
truck into garage or for other low clear- 
ances. Folding is accomplished by pulling 
just one pin in the boom support. Maxi- 
mum lifting capacity is 1,500 pounds with 
the boom retracted to its minimum reach 
of 39 inches. With boom extended to 
maximum 54-inch reach, lifting capacity 
is 1,000 pounds, it is saids Crane is pow- 
ered with a Thern model 44W double- 
gear hand winch rated at 2,500 pounds 
capacity. Lifting height from floor is 7 feet 
6 inches with boom extended. Total height 
is 8 feet in this position. Total height, 
floor to boom top; with boom fully re- 
tracted is 7 feet 1% inches. With boom 
folded height from floor to top of winch 
is 51 inches. Base dimensions are 12 by 
12 inches; four Y-inch bolts are required 
for mounting. Winch comes with 19 feet 
of Y%-inch wire rope supplied. Thern Ma- 
chine Co., Winona, Mian. | 


The bracket bolts on at just four places on 
the truck. 


* * * 





TRAILER MIRROR—A truck trailer mir- 
ror, which is said to provide exceptional 
visibility through use of an adjustable 
mirror head on a double-extending arm, 
has been introduced by Supersite Corp., 
306 Seymour Ave., Derby, Conn. Of light- 
weight anodized aluminum, the 13-inch 
mirror arm can be extended to 244%, inches 
for rear-viewing. No. 541-XX double- 
extending Mirror Head Assembly with op- 
tional brace weighs only one pound, eas- 
ily clamps or bolts to metal and wood 
car and cab bodies, it is said. Rust-proof, 
it is equipped with supporting brace which 
affords firmer mounting and reduces vibra- 
tion. A double swivel bali-socket insures 
ease of adjustment to suit driver's desire 
in viewing, it is said. ‘ 


gine operation. This wire, called 


event of air pressure failure, it is said. 
2 ee 8 


FLAT BED BODY—tThe series FC fiat bed body with its own crew compartment has 
been announced by Utility Body Co., 1530: Wood St., Oakland 7, Calif. The body is 
said to eliminate the use of sedan cabs and can be used two to three times on dif- 
ferent chassis: The crew compartment accommodates four men. The body is furnished 
in two styles: The first with a crew cab offset to provide space for carrying pole der- 
ticks and long material. The second has a vertical compartment with both sides 
equipped with adjustable shelves and rope hooks. 





SCHOOL BUS—Superior Coach Corp., Lima, O., has announced its 1960 school bus 
with Scene-O-Ramic windshield—136 degrees of unobstructed forward vision. The 
bus also is available with wide conventional windshield. This year's model is offered 
with a choice of five standard chassis, and in seating capacities from 24 to 66 pas- 
sengers. The unit also features “kick-out" windows or safety hatches, designed to 
permit easy exit in the event of rollover, or an accident in which normal emergency 
exits might be blocked. 





action of metal valve stems when 
flats occur. 











FUEL SELECTOR VALVE—An economical 
fuel tank selector valve that is said to 
permit the truck driver to switch from one 
tank to another by means of a control on 
the dashboard has been announced by 
Anderson Brass Co., 102 S. Campbell Ave., 
Detroit, Mich, The valve utilizes a positive- 
mechanical action which, according to the 
manufacturer, assures controlled port ac- 
tuation at all times preventing draining 


eliminating aeration of fuel by sucking 
air from the empty tank. The valve can 
be used in pairs for. installations requir- 
ing three or four tanks, and is easily 
adaptable to recirculating fuel tank sys- 


tems. 
* +. * 


Diesel Fuel Additive 
Shaler Co., Waupun, Wis., has 
marketed Shaler diesel fuel addi- 
tive, a product available in one pint 


or pumping from one tank to another, and | 5 





DELIVERY UNIT—DeKalb Commercial Body Corp., DeKalb, Ill., has introduced the 
“Forward-Van,"" a ‘frequent stop” delivery unit designed for soft water service. The 
unit comes complete with internal racks, tank holder brackets, diamond plate floor, 
special side entrance arrangement for carts, and other DeKalb engineered features. 
The bodies are available in two standard sizes—36 and 44-tank units. The body may 


be mounted on Ford, Chevrolet, GMC or Dodge chassis. 
* * * 7 * * 





BOYERTOWN BODY—With the introduction of the 1960 Chevrolet drop-frame, flat- 
face cowl chassis models C1402, C2502, C3602 and C4102, Boyertown Auto Body Works, 
Boyertown, Pa., has expanded its present line to include 1960 body models for instal- 
lation on these Chevrolet chassis. These body models, S-6, S-7, DS-7, $8-L, DS8-L and 
IDS8-L are designed to take full advantage of the low chassis frame providing cab 
steps and cab floor as low as possible, it is said. The body models provide loadspace 
lengths of 74, 90 and 96 inches with full square usable loadspace capacities of 176, 
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How They're Pushing Sales... 





Dealer Ad Ideas 


‘And in This Corner .. .’ 


“West Side Story” to his home for 


UEENSTON MOTORS, LTD.|® get-together when the show was 


(Chevrolet-Oldsmobile), H a m- 
ilton, Ont., went after new and 
used-car business with an unusual 
newspaper ad using a boxing- 
match theme. 

The ad depicted Pat McNamara, 
new-car sales manager, in one cor- 
ner of the ring, and Tom Branna- 
gan, used-car sales manager, in the 
other. 

The ad was captioned: “Neither 
Team Will Throw In the Towel.” 
The dealership promised a “sales 
battle to the finish” between the 
new and used car sales staffs in 
an effort to achieve peak volume. 

“The fight arena is located at 10 
Queenston Road,” said ad copy. 
“You win on all points during the 
mighty match.” 

* 


* * 


West Siders All 
RED RITTER, who operates a 
Pontiac West Side dealership 
invited the cast of the musical play 


Ex-Dealer Sues 
Three Partners 


In ‘Squeezeout’ 


READING, Pa.—Charging that 
he was squeezed out by other di- 
rectors of the company, the former 
owner and president of a local deal- 
ership has filed an equity suit in 
Berks County Court for appoint- 
ment of a receiver for the business. 

The suit was filed here by James 
Kirk against Harold B. Robinson, 
Minnie Robinson and Edward Kes- 
sler. 

Kirk formerly operated the Jim 
Kirk Ford Agency, first at 40 N. 
4th St. and later at 1000 Lancaster 
Ave. Robinson is a Philadelphia 
auto dealer, while Kessler is the 
new president of the local Ford 
agency, now operated as Reading 
Ford, at the Lancaster Ave, ad- 
dress. 

In his suit, Kirk asked the court 
to restrain the three defendants 
from disposing of the assets, to 
appoint a receiver, to direct the de- 


fendants to deliver 50 shares of | 


stock to him and to order them to 
give an accounting of all business 
since March 19, 1959, 

The suit described Kirk as owner 
of Jim Kirk Ford when the corpor- 
ation was formed and capitalized at 
$20,000, with 200 shares of stock at 
a par value of $100 a share. It said 
he transferred the assets to the 
corporation for 25 percent of the 
stock, with Robinson receiving 50 
shares and Mrs, Robinson getting 
25 shares. 

Kirk reported that he served as 
president until last Feb. 20, when 
he was notified that Kessler had 
been appointed president. Robinson 
had been vice-president and Mrs. 
Robinson, secretary. 

The suit claimed that the de- 
fendants refused to hold meetings, 
.to issue financial statements, to de- 
liver Kirk’s stock certificates and 
“wrongfully gained personal prop- 
erty.” 


General Contract 
Buys Two Firms 


ST. LOUIS.—General Contract 
Finance Corp, has acquired Morris 
Plan Co., Wichita, Topeka Morris 
Plan Co., Topeka, and has estab- 
lished 13 new finance and personal 
loan offices, according to Walter E. 
Burtelow, president. 

* The company now operates 61 fi- 
nance and personal loan offices, 
and six thrift departments in 10 
Midwest and Southern states and 
36 cities, compared with 37 finance 
and personal loan offices at the be- 
ginning of 1959, a 65 percent in- 
crease in facilities, Burtelow said. 

The company has established 
personal loan offices at Biloxi and 
Laurel, Miss.; Montgomery and 
Birmingham, Ala.; St. Ann’s and 
Joplin, Mo., and Cahokia, Ill. New 
finance offices have been establish- 
ed at Fort Walton Beach and 
Tampa, Fla.; Ardmore and Shaw- 
nee, Okla., and Joplin. 


having its Cleveland run. 

The reason: A neat bit of promo 
on “Get the West Side Story First,” 
which tied in with Ritter’s adver- 
tising campaign. 


gines, outboard motors, and 
chain-saw engines. 

A spring offer for March and 
April offered to clean a power 
mower’s carburetor, adjust, set 
points, clean and set plugs, clean 
mower from top to bottom, 
sharpen blade for $5 plus any 
new parts needed. 


* . * 


Giddum Up, Scout 


vue Lone Ranger’s faithful In- 


dian companion Tonto rode into 
Rochester, N. Y., to help celebrate 
the opening of a Plymouth-Valiant 





Dealer Fixes Small Engines 

McPONALb MoTors, INC, a 
new used-car dealer in Jef- 

ferson City, Mo., has established 


a department for overhaul, serv- 
ice and repair of lawn-mower en- 


* ¢ dealership. 


Motors 


Ernest DiGiovanni, operator of 
the agency, also operates Europa 
(Jaguar-Volkswagen). 
Giovanni is a brother-in-law of Jay 
Silverheels, the actor, who is better 
known as Tonto. Tonto appeared 
at the dealership three days. 


Di- 


for three years. 


New Home for Michaelson— 


Situated on a one-acre plot, the new headquarters for Michaelson Motors in Balti- 
more will have 10,300 square feet of floor space. The showroom, 30 by 75 feet, will 
feature interior plate glass dividing walls. The shop will have 11 service bays in an 
overall area of 90 by 60 feet. The balance of space includes a parts department and 
office. The company, headed by David Michaelson, president, has been a Volvo outlet 


47 








one ota series: 


a 3 \ ; \ How to improve dump truck operations 


Check hoist operation before you buy 


Intelligent buyers seek the best value 
at the lowest price. Dump truck buy- 
ers do likewise. Don’t be fooled, how- 
ever, by determining the value of a 
hoist only by its capacity rating. Other 
things are important, too. 


Dumping Time 


Dump trucks are bought to haul and 
dump loads. If hauls are long and 
dumping infrequent, it makes little 
difference whether your hoist tips in 
10 seconds or 25 seconds. But if your 
hauls are short, and trucks dump 
dozens of times each day, the speed 


of dumping will influence the number 
of trips and tons per day — a fast- 
dumping hoist will enable a truck to 
spot, dump, and be on: its way for 
another load without holding up the 
following trucks. 


Maximum payloads every trip — that’s the rule for this fleet 
of Heil dump bodies hauling aggregate for a batching plant. 


Heil hoists are fast-dumping, with 
high-volume hydraulic pumps that 
offer reserve capacity. 


Stability 


If dumping is all done on level ground, 
or paved areas (as in dumping into a 
hopper), almost any hoist will raise a 
body without leaning to one side. But 
in dumping off-highway on normal 
construction sites, you need a hoist 
that holds the body in line with the 
truck frame as it goes up—even when 
the truck wheels are not on the same 
level. Otherwise the truck can tip over 
as the body and load lean sideways 
in going up. 

Heil arm-type and telescopic hoists 
are made to hold the body and load 
in a stable position for all normal 
dumping conditions. 


[ 


Gross Weight 


The weight of a hoist reduces the 
payload which a truck can haul le- 
gally — by the amount of its own 
weight. Heavy hoists, therefore, re- 
duce the payload more than lighter 
ones. The lighter the hoist, the more 
payload and the more profit the truck 
can earn — so long as the unit is not 
so light that maintenance and repair 
expenses become excessive. A light 
unit that will work without downtime 
for repair is your best choice. 

Heil hoists offer the lowest costs 
with best payloads. 

To get the right combination of 
hoist and body features for your low- 
est operating cost, see your nearest 
Heil distributor. The Heil Co., Mil- 
waukee 1, Wisconsin. 


SEND FOR FREE BOOK 


~——. 
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SNe 
THE HEIL COMPANY 
Body and Hoist Division, Milwaukee 1, Wis.: 


Send me Heil’s new illustrated manual, 
“How to Select the Right Body and Hoist," 
as soon as possible. (Check here. see 
you'd like a salesmain to call.) 

Name. 

Address. 


City. 
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On the Financial Front. . 


GMAC Profit Declines 


As Volume Rises 


NEW YORK.—Despite increases 
in almost all phases of its business, 
General Motors Acceptance Corp. 
reported its 1959 profit fell below 
the 1958 total. Increased costs of 
borrowed money more than ate up 
an increase in operating income. 


Profit for the year was put at 
$45,426,206, compared with the $53,- 
323,446 earned in 1958. Operating in- 
come was $302,634,265 last year and 
$289,469,518 in 1958. 

Retail installment contracts ac- 
quired in 1959 totalled $3,888 million, 
up 23 percent over the $3,161 million 
acquired in 1958. Retail receivables 
outstanding on Dec. 31 amounted to 
$3,668 million, a gain of 14.7 percent 
from the $3,197 million outstanding 
on Dec. 31, 1958. 

Receivables outstanding on floor- 
plan loans amounted to $614 million 
on Dec. 31, down 16.8 percent from 
the $739 million outstanding on Dec. 


volume of installment debt out- 
standing in the nation, GMAC 
Chairman Charles G, Stradella and 
President Thomas W. Towel] noted 
that the question of consumer 
credit controls ig again under dis- 
cussion. 


there is need for such control only 
in the event of national emergency. 
They added that “it would seem 
quite clear that those who favor 
consumer credit control are influ- 
enced by a desire to limit the pre- 
rogative of the individual to use his 
available credit as he wishes and 
a desire to direct such purchasing 
power into channels they prefer to 
See supported.” 

Commenting on the auto-loan pic- 
ture, GMAC said the average 
monthly installment on new cars 
financed in 1959 was $86, unchanged 
from 1958. With personal disposable 


consumes less of the average in- 
come, 

The company said the average 
length of retail contract purchased 
in 1959 was 30.9 months, compared 
with 29.8 months in 1958. This rise 
reflects the swing to the 36-month 
contract, commonly considered the 
maximum maturity. 

Improved economic conditions re- 
sulted in improved experience in 
regard to loan delinquencies, repos- 
sessions and credit losses in 1959, 
GMAC said. - p 

* 


Stock Offering OK 


Sought by Carry-All 

Carry-All Trailers, Inc., Philadel- 
phia, has filed an application with 
the Securities and Exchange Com- 
mission for an issuance of 75,000 
shares of common stock at $2 a 
share, 

Carry-All is franchising domestic- 
make and import dealers to handle 
its line of utility-luggage trailers. 
Vincent J. Miller is president. 


Sales, Profit Soar 
At Perfect Circle 


Perfect Circle Corp. achieved a 


earnings increase of 80 percent to 
attain new record levels in 1959. 

Net sales amounted to $40,135,- 
063, compared with $30,790,484 in 
1958, Earnings totalled $3,898,175, 
compared with $2,163,477 for 1958. 

Perfect Circle enlarged its inter- 
national operations last year and 
began an expansion of production 
facilities, the report showed. 

* * 


‘Banker Fears 
‘Chaos in Federal 
Credit Regulation 


W. R. Teague, vice-president of 
Planters National Bank & Trust 
|Co., believes Federal legislation 
requiring statement of finance 
charges in simple interest terms 
“would either destroy or revolution- 
ize our entire credit system.” 

In a letter to Senator Paul H. 
Douglas, Illinois Democrat and 
sponsor of the Senate bill, Teague 
contended that such a law would 
|be impractical, that the average 
salesman and dealer would be un- 
able to comply because of the com- 
plexities in computing financing 
costs. 

‘If an attempt is made to pub- 








They restated GMAC position that 


31, 1958. In view of increases in the' income rising, this average payment! 30-percent gain in sales and an’ lish rate charts which will also give 


the ‘equivalent simple annual inter- 
est rate’ for all of the multitude of 
different classifications and types of 
loans handled by direct lenders and 
by sales financing houses, you would 
generate rate charts comparable in 
size, and expense, to Sears Roebuck 
catalogs,” he said. 

“These would necessarily require 
reprint each time the economic 
cycle called forth a change in basic 
interest rate,” he added. 

Financing costs in many states 
are affected by state regulations, 
Teague continued, and these laws 
“are just not compatible with what 
you are attempting to accomplish.” 

He added that “matters of this 
kind are far better left in the hands 
of state regulation and should not 
be a matter of national concern.” 

+ * > 


Stewart-Warner 


Sets Profit Mark 


Stewart-Warner Corp. reported 
that its earnings for 1959 were the 
highest in the corporation’s history. 

Net income for the year totalled 
$7,883,729, up from the $5,144,307 
earned in 1958, Stewart-Warner’s 
net income for 1959 was 53 percent 
greater than that for 1958, and 19 
percent above the level reached in 
1956, its best recent year. 





CLEAN UP = WAYS WITH 


DUAL-ACTION 





SAVE LEE FILTER DUAL-ACTION 
ASSURES GREATER CLEANING ACTION 


First, with Feridium Anode, the Lee Resinweld Oil Filter 
removes all sludge and acids, too...assuring finer engine 
performance. Lee Gas Filters filter both gas and water. 
The Lee flame-proof air filter prevents underhood fires. 
That’s why Lee is fast becoming the first name in filters all 
over the country. Lee is making more customers every 
day...and Lee holds them for you, with performance. 


SAVE LEE FILTER GIVES THE DEALER 
AN EXTRA MARGIN OF RICH PROFITS 


More new car dealers are changing to Lee Filters than 
any other brand...because Lee means quality. And Lee 
offers the dealer an extra margin of profit on a unique 
line of filters designed for every make and model car. 
ASK YOUR EXPEDITER DISTRIBUTOR FOR DETAILS OR WRITE 
DIRECTLY TO LEE FILTER CORPORATION. 








LEE FILTER CORPORATION, Edison, New Jersey. Lee Filter Division, 287 Niagara Street, Toronto, Ontario, Canada 


LEE NATIONAL ADVERTISING IS SELLING 14,000,000 PEOPLE FROM 
COAST TO COAST IN SUNDAY SUPPLEMENTS COVERING 27 MAJOR MARKETS! 


Last year’s sales totalled $114,- 
309,343, a gain of 25 percent over 
the previous year’s $91,412,303. 

+ * * 


Motor Wheel’s Sales Up; 
Loss Turned to Profit 


Motor Wheel Corp. reported 
earnings of $800,438 in 1959, com- 
pared with a net loss of $159,815 for 
1958. 

Sales rose to $57,265,533 in 1959, 
up from $49,527,610 in the prior 
year. Fourth-quarter operations 
were not profitable due to the sharp 
curtailment of automotive produc- 
tion, short production rungs and 
premium steel costs, all the result 
of the prolonged stee] strike, the 
firm said. 


Rockwell Doubles 
Profit for Year 


Rockwell-Standard Corp. reported 
that its 1959 profit was more than 
double the 1958 total as sales in- 
creased by about $80 million. 

Profit for 1959 was put at $19,- 
138,978, compared to the $9,120,175 
earned in the previous year, 

Sales last year amounted to $284,- 
078,179, up from the $204,531,048 re- 
ported for 1958. 

* 


Fruehau f Reports 


Record Earnings 


Fruehauf Trailer Co. reported net 
earnings for 1959 reached an all- 
time high of $12,971,103 on net sales 
of $249,683,107. In 1958, the company 
had a net loss of $5,413,837 on sales 
of $210,467,287. 

Fruehauf reported increases in 
net working capital of $6,115,500 
and in net worth of $13,088,162 dur- 
ing 1959, Inventories are reported 
at a satisfactory level in relation 
to sales volume and the $27 million 
in bank borrowings of the Frue- 
hauf Trailer Finance Co. have been 
totally liquidated, 

> * 


Champion Silos 
Top $100 Million 


The 1959 annual report of Cham- 
pion Spark Plug Co. indicated that 
the company’s sales exceeded $100,- 
000,000 for the first time. Income 
before and after taxes were also at 
record levels. 

Consolidated net sales in 1959 to- 
talled $104,878,000, an 11-percent in- 
crease from the previous record 
high of $94,293,000 in 1958, 

Earnings of $16,404,757 topped the 
1958 profit of $15,551,801 by five per- 
cent. 








Hastings Profit Climbs 


To $676,236 in °59 


Hastings Mfg. Co, Hastings, 
Mich., reported net earnings of 
$676,236 in 1959, compared with 
$519,929 in 1958. 

The ‘59 earnings were equal to 
64 cents per share of common stock 
outstanding, compared with 49 
cents the year before. Hastings 
makes piston rings, oil-filter car- 
tridges and other automotive com- 


ponents. 








Nn a 


Tr 
of 
of 
id 
ld 
in 


re 
ic 
ic 


rs 
it 


s 
is 
rt 


Ser eS US he.’ Oe 





Glaser Reports from Geneva Show . . - 
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Nordhoff Sees VW Gain in U.S. 


By George L. Glaser 
European Correspondent 


GENEVA.—A poor year for sales 
of domestic cars in the U. S. in 1960 
and a better one for Volkswagen 
were predicted by Heinz Nordhoff, 
VW managing director, at a press 
dinner here in connection with the 
30th Salon de |l’Automobile. 

Nothing new of importance on 
an international scale was exhib- 
ited at the show, but Fiat did 
provide some interest with reports 
of its new car designed to com- 
pete with the VW and Renault 
Dauphine. 

Nordhoff said he based his fore- 
cast of a poor ’60 model year in the 
U. S. on the fact that some factories 
already are cutting down produc- 
tion. 

He added that he feels that the 
U. S. compacts are not in any way 
competitive to VW, and said he is 
convinced that 1960 will see ‘more 
VWs sold in the U. S. than in ’59. 

He said he was happy and grate- 
ful that 151,000 VWs had been sold 
in the U. S. in ’59, not counting 
those which came over via the gray 
market. 

VW’s share of the U. S. market 
is now 3.8 percent and that share 
will be retained, he predicted. 

VW is planning to produce 817,000 
units this year, Nordhoff said, and 
is prepared to invest additional 
funds in production expansion if 
needed to ease “undue waiting pe- 
riods” for the vehicles. 

The company hag spent $125 mil- 
lion in both 1959 and 1960 to in- 
crease production capacity and is 
ready to do the same next year, he 
added. 

Nordhoff said he was unhappy 
with some of the approximately 50 
cars exported from Europe to the 
U. 8. 

Some were no advertisement for 
European cars and 125,000 of these 
poorer type cars were unsold in the 
U. S., Nordhoff said. 

There still are no plans to turn 
out a new model, he added. A 
change would be made only if 
the public tires of the present 
car or something comes along to 
“obsolete the present ideology,” 
he said. 

He again said he saw no end 
to the interest in the current model. 

Nordhoff also said Volkswagen 
may become a private stock corpo- 
ration by the end of the year, and 
promised that if such is the case, 
there would be no change in VW 
policies. 

Although neither the new Fiat 
car nor an announcement were 
available at the show, it was re- 
ported that it will be a modern- 
styled, four-door sedan with a rear 
air-cooled engine. 

Engine size, it was said, may be 
about 900 ccm (about 53 cubic 
inches) displacement. Test cars 
have had bodies made of synthetic 
fibers, but it was reported that pro- 
duction cars may be different. 

The new American compacts 
were prominently displayed in 
U. S. exhibits at the show. 

The Swiss market, according to 
Nordhoff, is the only rea] test mar- 
ket with equal opportunities to sell 
all makes, and there is new interest 
in American cars here since the in- 
troduction of the Big Three’s com- 
pacts. 

Standard-Triumph displayed the 
new Herald convertible on a round 
stage in order to demonstrate the 
car’s small turning radius. Four 
times a day British mechanics as- 
sembled a Herald body for visitors. 

The Swiss seemed to like the Her- 
ald and the exhibitor said orders 
poured in on opening day. 

Turning to builders of special 
bodies, Beutler Brothers, a Swiss 
firm, displayed for the first time 
its Porsche full four-seater hard- 
top coupes on the elongated Por- 
sche chassis. 

Farina also had a new idea to 
present, It was a super sports coupe 
version of an Alfa-Romeo, a low 
two-seater with a center beam com- 
ing up from the body structure to- 
ward the windshield in order to give 
stability to the body and represent 
the roof section. 

On each side of this chrome- 
plated narrow beam, there is a win- 
dow section in frameg that slides 
back and underneath the rear win- 





dow. This means either person can 
sit in the open air in the car and 
it means getting in and out with 
the greatest possible ease. 

Lancia showed a new Filaminia 
convertible and introduced two new 
features—the Lancia magazine and 
a “medal of loyalty” which was pre- 
sented to a number of persons who 
have owned Lancias for years. 


was a Swiss resident who is said 
to have purchased 715 Lancia cars 
for himself and his family since 
1912. 

The Soviet Union displayed its 


5 Prinz Dealers Named 


NEW YORK. — Appointment of 
five NSU Prinz dealers has been 
announced by Fadex Commercial 
Corp., importer, They are Brensing- 
er Sales & Service, Emmaus, Pa.; 
Palmer Auto Sales, Newport, R. L; 
Patterson Ford Sales, Exeter, N. H.; 
Wallace Car Sales, Akron, and 
Fredericks Pontiac, Woodbury, N. J. 


Tschaika, Volga, Zil and Mosk- 
vich models, plus three new small 
micro buses. 

Peugeot, which had been expected 
to show a new model in Geneva, an- 
nounced that the 403 model will be 
continued. 

Autobianchi, a Fiat enterprise 
preparing special versions of Fiat 


The recipient of the first medal | °2"® Gages 6 ay 


convertible” derived from the tiny 
Fiat 500. 

Hillman exhibited an improved 
version of the Husky station wagon 
and Austin displayed the improved 
Gypsy Mark 2, the Jeep-like vehicle 
with rubber torsionetic transmis- 
sion. 

Neoplan of Zurich, Switzerland, 
had a bus which goes down when 
the door is opened in order to make 
entrance easier. When the door is 
closed, the vehicle returns to its 
normal height from the ground. 

There also was a commercial 60 
horsepower Rover gas turbine on 
display. 
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Fiat 600 with Special Body— 


This is a Fiat 600 four-door sedan with a special body by Caprera of Turin. The body 
is of unitized construction. 





HOTTER THAN 
TH 


The searing heat that’s created inside engine cylinders causes 
inferior piston rings to lose their strength and resilience, and 


wear out far before their time. That’s why Perfect Circle employs 








special metallurgical skills to produce ring materials that have 
the high heat stability needed for long life. 


Extra-thick, solid 


chrome plating adds greater protection 


against scuffing. And, special alloys and heat treating deliver 


extra-high heat resistance for critical applications. 


Whatever the job, 


Perfect Circle rings are built to take it. 


Insist on Perfect Circles—first choice of leading engine manu- 


facturers and mechanics everywhere. 





PERFECT___CIRCLE 


PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS : SPEEDOSTAT 


HAGERSTOWN, INDIANA * DON MILLS, ONTARIO, CANADA 








Across the Nation ... 
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Auto Dealer Changes 


| HARTFORD.—Vincent T. John- 
gon, president of Vincent Motors, 
has changed the name of his firm 
to V. T. Johnson, Inc. (Checker). 
+ a 


Deaton Opens Renault Outlet 


/ 
| 
CHARLOTTE, N. O—R. L. 
1 Deaton Automobiles, Inc., has 
| been formed here to sell Renault 
ql and Peugeot cars. It has leased a 
building at Trade and McDowell 
Sts. R. L. Deaton is president. 
* > 


i * 
} Fadex Adds 12 Deals 


t 
H NEW YORK.—Fadex Commercial 
Corp. has appointed six dealers for 
Ff BMW and six for NSU Prinz. They 
H are: BMW—Don’s Marine & Auto, 
i Sacramento, Calif.; Salyers Sales & 
i Service, Neligh, Neb.; B & BDX 
i Service, Kansas City; Jackson Mo- 
tor Co., Millsboro, Del.; Texas Auto 
Sales, Huntsville, Ala. and Sports 
Car Forum, Inc., Columbus, O. 
NSU Prinz— Fox Motors, Hazle- 
ton, Pa.; Healer Motors, Water- 
town, Mass.; Donald Ross Motors, 
Rochester, Ind.; Charles Odus Ram- 








| 
| Que AT UNIVERSAL UNDERWRITERS CONTINUES IN UNDERWRITING 


Our underwriting experts specialize in analyzing insurance hazards of 
franchised dealerships. They select dealers who qualify for the Universal 
Underwriters program. This selectivity makes it possible to provide in- 


wre 





Boston, Massachusetts 
Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Houston, Texas 


he ees | 





Univertal w a 


BRANCH OFFICES 


Westfield, New Jersey 


bler, Mount Holly, N. J.; Madison 

e, mn, O., and Weiser 
Motors Co., State College, Pa. 
+ 


* * 


Renault Deal Adds Dodge 


AUBURN, N. Y.—Finger Lakes 
Motors, Inc., 31-39 Garden St., has 
been franchised by Dodge. Ray- 
mond O. Carpenter is president of 
the firm, which also handles Re- 


nault. 
* * © 


Kirkpatrick Ford Is Sold 


LEBANON, Ore. — Kirkpatrick 
Motor Co, (Ford) has been sold 
and renamed Lebanon Motor Co., 
according to Hugh R, Kirkpatrick. 
The new owner is H. D. Griffith, 
Portland, and Jack Lambert, is 
manager. Pee 

+ 


Ward Buys Out Sauls 


GOLDSBORO, N. C.—Daniel A. 
Ward has become sole owner of 
Griffin Motor Co., 311 N. Center St., 
purchasing the half interest of his 
partner, Solly Sauls, The company 


was founded by the late R, E. Grif- 
fin, from whom Sauls bought the 
business in 1953. 

7 . > 


Simca for Cumberland 


NASHVILLE, — Cumberland 
Motor Co., Inc., hag been named 
to handle Simca, 

o . * 


Back in New Cars 


MILWAUKEE.—E nnis Motors, 
which handled Chrysler-Plymouth 
for 20 years until 1958, when it 
switched to used cars exclusively, 
has signed up with Renault and 
Peugeot. Arthur F. Ennis sr. is 
president. 

+ os * 


County Dodge Opens 
NEW HAVEN, Conn.—County 
Dodge Sales, Inc., has opened at 180 
Whalley Ave, The dealership is 
headed by Joseph Ciancola, 
* * 


Ball Adds Chrysler 


ELKHART, Ind.—Ball Service, 
Inc., 2000 W. Franklin, has been 
named Imperial and Chrysler deal- 
er for Elkhart. Joseph R. Ball is 
president. The dealership also han- 
dles Dodge. 


* * 


Williams Building 


EUGENE, Ore. — Lew Williams! Chrysler and Imperial at 15614 








surance at the lowest possible cost. 
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Kinsman Rd., Shaker Heights, It 
will also handle Plymouth and Val- 
iant. The company will continue to 
sell DeSoto, Fiat and Willys in 
Lakewood. 


* 

Black and Cook Organize 

HUNTINGTON, W. Va—c, K. 
Black, operator of Corky Black 
Ford Sales in Kenova, and H. W. 
Cook have formed Superior Cadil- 
lac-Oldsmobile, Inc., at Fourth 
Ave. and Fifth St. 


+ 
Dodge Outlet Is Opened 


CINCINNATI, — Schuster -Mc- 
Guinness Motors, Inc. (Dodge), has 
opened at 8185 Beechmont Ave. 
George Schuster is president, and 
Edward McGuinness, vice-presi- 
dent. 





* * * 


Mercury Deal Changes 


CHESANING, Mich—Robert 
Schwartz and Howard Reiber 
have purchased the Mercury deal- 
ership here from Ed and Byron 
Clark and Peter Bila. 


Leonard Adds Renault 


FARMINGTON, N. M.—Leonard 
Olds, 602 W. Main, has added a Re- 
nault franchise. The dealership has 
been headed by Leonard Ford since 
October, 1959, It formerly was Sage 
Olds. 


“Here’s how you'll look to your 
neighbors.” 












has started construction of his new 

Chevrolet dealership at 2000 Frank- 

lin Blvd, It will be a one-story 

building covering 9,000 square feet. 
. * 7 


Chrysler In, DeSoto Out 


CLEVELAND, — Clarence Fox, 
Inc., has switched from DeSoto to 


* ~ * 


Axtell Acquires Redd Deal 


LOGAN, Utah.—Ellis H. Axtell 
has taken over Ben Redd’s Chevro- 
let dealership, at 335 N. Main, and 
will operate the firm as Axtell 
Chevrolet, Inc. Axtell also has a 
Chevrolet dealership in Ephraim, 

. * 7 


Triumph for Kohler 


LaJOLLA, Calif—Kohler Im- 
ports here has been franchised to 
handle Triumph. 

* ” * 


Woodworth Heads Bobb 


COLUMBUS, O.—George H. 
Woodworth has acquired control 
of Bobb Chevrolet, Whittier St. 
at Parsons Ave. He joined the 
firm in 1941 and hag been vice- 
president since 1947, Woodworth 
is a son-in-law of George C. 
Bobb, former president, who con- 
tinues as secretary of the dealer- 
ship. . 

af * 


Little Rock Shuffle 


LITTLE ROCK.—K and H Mo- 
tors, Inc., has bought Herbert 
Jones Motors, Fourth and Cross 
Sts., and will be the Little Rock 
dealer for Hillman, Fiat, Metropoli- 
tan and Rambler. Robert J. Heiman 
is president and William T. Kelly 
is vice-president and general man- 
ager, Fi 
* * 


Brake Pontiac Moves 


HAGERSTOWN, Md. — Don 
Brake Pontiac, Inc., has opened 
for business in its new location 
at 237 Frederick St. 

OK * 


* 


Resler Chevrolet Formed 


PURCELL, Okla.—Otto J. Res- 
ler and others have organized Res- 
ler Chevrolet, Inc., to operate a 
Chevrolet dealership here. 

oe * * 


Holtz Buys Whiting 


ROCHESTER, N. Y.—Lou Holtz, 
who joined Whiting Buick Co. as a 
salesman in January, 1933, is the 
new owner of the company. He 
bought the interest of Edward 
Knoblock, who purchased the deal- 
ership in 1952, Holtz’s son, William, 
will be service advisor for the firm. 

* ” + 


Goliath Adds Three 


MINNEAPOLIS. — New Goliath 
dealers include Allbee Motor Co., 
508 E. Broadway, Council Bluffs, 
Ia.; Tower Trailer & Automotive 
Sales (Hillman), 78th & Dodge, 
Omaha, and S & S Auto Sales, 5215 
Sheridan Rd., Kenosha, Wis, 

a + + 


Davis Pontiac Is Building 


HOUSTON.—A new sales and 
service building for Chuck Davis 
Pontiac Co, is nearing completion 
at 3555 Old Spanish Trail. It will be 
one of the largest automotive build- 
ings in the city, covering 3% acres 
and representing an investment of 
$5 million. 


* * * 


Kirk Ford Expands 


READING, Pa.—Jim Kirk Ford 
hag opened a new, Florida-type 
showroom and garage at 1000 Lan- 
caster Ave, 








What's New... 


In Parts and Accessory Distribution 


Goodrich Stores to Add 


Farber Bros. Products 

MEMPHIS.—The full line of Far- 
ber seat covers, Genuine Carpet, 
Air-Cool cushions and wedge cush- 
ions manufactured by Farber Bros., 
Inc., Memphis, has been added to 
B. F. Goodrich Tire Co.’s automo- 
tive line, according to Maurice Far- 
ber, general sales manager. 

He said the Farber lines will be 
sold throughout the U. S. by several 
thousand Goodrich stores and 
dealers. 

* e * 


Champion Names Otto 
TOLEDO.—H. D. Otto, Burlin- 
game, Calif., has been appointed 
territory representative of Cham- 
pion Spark Plug Co. in Northwest- 
ern and Central California. He suc- 
ceeds R. F. O’Brien, San Francisco, 
who has retired after 37 years with 
Champion. 
* * oe 
Pennsylvania Wholesalers 


Suggest Dues Schedule 
PITTSBURGH.—At a meeting 

here, the newly formed Pennsyl- 

vania Automotive Wholesalers 





Auto Insurance 
Called Harder 
To Buy in Florida 


JACKSONVILLE, Fla. — Drivers 
are finding it more and more dif- 
ficult to buy auto liability insur- 
ance in Florida, according to R. E. 
Ferguson, manager of the Florida 
Assigned Risk Plan. 

A few companies, mostly small 
ones, have withdrawn from the 
Florida field, he said. 

Ferguson blamed the situation on 
two general peculiarities in Flor- 
ida’s makeup. 

One is that many persons 65 
years or older retire in this state. 
They held insurance in their home 
states with a company not repre- 
sented in Florida and Florida firms 
hesitate to write new insurance on 
them, 

The other is the great number of 
service personnel in Florida. Most 
of these servicemen are under 25 
years of age and not considered a 
good risk as many other categories. 

In 1958, according to Ferguson, 
45,149 persons applied for insurance 
for the first time to the assigned 
risk plan in Florida. The 1959 total 
was 54,008, almost 10,000 more, 

New and renewal applications 
filed for the last fiscal year totalled 
84,538, all but 6,332 of which had 
been written, 

The assigned risk insurance is 
designed to cover persons who can- 
not get insurance through regular 
channels because of age, physical 
disability, occupation, accidents or 
a police record. If the policy is ap- 
proved, it is farmed out to selected 
companies on a pro-rata basis. 


India to Double 
Vehicle Output 


NEW DELHI, India.—Production 
plans for motor vehicles under 
India’s “third plan” call for doubling 
of the second-plan target of 65,000 
units, the Rajya Sabha (Council of 
States) was told by Union Minister 
for Industry Manubhai Shah. 

He added that the government is 
hoping to complete soon its consid- 
erations of plans on the manufac- 
ture of a small car. 





3 Canadian Groups 
Seek End of Excise 


OTTAWA.—Pleas to the govern- 
ment to remove the 7% percent 
excise tax on Canadian-made auto- 
mobiles “are being considered” ac- 
cording to Finance Minister Don- 
ald M. Fleming. 

Removal of the tax is sought by 
the Canadian Automobile Chamber 
of Commerce, the Canadian Manu- 
facturers Assn. and the Automotive 
Parts Manufacturers Assn. 
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Assn, recommended a schedule of 
dues payments based upon number 
of employes. Annual dues would 
range from $75 for firms with four 
or fewer employes to $250 for com- 
panies with 25 or more workers, 

Warehouse distributors would be 
admitted for $100 and manufactur- 
ers representatives for $50, Further 
details about the association are 
available from Adrian Carter, Gutt- 
man Supply Co., Speers Rd., Belle 
Vernon, Pa. 

* * * 


Merick Motor Parts 


Occupies New Quarters 

COLUMBUS, O.—Merick Motor 
Parts, Inc., has occupied its new 
quarters at 477 N. Front St. The 
firm has 20,000 square feet of office 
and warehouse space and a 10,000- 
square-foot parking area. 

Andrew J. Merick heads the com- 
pany which distributes parts and 





accessories for all Chrysler Corp. 
cars and trucks. 
* * * 


Arvin Selects Bobro 


BOSTON.—Bobro Products, Inc., 
1356 Commonwealth Ave., has been 
named by Arvin Industries, Inc., 
Columbus, Ind., as warehouse 
wholesaler in New England for Ar- 
vin’s new line of replacement muf- 
flers and exhaust system parts for 
automobiles and trucks. Bobro is 
headed by Sam Press. 

* * ok 


Nemco-Speedex Adds 3 Reps 


CHICAGO.—Nemco-Speedex Mfg. 
Co. has added three Western sales 





Service Center in Showroom— 


representatives. They are Album This service counter area is located in the showroom of Handy Motors’ (Volkswagen) 
Orren Sales Co., 2120 Lyndale Ave.|new building in New Brunswick, N. J. It is at this counter that a service customer's 
South, Minneapolis; McClintock | order is written up by a special service writer. In other words, once a person has 
Sales Co., Inc., 2631 Commerce St.,| purchased a Volkswagen, the dealer still expects him to use the pleasant atmosphere 


Dallas, and Cohn & Shane, Inc.,| of the showroom rather than sending him out to the shop. The new plant, with approxi- 
mately 10,000 square feet, cost $200,000. 


1323 Venice Blvd., Los Angeles. 





YOU Benefit From 


Spicer 
Nationwide 


Power Take-Off 
Distribution 





Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 
Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 
line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION + DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 

Joint Replacement Kits ¢ Spicer Universal Joints and Drive Lines 

¢ Spicer Transmissions, Clutches and Axles «¢ Auburn Clutches 

¢ Monmouth Clutch Plates * Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 
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From Service Station to Dealership City ee 


Dueck Explains Secret of Growth 


By Robert J. Frith 
Staff Correspondent 

VANCOUVER, B. C.— Dueck on 
Broadway, Ltd., traces its origin 
to a tiny service station operated 
by brothers Lee and Ben Dueck. 
Today it is Canada’s largest dealer- 
ship. 

What is the secret of the firm’s 
rapid growth? “Certain well- 
defined policies,” says Ed Dueck. 

“These policies can be boiled 
down to the single aim of giving 
the customer the best possible price, 
backing up every deal with written 
guarantees, providing first-class 
service and steady advertising,” he 
explains. 

The firm, which is known as “Du- 
eck City,” covers eight acres on 
Vancouver’s Auto Row and handles 
Cadillac, Oldsmobile, Chevrolet and 
Vauxhall’s Envoy. 

“Dueck is different” long has been 
an established fact in Canadian 
automotive circles. The company 
has been first with many develop- 
ments. 

A “Chevy Lounge,” with hos- 
tesses who serve free coffee, 


cakes and cookies, is provided 
+ . * 






for people who want to relax 

while considering a car purchase 

and others who want to wait 
while their cars are being serv- 
iced. 

Uniformed hostesses greet each 
customer who drives into the serv- 
ice department. They are on hand 
again when he picks up his car. 

Used cars are equipped with new 
first-line tires, which Dueck says 
has “tremendous appeal” to cus- 
tomers. The cars also carry a seven- 
day money-back guarantee. 

“The customer can drive the car 
for a week and compare values,” 
Dueck says. “He receives his money 
back if he can make a better deal 
elsewhere. 

“The first step toward the com- 
pany’s success was the policy of 
pricing used cars down where they 
would appeal to more people. Du- 
eck takes a smaller profit than do 
most dealers, built on volume rather 
than high markups.” 

Used-car buyers also receive a 
certificate guaranteeing that Du- 
eck will take back the car within 
a year and deduct only $100 de- 


preciation on the purchase of a 
os plc 


"Chevy Lounge’ in Vancouver Dealership— 

Up to 300 cups of coffee and cookies and cakes are served free daily in the 
“Chevy Lounge” to customers and friends of Dueck on Broadway, Vancouver, B. C. 
Here service customers can wait for their cars and auto prospects can ponder pur- 


chase offers. 





unusual at Dueck City than the 


new model of the same make, 
Dueck says. 

Another customer service, he 
adds, is the “pick-up-the-tab” pol- 
icy which provides that if a cus- 
tomer is off work because of illness 
or accident, Dueck will make his 
monthly payments from the 3i1st 
day of his illness. 

The service department carries 
the largest GM parts inventory in 
Canada and is open around the 
clock, with cars being accepted up 
to midnight, Dueck says. Most of 
the overnight service is on trucks, 
he adds. 

Dueck facilities and services are 
well publicized, both in the city’s 
two daily newspapers, many week- 
lies in the area and over the radio 
stations. 

Showroom decorations are never 
dull and they are changed fre- 
quently. Two huge towers with neon 
lights on both sides of Broadway 
act as an illuminated gateway to 
“Auto Row.” 

New-model introductions are 
something extra special for Du- 
eck, and often draw more than 
25,000 visitors during a three-day 
period, Dueck says. 

Introductions include such attrac- 
tions as style shows, orchids from 
Hawaii, hot turkey and beef bar- 
beques, on-the-spot radio broad- 
casts, cigaret girls and uniformed 
doormen. 

“Our strength is in our repeat 
customers,” Dueck says. “When 
people come back year after year 
and when they reach the point 
where many will order their cars 
by telephone or by mail, we know 
we have gained their confidence. To 
keep that confidence is our objec- 
tive.” 

The loyal customer is no more 













Gateway to "Dueck City'— 


eight acres. 




















DETROIT.—More than 27,500 
American businesses, over 70 per- 
cent of them employing fewer than 
100 people, supply the material and 
services General Motors Corp. needs 
to produce its automobiles and 
other products, 

President John F. Gordon an- 
nounced the findings of the latest 
survey of GM suppliers and dis- 
closed the total number of sup- 
pliers was nearly 2,000 more than 
when the last supplier survey was 
announced in 1957. 

In 1959, GM paid its suppliers 
more than $5% billion, or 48% cents 
out of every dollar it received from 
the sale of its products and other 
income, Gordon said. 

The mutual dependence of large 
and small business was reflected in 
the findings of the survey, which 
show that over 19,800 businesses 
selling to GM divisions in the 
United States employed fewer than 
100 persons. Some 12,300 of these 


















loyal employe. The firm has 453 on 
the regular payroll. 

“It always has been our policy 
to maintain a large and satisfied 
group of employes,” says Dueck. 
“We pay the highest current 
wages, including all the standard 
fringe benefits. In addition to this 
we have a profit-sharing plan and 
@ car program for employes.” 


Under the car program intro- 


















duced some years ago, more than 
200 employes receive a new car to 
drive each year. Every mechanic 
who has been on the job a full year 
gets a car, Dueck says, and other 
employes qualify after two full 
years of service. 

“Our employes are good boosters 
of our company and our products,” 
he adds, “and frequently an em- 





Senate Gets 2 Proposals 
To Solve TBA Problems 


filing of certain contracts and re- 
ports with the Federal Trade Com- 
mission.” 


WASHINGTON.—The contentious 
problem relating to the marketing 












companies had fewer than 25 em- 
ployes. 

The goods and services provided 
by suppliers were not limited to 
nuts and bolts, steel, rubber and 
paint. Part of GM’s 1959 “shopping 
list” included such items as plastic 
clothes pins, hair nets, eyebrow 
tweezers, plastic catsup bottles, 
vinegar, oleomargarine, bread pans, 


of tires, batteries and motor acces- 
sories, spark-plugged in the House 
by Rep. James Roosevelt, California 
Democrat, and the subject of many 
hearings by a subcommittee of the 
House Small Business Committee, is 
now before the Senate. 

The TBA question has been put 
up to the Senate by Senator War- 
ren Magnuson, Washington Dem- 
ocrat, and chairman of the Inter- 
state and Foreign Commerce 
Committee, in the introduction of 
two bills, S. 3185 and S. 3186. 

The two documents are identical 
to those introduced in the House by 
Roosevelt. The first is ‘a bill to 
strengthen free competitive enter- 
prise in the marketing of gasoline 
and other petroleum products, motor 
vehicle parts, equipment, accessor- 
ies, and supplies by providing for 


Pontiac Honors 


Top Salesmen 


NEW ORLEANS.—Pontiac paid 
tribute here to 37 leading car sales- 
men in its national] dealer organi- 
zation. 

Members of Pontiac’s Master 
Salesmen’s Guild attending the na- 
tional president’s council meeting 
were presented special diamond 
rings during the two-day affair 
that was highlighted by a recep- 
tion and banquet and by sightsee- 
ing tours of New Orleans. 

Stanley Weiss, Rockville Centre 
Motors, Inc., Rockville Centre, 
N. Y., was named national presi- 
dent of the organization; Walter 
Piet, Tony Piet Motor Sales, Inc., 
Chicago, vice-president, and Alfred 
B. Blum, Clohecy Pontiac, Inc., De- 
troit, secretary. 


The second is a measure “to 
strengthen public policy and law 
providing for independent competi- 
tive enterprise in the marketing of 
gasoline and other petroleum prod- 
ucts, motor vehicle parts, equipment, 
accessories and supplies.” 

A third bill, S. 3187, would have 
to do with “certain practices in the 
distribution of motor vehicle parts, 
equipment, accessories, and supplies 
which tend to cause destructive and 
unfair methods of competition.” 

In an accompanying statement, 
Magnuson said: 

“These bills are the result of 
many, many months of study on 
this very serious problem of the 
antitrust features of the oil com- 
panies’ operation in relation to 
independent gasoline dealers 
throughout the nation.” 

All three bills were referred back 
to Magnuson’s committee. 

Meanwhile, Roosevelt is preparing 
to hold additional hearings by the 
House committee which he heads. 
Senate plans have not yet been an- 
nounced. 


The additional House hearings} 


are being arranged, Roosevelt said, 
“not only for the purpose of giving 
the major oil companies an oppor- 
tunity to rebut—under oath—the 
charges of coercion and intimida- 
tion aimed at them in relation to 
their marketing practices involving 
TBA items, but also to give the sub- 
committee an opportunity to further 
develop specific instances of coer- 
cion and intimidation brought to 
light at the earlier hearings along 
with the instances of retaliation 
which have been brought to the at- 
tention of the subcommittee since 
then.” 









ploye will sell his company car be- 
fore many miles have been rolled 
up.” 

Besides the sales and service op- 
erations, Dueck City includes the 
largest tire dealership in Canada 
and a fleet-lease business involving 
about 1,800 vehicles. 

In addition, the firm recently 
opened Dueck Burnaby, Ltd., mid- 
way between Vancouver and its sis- 
ter city, New Westminster. 

“Dueck on Broadway sells a new 
or used car every 27 minutes of the 
working day and has the added dis- 
tinction of leadership in all its other 
departments,” Dueck says. 

* + * 


hair dye, tooth powder, and darn- 
ing needles. 

GM also bought dental] tools, hy- 
podermic needles, marbles, ping 
pong balls, pigeon traps, horse 
shoes, undertaker’s gloves, para- 


Imports Double 
Exhibit Space 
At Chicago Fair 


CHICAGO.—In a return engage- 
ment on mile-long Navy Pier, the 
1960 Chicago International: Fair 
Trade has doubled its exhibit space 
for imported cars, according to S. 
K, Cartwright, director of exhibits. 

Cartwright said Mercedes-Benz 
has asked for 4,000 square feet this 
year, as opposed to 2,000 in 1959. 
Volkswagen has signed for 4,600 in- 
stead of the 2,100 it occupied at last 
year’s fair. 

Skoda hag taken larger space, 
Cartwright said, and American Mo- 
tors is coming in for the first time 
with its imported Metropolitan. The 
Japanese Toyopet and many other 
imports will return this year, and 
with larger floor space. 

The Russians also are expected to 
show several models of their export 
automobiles, of which they hope to 
sell 5,000 units in the U. S. this 
year. 

This year’s fair trade will open 
June 20 and run through July 5. 
The 1961 Chicago International is 
scheduled to be held in the city’s 
new $34 million Exposition Center 
on the lakefront at 23rd St., where 
even greater space will be alloted 
to car importers. 


















Service Hostess— 


A service hostess greets all motorists as 
they drive into the service department of 
Dueck on Broadway, Ltd., Vancouver, B. C. 
She also is on hand when the owner picks 
up his car. 














These twin 79-foot neon towers provide a gateway to “Dueck City,"" 1 ¥2-block-long 
dealership operated by Dueck on Broadway, Ltd., in Vancouver, B. C. The enterprise, 
which includes an auto and truck deulership, a tire outlet and leasing business, covers 


GM Buys Goods, Services 
From 27,500 Suppliers 


chutes, ice cream bar sticks, ground 
apricot pits and hog “nose” rings. 

Delco Radio Division uses plas- 
tic clothes pins to suspend cords 
of electric soldering irons, eye- 
brow tweezers to pick out lead 
wires in coil assemblies and plas- 
tic catsup bottles as lubricant 
containers and applicators. 
Chevrolet’s transmission plant 

uses hair dye on nylon gears for 
easier identification of various 
gears and assemblies, while Chev- 
rolet’s Grey iron foundry uses elec- 
trically charged marbles as dust 
and lint catchers. 

Nose rings for hogs are used by 
Oldsmobile for fastening temporary 
identification tags to machinery, 

Oleomargarine is used by Pack- 
ard Electric to coat battery straps 
and thereby prevent acid corrosion. 

Small dental tools are used in 
many operations but primarily by 
Aeroproducts and AC Spark Plug 
Divisions for de-burring minute 
holes in hydraulic valves and in- 
struments used in guided missile 
systems. 

Only those suppliers that did at 
least $500 in business with GM’s 
U. 8S. divisions during the year 
were included in the 27,500 total. 

Most of the increase since the 

last survey was in the “small busi- 
ness” category, which showed an 
increase of more than 3,400 in the 
number of firms with fewer than 
100 employes supplying material 
or services to GM. 

The number of firms with fewer 
than 25 employes increased to 44.7 
percent of the total number of sup- 
pliers while the group with 25 or 
more, but fewer than 100, increased 
to 27.3 percent. 

Many suppliers in the “small 
business” classification have sold 
to the corporation almost since 
their inception and most sell to at 
least two GM divisions, Nearly 2,500 
businesses with fewer than 25 em- 
Pployes have done business with GM 
for more than 10 years, more than 
820 firms of similar size have sold 
to the corporation for at least 20 
years, and 270 have supplied GM 
for more than 30 years, Gordon 
said. 

In the second “small business” 
category, those organizations with 
more than 25 but less than 100 
employes, 1,740 have been GM sup- 
pliers for more than 10 years, 840 
have dealt with the corporation for 
more than 20 years and 350 have 
furnished goods or services for 
more than 30 years. 


Trailmobile Staff to Grow 


BUFFALO, N. Y.— Trailmobile, 
Inc., will increase its staff in its 
expanded facilities at 88 Okell St., 
according to Branch Manager V. U. 
Olive. He said the number of me- 
chanics will be raised to about 50 
from an average of 18 to 25 in re- 
cent years. 
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Guardian Maintenance is telling 37,000,000 Americans about you in the May issue of Reader’s Digest!* It tells them you are the 


Ll 


best source of service for their GM cars and trucks. It’s a powerful story for it is exclusively yours . . . General Motors offers you 
a nationwide network of 30 Service Training Centers available for your service personnel—Guardian Maintenance is a nationally 
advertised service program embracing magazines, newspapers and spot radio! You also have the Owner Protection Policy plan 
for establishing owner loyalty with each new car you deliver. Read all about you . . . be ready for the opportunities of greater 


service absorption through General Motors Guardian Maintenance Program. 
*Plus advertising to 54,000,000 readers in Look, Life and Post. 
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Capsule Reports .. . 


Auto News in Brief 


Stran-Steel Is Producing 
Four Types of Prefabs 


DETROIT.—Stran-Steel Corp. 
has announced it is mass-producing 
four types of preengineered steel 
buildings ready for immediate erec- 
tion on any lot. Harley Earl, former 
General Motors styling vice-presi- 
dent, helped design the buildings, 
Stran-Steel said. 

The firm also announced that it 
is offering color-coated steel in nine 
new colors. The colors were select- 
ed by Earl “especially to meet the 
demand of modern design,” the firm 
added. 


* * * 


Firm Reopens Detroit Office 
BUFFALO.—Lake Erie Machin- 


Pasadena (Calif.) Dealers Discuss Promotion— 


Pasadena (Calif.) new-car dealers look over 1960 Facel Vega after promotion-plan- 
ning session for National New Car Dealers Week. Peter Satori, from left, of Peter 
Satori of California, Inc., points out features while Ted Picado and Tom Frisbey, Satori| ery Corp. hag reopened its Detroit 
executives; Lloyd Pearson jr. and Lloyd Pearson sr., of Lloyd Pearson Studebaker; Bar-| district office and has appointed 
ney Ridder, publisher, Pasadena Independent Star-News; Willard Karl sr., Willard Karl Theodore L. Theodorff as district 
Motors, Inc. (Dodge), and Bob Natzel, Natzel Oldsmobile Center, look on. Dealers met} Manager. Offices are in the Robin- 
at Ridder's home to firm up newspaper advertising plans for the 12-day promotion.|son Building, 18450 Livernois. It 








will serve Eastern Michigan and 
Western Ohio. 
* ca + 


Valiant Tops as Cab, 


Says Memphis Operator 


MEMPHIS.—Bilbo Turner, oper- 
ator of Veteran Cab Co., has an- 
nounced that his first Valiant cab’s 
performance has _ been so satisfac- 
tory that he plans to replace all of 
his vehicles with the Chrysler Corp. 
compact. 

The first Valiant was purchased 
from Automobile Sales Co, and 
placed in service Nov. 6, Turner 
said. He now has three Valiants in 
service and has others on order 


from Automobile Sales, he added. 
* * + 


California Plant Dedicated 


By Air Reduction Pacific 
NEW YORK.—<Air Reduction 

Pacific Co., a division of Air Reduc- 

tion Co., Inc., has dedicated its new 











NEW PULL-POWER PLUS DOUBLE MILEAGE 
WITH FIRESTONE'S DRIVE-WHEEL TIRE 





Firestone’s Super Mileage Transport Cross Bar tire delivers two big extras: 
one, new traction to get the most out of beefed-up power plants; two, 81% 
deeper rib that doubles original tread mileage—then gives 25% more 
mileage after regrooving! These great tires are built with Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone tires. All- 
nylon Firestone Shock-Fortified cord resists sledge-hammer impacts, 
helps prevent heat blowouts and flex breaks. Only Firestone tires are torque- 
toughened for double duty on drive-wheels. Get Firestone tubeless or tubed 
Super Mileage Transport Cross Bar tires at your Firestone Dealer or Store. 


ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 





Super Mileage Transport ® 





Cross Bar 


-_ 
re ne BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 











liquid-air separation plant in Rich- 
mond, Calif. 

Including related distribution 
equipment, the installation cost ap- 
proximately $3 million and will 
produce 30 tons per day of liquid 
oxygen, nitrogen and argon, the 
firm said, 

+ * * 
Output of ‘3-T’ Tire Fabric 
To Be Upped by Goodyear 


AKRON.—A $2.5 million facility 
for the expansion of “3-T” tire- 
fabric production at Goodyear Tire 
& Rubber Co.’s Cartersville (Ga.) 
plant has been announced by Sam 
DuPree, production vice-president. 

The new unit, second at the 
Georgia location, will require an 
approximate 60 percent increase in 
the size of existing facilities, he 
said. 

* * 


GM’s °59 Record Wins 


14th Safety Council Award 

DETROIT.—For the second 
straight year 998 of every 1,000 
General Motors employes in the 
United States and Canada went 
a full year without missing work 
as a result of an on-the-job acci- 
dent or occupational illness, ac- 
cording to the National Safety 
Council. 

This 1959 record earned GM its 
14th “Award of Honor” from the 
council in the last 18 years. A 
plaque was presented in Detroit 
to John F. Gordon, GM president, 
by Howard Pyle, council presi- 
dent. 

* o* * 


Ontario Appeals Court 


Reverses Dealers Conviction 


TORONTO. — Benjamin Yuhasz, 
Niagara Falls (Ont.), used-car 
dealer, was convicted in Ontario 
Court of Appeals of selling a 1952 
car he had unlawfully imported in 
two sections. 

Attorney-General Kelso Roberts 
had appealed a magistrate’s acquit- 
tal of Yuhasz, proprietor of Twin 
City Motors. Magistrate Johnstone 
L. Roberts, Niagara Falls, said the 
Crown failed to prove the car had 
a duty value of more than $200 as 
specified in the charges. 

ok + ok 


One Horse Too Many 


Is This VW’s Trouble 


CHARLESTON, W. Va.—A rear- 
ing horse stomped on her Volks- 
wagen after she had stopped the 
ear to avoid hitting three horses 
walking on a road near here, Mrs. 
James A. Haught reported to State 
police. 

She said the car’s roof and hood 
were dented, a headlight was bent 


and the radio antenna twisted. 
* ok a 


Panef Salesmen Hear 


°60 Merchandising Plans 


MILWAUKEE.—More than 40 
representatives of Panef Mfg. Co. 
heard the company’s 1960 advertis- 
ing and merchandising plans at a 
sales meeting at the Lake Shore 
Club in Chicago. 

Panef makes home and shop 
lubricants. The company said it 
plans to enter new markets this 
year and to step up its activities 
in present markets. Supermarket 
chains are among the firm’s targets 
for 1960. 

* * 


Calif. Legislators Schedule 


Hearings on Auto Financing 


SACRAMENTO, Calif.—The As- 
sembly Finance and Insurance 
Committee will hold public hear- 
ings on auto financing after the 
Legislature adjourns, according to 
Assemblyman Thomas M. Rees, 
chairman. 

He said he has received numerous 
complaints from people “who have 
realized too late that they are com- 
pelled to pay far more for their 
cars than they were led to believe.” 

* * oe 


American Enka to Expand 


|Nylon Production Capacity 


ENKA, N. C. American Enka 
Corp. has announced plans to ex- 
pand its annual capacity for pro- 
ducing nylon 6 heavy denier yarns 
by an additional three million 
pounds. 

The increased output is expected 
to be available in 1961. This, to- 
gether with 3% million pounds 
scheduled for production in the fall 
of this year, will give Enka an an- 
nual production capacity of 6% 
million pounds of heavy denier 
yarns, the firm said. 
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Topple °55 Records... 


29 Car-Tire Output, 


Shipments 


NEW YORK.— Manufacturers | 
shipped 97,329,359 passenger-car 
tires in 1959, the highest total in the 
tire industry’s history, according to 
the Rubber Manufacturers Assn. 

The total was 13.58 percent 
higher than the 1958 shipments 
of 85,695,523 and 3.91 above the 
previous record of 93,668,855 tires | 
shipped in 1955, the association 
added. 

In setting the new mark, the in-| 
dustry boosted replacement-tire| 
shipments by 8.49 percent over the} 
previous high, established in 1958, | 
and increased original-equipment 
shipments by 27.08 percent over) 
1958, the RMA added. 

These shipments, the association | 
added, were supported by a record) 
production of 102,636,829 passenger- | 
car tires during 1959, up 22.72 per- 
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Set Mark 


of 41,265,847 units. Inventories of | 
10,535,652 tubes at the end of 1959 
were 22.27 percent over the 1958 
figure of 8,616,988 units. 

December car-tire shipments, 
the RMA continued, amounted to 
6,843,645 units, as compared with 
November shipments of 5,476,329 
tires, an increase of 24.97 percent. 
Production of 8,344,165 tires in- 
creased 17.72 percent over the 
November total of 7,088,030 units. 

Truck and bus-tire shipments for 
December came to 1,098,667 units, 
increasing 11.89 percent over the 
981,919 tires shipped during Novem- 
ber. Production of 1,300,575 tires for | 
December was 3.27 percent higher} 
than the November production of | 
1,259,437 units. 

Shipments of automotive inner 
tubes for December amounted to 
3,135,185 units, compared with the 
November shipments of 3,096,993 








Rambler Poster Wins Award— 


This 24-sheet poster won second prize in the eighth annual Outdoor Advertising 
Contest for the Chicagoland Rambler Dealers Assn., Chicago. The contest was sponsored 
by the Outdoor Advertising Assn. of America, Inc. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning tne 


cent over 1958’s production of 83,-| tubes, an increase of 1.23 percent.| automotive industry, every week throughout the year. 


636,178 tires and 5.63 percent over | 
the previous high of 97,167,612 tires | 
in 1955. 

Inventories at the end of 1959 | 
totalled 23,578,057 tires, an in- | 
crease of 32.33 percent over the | 
17,817,687 units on hand at the 
end of 1958. 


| 

Shipments of truck and bus tires 
during 1959 amounted to 15,075,767 | 
tires, an increase of 13.93 percent 
over 1958’s shipments of 13,232,377 | 
units. The 1959 production of 15,- 
238,150 units increased 17.88 percent | 
over the 12,926,695 tires produced 
during 1958. Inventories at the end 
of 1959 came to 3,355,382 tires, 5.82) 
percent above the 3,170,719 units on| 
hand at the end of 1958. 

Shipments of automotive inner 
tubes for 1959 were 46,036,508 units, | 
an increase of 11.15 percent over | 
the 41,419,663 tubes shipped during | 
1958. Production for 1959 was up 
11.61 percent to 46,058,825 tubes, 
compared with the 1958 production 


Dealer Cleared 
Of Theft Charged 
+ 
* 
By His ‘Backer’ | 

BUFFALO.—City Judge Madge | 
Taggart dismissed a first-degree 
grand larceny charge against Her- 
bert Dreyfuss, 47, accepting the ar- | 
gument that his auto dealings con-| 
stituted a “joint venture” with the) 
man suing him. 

Edward M. McGrath testified he 
put up $222,000 to get the venture 
going. He admitted he had gotten 
back $148,380, but said he felt he 
was entitled to the return of his 
principal, too, 

McGrath alleged that Dreyfuss 
made wrongful representations to 
him about arrangements to buy| 
1958 and 1959 cars from two dealers | 
at $50 under invoice and sell them 
in Southern states at $50 over in-| 
voice, | 

McGrath testified he holds 17) 
promissory notes for the $222,000) 
and is the beneficiary of a $100,000 
life insurance policy on Dreyfuss. 


Calendar 


(Continued from Page 14) 


May 8-l0—Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

% Nov. 23-27—Portiand Auto Show, Me- 
morial Coliseum, Portiand, Ore. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

% Feb. |1-18—Syracuse Auto Show, Syra- 
cuse War Memorial, Syracuse. 

* * * 





General 

Apr. 7-9—National Truck, Trailer & Equip- 
ment Show, Great Western Exhibit Bldg., 
Los Angeles. 

Apr, 21-28—American Society of Tool and 
Manufacturing Engineers, Conference 
and Tool Show, Artillery Armory, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 

Sept. 6-16, 1960—Production 
Show, Navy Pier, Chicago. 

Sept, 6-16, 1960—Machine tool Exposition, 

eenene Amphitheatre, Chicago, 
ct. 


Engineering 


16-2i—American Trucking Assn. an- 
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U.S. Trade Slump 
Feared Unless 
Prices Are Cut 


CLEVELAND.—The U.S. faces 
continuing loss of domestic and ex- 
port trade markets to foreign com- 
petition unless its consistent infla- 
tion is stemmed and its industrial 
productivity substantially increased 
to reduce U.S. selling prices in the 
international markets, in the opin- 
ion of Executive Vice-President 
J. E, Adams of White Motor. 

Adams spoke at a dinner meet- 
ing highlighting the three-day na- 
tional production meeting of the 
Society of Automotive Engineers. 

Adams voiced concern that 
“many Americans do not seem to 
realize what is happening to U.S. 


|trade all over the world in our 


inability to compete with other 
nations.” 

“Unless enough people take an 
interest—and take some action—we 
easily could reach a depressed 
economy in the U. S. while the rest 
of the western world was booming,” 
he said. 


Announcing New Aeroquip Series “E RETROFIT 
Cargo Control System For Trailers Now In Service 





Easily installed On Any Van-Type Truck or Trailer, 


it Securely Holds Cargo, Prevents Damage 


No more shifting loads or merchandise 
damaged in transit! Aeroquip’s new 
Retrofit Cargo Control System enables 
you to secure cargo of any size or shape 


safely in your trailers. It's 


install the Retrofit Track inside the trailer 
with simple wood screws. The notched 
track provides hundreds of tie-off points 
and shelving adjustments, yet minimizes 


loss of cube space. 
Next, you simply slide 


LOOK FOR THIS 





GENERAL LOGISTICS DIVISION 


2929 FLOYD STREET, BURBANK, 
Aeroquip Products are Fully Protected by Patents in U.S.A., Canada and Abroad 





nual convention, Waldorf-Astoria Hotel, 
New York City. 








position, hook the strap fittings into the 
track notches and buckle the carton se- 
curely. It’s fast, easy and safe. To make 
the best use of trailer space, socket 
fittings are inserted into the track wherever 
required for multiple decking. This means 
easier loading and bigger: payloads. 

Elimincte damage to merchandise and 
make the most of trailer space. Install 
an Aeroquip Cargo Control system in 
your trailer. 


easy. First, you 


the cargo into 





SAFE-T-LOADED 
waw\eroqu SIGN OF SAFE HANDLING 


ip 
“CARGO CONTROL SYSTEM 










Series “‘E’’ RETROFIT Track For Horizontal or Vertical Mounting 


Vertical track is attached 
to trailer posts, permits 
second decking at any 
height. 


Horizontal track attached 
anywhere on trailer, pro- 
tects plywood lining, 
strengthens woll. 
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CALIFORNIA Address_____ 
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Strap end 
fittings install 
and remove 
with one hand 
operation. 


CUA IY ancien med garantie aries ttc 


Notched track 
provides over 
1000 tie-off 

points on a 
single 
installation. 











Socket fittings 
for 2x4 
wood beams 
allow easy 
installation of 
second deck. 
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Aeroquip Corporation, General Logistics Division 
2929 Floyd Street, Burbank, California 
Please send me a copy of GLB-110 


City one State 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 

Figures alongside bars represent dollars. 
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$1,950* (ps), $1,925*; 
Country Sedan (8) 4- 

Custom 300 (6) 2-dr., 
$1,555*, $1,410*, $1,385, $1,375; 4- 
r., $1,350, $940*. 


dr. 

*58 Thunderbird (8) 2-dr, hardtop, §$2,- 
405°; Fairlane 500 (8) 4-dr., $1,150° 
(ps); 2-dr., $1,100*; Custom 300 (6) 
4-dr., $1090*; 2-dr., $935*; Fairlane 
(8) 2-dr., $1,075*. 

’57 Fairlane 500 (8) conv., $1,210*; 4- 
dr., $1,025* (ps), $900*; 2-dr, Vic- 
toria, $900*, $775*; 2-dr., $850*; Coun- 
try Sedan (8) 4- dr., $1,100* (ps), $1,- 
020, $1,000*, $975°*; Ranch Wagon 
(8) 2-dr., $900*, $850*; Custom 300 
(6) 2-dr., 2 at $775*, $715. 

’56 Fairlane (8) 2-dr. Victoria, $750*; 
conv., $740* (ps); Fairlane (6) 2-dr., 
$635; Country Sedan (8) 4-dr., $750*, 
$660*; Ranch Wagon (8) 2-dr., $735*; 
Custom (8) 2-dr., $630*, $475; 4-dr., 
2 at $600*, $320°. 

55 Fairlane (8) 2-dr, Victoria, $525", 
$465; Country Sedan (8) 4-dr., $405*; 
Ranch Wagon (8) 2-dr., $400. 

’54 Custom (8) 2-dr., $250*. 
HUDSON—’55 Hornet (8) 2-dr., $360*. 
LINCOLN — ’'59 Premiere 4-dr. hardtop, 

$2,375* 


$2,850* (ps). 
’58 Continental Mark III conv., 
(ps); 2-dr, hardtop, $2,375* (ps). 
MERCURY—’59 Monterey 2-dr., $1,760*. 
58 Monterey 2-dr., $1,325*, $1,200*; 
4-dr., $1,275* (ps), $1,175"; 4-dr. 
hardtop, $1,225* (ps); 2-dr, hardtop, 


$1,175*. 
OLDSMOBILE—’ 60 (88) Super 4-dr. Holi- 

day, $3,025* (ps). 

"59 (88) 4-dr., $1,910*. 

58 (88) Super 4-dr. Holiday, $1,725* 
(ps); (88) 4-dr, Holiday, $1,660* (ps). 

’57 (88) 4-dr. Holiday, $1,300* (ps), 
$1,190* (ps); (98) 2-dr. Holiday, $1,- 
237° (ps); 4-dr., $1,225* (ps); (88) 
Super 2-dr, Holiday, $1,225* (ps). 

56 (88) 2-dr. Holiday, $950* (ps); 4- 
dr, Holiday, $760*, $610*; (98) 4-dr., 
$615* (ps). 


(ps); 2-dr., 
conv., $1,950*; 
dr., $2,000*; 


Prices marked with an asterisk cayne (6) 4-dr., $1,175*, $1,075; 2-dr., $450°; Crest (6) 2-dr, Victoria, $320*; (ps); 4-dr, Riviera, $1,150*; conv., 4 
indicate a unit equipped with an o.080, $1,075; Biscayne (8) 2-dr., 4-dr., $230*; Custom (6) 2-dr., $300*. . 2. (ps); Century 2-dr, Riviera, See aaere Maiveden ‘earn. om 
transmission or over- | ‘5? iel Air (8) 4-dr., $1,150*, $1,060*; see ase, Continental Mark IV 4-dr.,) +56 Special 2-dr, Riviera, $550°. + “Sous” act eae 
960: ° > 5 al 7 . - ** . 
ps ep ' and (ps) indicates power hme mm. MERCURY "68 Monterey 4-dr., $1,060°. 2-6 Rivins “esters Gor eat | °8T Belvedere (8) 4-ar., $675". 
. “4 . 5 onterey 4-dr., ° , ak : ce . ’56 Suburban (8) 4-dr., $525*; Ive- 
se: © Medan, 350002 ean ged Tworten | ‘58 Custom 4-dr. hardtop, $700* CADILLAC—'88 (62) 4-dr. hardtop, $2,-| Gere (8) 4-dr., $515", $500". 
“i 7 ‘55 Monterey 2-dr, hardtop, $510*. : '55 Savoy (6) 4-dr., $360; Belvedere (6) 
ALBANY ‘ap One-atiy (ey 4-dr., $690*: Bel Air| "52 Monterey 2-dr, hardtop, $190*. CHEVROLET—’60 Bel Air (8) 2-dr., $2,- 2-dr., $300, $275*. 
, 7: ano . . , * . 020*. PONTIAC—’59 Catalina 2-dr., $2,225*; 4- 
Tim Anspach Dealer’s Auto Auction. Sale (6) 2-dr., $640*; sport coupe, $610*; | OLDSMOBILE—’59 (88) 2-dr. Scenic, $2, ‘ . . , ’ ; 
every Monday. Prices are for sale of March 4-dr., $600; Bel Air (8) 2-dr., $625. 162°. 59 Impala (8) conv., $2,160° (ps);| | dr. $2,100°. - 
21, Just top ready-to-sell cars were here| 53 Bel Air 4-dr., $290; 2-dr., $250. 'S7 (88) Fiesta 4-dr., $1,280* (ps); (98) gh ose* trey eee gg oa ee ante 2dr, Catalina, $475°; 4- 
ay. ices continued to climb in a ’ 4-dr., $1,275* (ps). ’ , , ; . s . 
spirived austin, Gur 150 Gene font tae DeSOTO — '56 Firedome 2-dr, hardtop,| ,.¢ ah ‘aa Hehday, $730*:; (88) Super dan, $1,875*, $1,810*; Bel Air (8)|RAMBLER—'59 Custom (6) Cross Coun- 
consignments. tos Face >. ar., 900°. 4-dr. Holiday, $710 (ps). +e. $1,705*, $1,630*, $1,035*, $960°*; try, $1,740; Super (8) Cross Country, 
: i - ’ ( -dr. * ; 2-dr. Holiday, scayne (8) 2-dr., $1,425. $1,585. 
BUICK—'58 Century Estate Wagon, $1,-| ‘4 Firedome 4- dr., $450* (ps). Oe 0O* Coad:’ (a8) 4-ar Holiday. $080", | ‘58 Impala (8) 2-dr, hardtop, $1,415*,| '58 Custom (6) 4-dr., $1,125°. 
ps); Specia -ar, viera, $1,-| nopGE—’57 Royal (8) 4-dr., $980*. , de boa : e $1,150*; conv., $1,400*. STU DEBAKER—’' 59 Lark (6) station wag- 
370* (ps) 53 (88) 4-dr., $195* (ps); (98) 4-dr.,| , 

'S7 Special 2-dr. Riviera, $1,075° ’56 Coronet (6) 4-dr., : $160* (ps). 57 Bel Air (8) sport coupe, $1,330° on, $1,200. 

56 Special 4-dr. Riviera, $860*: 2-dr,| FORD—'59 Country Squire (8) 4-dr., $2,-| PLYMOUTH—’'58 Belvedere (8) 4-dr., $1,- (ps); sport sedan, $1,085°; Two-ten 
Riviera, $750°, $710°: 4-dr., $650°: 000*; Country Sedan (8) 4-dr., $1,- 150*; Suburban (6) Custom 2-dr., $1,- Se Gaeta eo —_ o LOS ANGELES 

of : ; aS ; 940*; Ranch Wagon (8) 4-dr., $1,- 085*. , 5 ees : 
ne “ans a. —. (ps); Super 175°: ciaaeene 300° (8) Ta. on 308. 57 Pioia: (8) 2-dr., $730*%; Savoy (8) ’56 Bel Air (8) conv., $850*; Two-ten| Harold Henry’s Los Angeles Dealer Auto 

2 -ar. viera, $735* (ps). ° ii as o * : (8) station wagon, $775*, $740; 2-dr.,| Auction, Sale every Tuesday, Prices are 

55 Super 2-dr. Riviera, $600* (ps); Cen- 58 Ranch Wagon (8) 4-dr., $1,260*; 4-dr., $630, $590". 670*. $630: 
tury 4-dr $560*; Special 2-dr ; Rivi- Fairlane (8) 2-dr, Victoria, $1,000*. ’56 Savoy (6) 2-dr., $570. , $ , $630; One-fifty (6) 2-dr., $575. | for sale of March 22. 
era, $2008: ; ‘ '57 Country Squire (8) 4-dr., $1,305* 53 Cambridge 2-dr., $160. 55 Bel Air (8) 2-dr., $650*%, $610*; 4-| BUICK—’'58 Special 2-dr. Riviera, $1,460* 

: Z (ps); Custom (8) 2-dr., $520. PONTIAC—’57 Chieftain Safari 4-dr., $1,- dr., $500*; Two-ten (6) 2-dr., $490, (ps); 4-dr., $1,150*. 
CADILLAC—'59 (62) 4-dr., $3,950* (ps). '56 Fairlane (8) conv., $875*; 2-dr. 250* (ps); 2-dr. Catalina, $1,000*. $390*, $360. ’57 Century 2-dr, Riviera, $1,225* (ps). 

"5S (62) 4-dr., $2,910* (ps); 4-dr, hard- Victoria, $810*; 4-dr Victoria " $a30*: 56 Star Chief de dr., $680*. "53 Two-ten 4-dr., $175. '56 Super 2-dr. Riviera, $850* (ps); 
top, $2,875* (ps). Rone ¢7 ‘ans: : eer iB g a conv., $750* (ps). 

ron the a . 4-dr., $825*, $70, $760*; Country Se- STUDEBAKER 59 Lark (6) 2-dr., $1,-| CHRYSLER—'54 Windsor 4-dr., $160*. : , ns 

= . ) ae = ,160* (ps); 4-dr., $950 dan (8) 4-dr., $840*, $750* (ps); 215. DeSOTO—’59 Firedome 4-dr., $2,160* (ps). 55 Century Estate Wagon, $755 . 2-dr. 

metab § ps). a . Ranch Wagon (8) 2-dr., $615, $410. | MISCELLANEOUS—’57 Willys Jeep sta-| ‘57 Firedome 2-dr., $625*. Riviera, $700* (ps), $685* (ps); Spe- 

) Special 4-dr., $870° (ps). 55 Fairlane (8) 4-dr., $650*, $640°; tion wagon, $1,000; %-ton pickup, | DODGE—'59 Coronet (8) 4-dr., $1,600*. cial 2-dr. Riviera, $650*, $585* (ps); 
CHEYROLET—'€0 Corvair (6) 4-dr., $1,- 2-dr, Victoria, $625"; 2-dr., $540; $735, 57 Coronet (8) 4-dr., $1,000*; 2-dr. seen’ tn Riviera, $435° (ps); conv., 
‘ Ranch Wagon, $640*, $570; Country hardtop, $825". ; : 

‘59 Impala (8) sport coupe, $2,075* (ps), Sedan (8) 4-dr., $575*; Main (6) 2- DETROIT '56 Custom Royal (8) 2-dr, hardtop, 54 RM 2-dr. Riviera, $280* (ps). 
$2,030* (ps), $1,875* (ps); conv., §2,- dr., $380. Aptco Auto Auction, Sale every Wednes- $635*. CADILLAC—'59 de Ville 2-dr. hardtop, 
050*; sport sedan, $1,785*. ’54 Country Squire (8) 4-dr., $460*;| day. Prices are for sale of March 23. FORD—’60 Galaxie (8) starliner, $2,340*. $4,500* (ps), $4,450* (ps), $4,350 

68 Brookwood (6) 4-dr., $1,425*; Bis- Crest (8) 4-dr., $460; 2-dr, Victoria,’ BUICK—’57 Super 2-dr. Riviera, $1,250* '59 Galaxie (8) 2-dr, Victoria, $2,060* (Continued on Page 57, Col, 1) 








COLORADO 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 











mene Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: "su 1-6673, Ed, G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our /4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues. 10 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—lIndianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 











MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 





19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously. 
© Conveniently located in the heart of the 
automobile world. 


© Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D, McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar 2-318 








MICHIGAN 


SAM GOODMAN'S 


STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62, Same loca- 
tion—new facilities. 
EVERY TUES. & FRI. 12:00 NOON 
Conveniently located in the heart of the 
automobile center. 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issve auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI/ 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Keservations 





NEW JERSEY 
Ohta aoe CARS a sl 


"oe alasiaseyp cars! : 


N-A-D-E 


ay Ty 7 A. uy 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.). 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TENNESSEE 





JOHNSON AUTO 
AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Crossroads 


. . . where they meet... 










buyers and sellers . . . new and 
used car dealers. They meet. at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 








You will reach both groups 
through an ad in Automotive 





News. 
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Used-Car Auction Prices 





(Continued from Page 56) 


(ps), $4,100* (ps); (62) 2-dr., $4,150* 
(ps), $3,950* (ps); 4-dr., $4,150* (ps). 

"58 (62) Sedan de Ville, $3,300* (ps), 
$2,585* (ps); Coupe de Ville, $2,985* 
(ps); conv., $2,885* (ps); 4-dr., $2,- 
605* (ps). 

’57 Eldorado conv., $4,200* (ps); (62) 
Coupe de Ville, $2,345* (ps); Sedan 
de Ville, $2,250* (ps); 2-dr., $2,185* 
(ps); 4-dr., $1,930* (ps). 

"56 (62) Coupe de Ville, $1,560* (ps); 
Sedan de Ville, $1,500* (ps), $1,350* 
(ps); 4-dr., $1,250* (ps). 

"55 (62) Coupe de Ville, $1,395* 
conv., $1,035* (ps). 

*54 (62) Coupe de Ville, $1,080* (ps), 
$1,035* (ps); (75) limousine, $1,050* 
(ps); (60) Special 4-dr., $700* (ps). 

"53 (62) 4-dr., $445* (ps); 2-dr., $350* 
(ps). 

*51 (62) conv., $145°*. 

"50 (62) Coupe de Ville (custom), $890* 
(ps). 

CHEV ROLET—’60 Impala (8) sport coupe, 
$2,560; Bel Air (8) 2-dr, hardtop, 
(ps); Corvair 700 (6) 4-dr., 


(ps); 


"59 Corvette (8) conv., $2,780; Impala 
(8) sport coupe, $2,195, $2,185* (ps), 
$2,155* (ps), §$2,150* (ps), $2,120*, 
$,100* (ps); conv., $§2,060* (ps); 
Brookwood (8) 4-dr., $2,060*; Bel Air 
(8) 2-dr., $1,730*; Biscayne (8) 2-dr., 


$1,505. 
*56S Impala (8) 2-dr. hardtop, $1,750, 
$1,750*, $1,700* (ps), $1,610* (ps); 


Bel Air (8) sport coupe, $1,635* (ps), 
$1,350* (ps), $1,215; Brookwood (8) 
4-dr., $1,525* (ps), $1,500* (ps), $1,- 
500*, $1,390*; Biscayne (8) 4-dr., 2 
at $1,280*, $1,275*, $1,260*, $1,250*; 
2-dr., $1,235*; Biscayne (6) 2-dr., 
$1,220* (ps); Delray (6) 2-dr., $1,- 
050. 

"57 Corvette (8) conv., $1,940; Bel Air 
(8) sport coupe, $1,410* (ps), $1,320, 
$1,305* (ps); sport sedan, $1,300*; 
conv., $1,150*, $1,085* (ps); 4-dr., 
$940*; Two-ten (8) 4-dr., $1,070*, 
$880*; 2-dr., $995*; One-fifty (8) 2- 
dr., $950* (ps), $770; 4-dr., $885*; 
One-fifty (6) 2-dr., $800; 4-dr., $785. 

"566 Nomad (8) 4-dr., $1,095*; Bel Air 
(8) sport sedan, $975*, $900*; 4-dr., 
$875*; Two-ten (8) sport coupe, $925*; 
station wagon, $915* (ps); 4-dr., 
$690*. 

°55 Bel Air (8) sport coupe, $785*, $735*, 


$685* (ps), $680; conv., $485*; Two- 
ten (8) 4-dr., $625*; Delray, $615, 
$500; Two-ten (6) 4-dr., $565; 2-dr., 


$500. 

’54 Bel Air 4-dr., $500* (ps); Two-ten 
Delray, $350; 4-dr., $330*, $250. 

"53 Two-ten 4-dr., $355, $325, $240, $235, 
$225, $175*; Bel Air 4-dr., $295*. 
"52 Deluxe 2-dr., $225*, $170; 4-dr., 2 

at $150*. 

°51 Deluxe Bel Air, $355*; 2-dr., $100*. 

CHRYSLER—’'58 Windsor 4-dr, hardtop, 
$1,450* (ps). 

DeSOTO—’ 56 Fireflite 2-dr. hardtop, $880* 
(ps). 

DODGE—’59 Coronet (8) 4-dr. 
$1,850* (ps); 2-dr., $1,670*. 

°54 Royal (8) 4-dr., $250. 

FORD—’'60 Thunderbird (8) 2-dr. hardtop, 
$4,400* (ps), $4,350° (ps), $4,250* 
(ps), $3,975* (ps), $3,780* (ps); conv., 
$4,175* (ps); Galaxie (8) conv., $2,- 
450; Ranch Wagon (6) 4-dr., $2,050. 

°59 Thunderbird (8) 2-dr, hardtop, $3,- 
050* (ps); Galaxie (8) 2-dr, Victoria, 
$2,080* (ps), $2,015* (ps), $1,890* 
(ps); Country Sedan (8) 4-dr., $1,865* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,825*; Ranch Wagon (8) 4-dr., $1,- 
685; Custom 300 (8) 2-dr., $1,530*; 
4-dr., $1,100*. 

58 Thunderbird (8) 2-dr, hardtop, §$2,- 
975* (ps), $2,835* (ps), $2,750* (ps); 
Fairlane 500 (8) 4-dr., $1,425*; 4-dr. 
Victoria, $1,280* (ps); Fairlane (8) 
4-dr., $1,125*; 2-dr., $1,100*; Custom 
300 (8) 4-dr., $765*; Custom 300 (6) 
4-dr., $720. 

’57 Country Squire (8) 4-dr., $1,410* 
(ps), $,1235* (ps); Fairlane 500 (8) 
skyliner, $1,240* (ps), $1,105*; conv., 
$1,075* (ps); 4-dr., $1,025*; Country 
Sedan (8) 4-dr. (9 pass.), $1,230* 
(ps), $1,205*; Fairlane (8) 4-dr., 
$900* (ps); Custom 300 (6) 2-dr., 
$685. 

’56 Thunderbird (8) conv., $1,750* (ps); 
Country Sedan (8) 4-dr., $845*, $835*° 
(ps), $785*, $750*° (ps); Custom (8) 
2-dr, Victoria, $640*. 

"55 Thunderbird (8) conv., $1,500* (ps); 
Ranch Wagon (8) 2-dr., $625, $530*; 
Fairlane (8) 4-dr., $530*, $515*; Cus- 
tom (8) 2-dr., $500. 

’54 Ranch Wagon (8) 2-dr., $405*; Crest 
(6) 4-dr., $275*; Main (8) 2-dr., $235; 
business coupe, $195. 

’53 Custom (8) 4-dr.. $275, $195*; Crest 



































hardtop, 


(8) 2-dr, Victoria, $240*. 
"52 Main (8) 4-dr., $175; Custom (8) 
2-dr., $175*. 
HUDSON—’55 Wasp (6) Custom 4-dr., 
$480". 


LINCOLN—’56 Capri 2-dr., $1,225* (ps); 
Premiere 2-dr., $1,095* (ps). 

MERCURY—’'58 Commuter 4-dr. (9 pass.), 
$1,250*; Monterey 2-dr., $1,035*. 

"57 Monterey 4-dr., $1,075* (ps). 

’56 Montclair conv., $850* (ps); 2-dr., 
$640*. 

55 Montclair 2-dr., $605* (ps), $450*; 
Monterey 2-dr., $505*, $435°, $410*. 

’54 Custom 2-dr. hardtop, $310*; Mon- 
terey 2-dr., $275* (ps), $200*, 

’53 Monterey 2-dr., $315*; conv., $255*; 
Custom 4-dr., $180*, 

OLDSMOBILE—’60 (98) 2-dr. Scenic, $3,- 
400* (ps). 

"59 (88) 2-dr,. Scenic, $2,455* (ps). 

‘58 (88) Super 4-dr. Holiday, $1,895* 
(ps); (88) 4-dr., $1,095*. 

"57 (88) Super 4-dr. Holiday, $1,300* 
(ps); (88) 2-dr. Holiday, $1,185* (ps). 

’56 (88) 2-dr, Holiday, $1,025* (ps). 

55 (88) 4-dr, Holiday, $700*; 2-dr. Holi- 
day, $635*; (88) Super 4-dr., $500* 
(ps). 

'54 (88) Super 2-dr, Holiday, $635* (ps), 
$370*; 4-dr., $400* (ps); (88) 4-dr., 
$515*; 2-dr., $430°. 

’52 (88) 2-dr., $165*. 

PACKARD—'55 400 2-dr. 
(ps); Clipper 2-dr, 


(ps). 
PLYMOUTH—’'59 Suburban (8) Sport 4- 
dr., $1,950* (ps). 
"58 Belvedere (8) conv., $1,030* 
2-dr. hardtop, $1,$15* (ps). 
"S57 Belvedere (8) 4-dr, hardtop, $975* 


hardtop, $495* 
hardtop, $410* 


(ps); 


RAMBLER —’'58 Ambassador 


(ps); 2-dr., $860*%; 4-dr., $805*; 
Suburban (8) Custom 4-dr., $810*. 
’56 Belvedere (8) conv., $625*; 2-dr., 

$600*. 
’55 Belvedere (8) 4-dr., $500*. 
’54 Belvedere 4-dr., $255*. 
’53 Cambridge 4-dr., $275; 
4-dr., $205*. 
’562 Cambridge 4-dr., $125. 


Cranbrook 


PONTIAC—’59 Bonneville sport coupe, $2,- 


750° (ps); Star Chief 4-dr., $2,100*. 
’57 Star Chief 2-dr, Catalina, $1,185*, 
$1,170*, $1,160* (ps); Chieftain 2-dr. 
Catalina, $1,125* (ps). 
"56 Chieftain 4-dr, Catalina, $600*. 
’55 Chieftain 2-dr, Catalina, $535°*, 
$530*, $525*; 4-dr., $335*. 
’54 Star Chief 2-dr. Catalina, $350*. 
'53 Chieftain 4-dr., $225, $175, $100*. 
(8) Cross 
Country, $1,435*. 
‘52 Custom Cross Country, $150*, 
’51 Custom Cross Country, $180. 


STUDEBAKER—’60 Lark (6) station wag- 


on, $2,250. 
’58 Commander (8) station wagon, $925. 
’53 Champion (6) 4-dr., $190; 2-dr., 
$155; 2-dr. hardtop, $130. 


MISCELLANEOUS—’59 Chevrolet (8) El 


Camino, $1,750; GMC (8) %-ton LWB 
pickup, $1,510. 

"58 International (6) 
$905. 

’57 Ford (8) Ranchero, $1,075, $1,040, 
$1,035*; %-ton pickup, $915; Chevro- 
let (8) %-ton pickup, $935; Dodge (6) 
%-ton pickup, $800. 


%-ton pickup, 










Everyone who has to load and unload a truck is in need of a 
Daybrook Power Gate. Commercial and industrial companies, 
freight lines, appliance dealers and distributors, oil companies, 
railroads, furniture dealers, building supply firms, manu- 
facturers . . can profit by using Power Gate handling of 


materials. 


Daybrook offers a complete line to fit every truck and trailer 
... handle every lifting-lowering need up to 5,000 lbs. Daybrook 
Power Gates pay for themselves with faster, safer deliveries... 


more pickups per day. 


And, Daybrook Power Gates have a one year warranty . . insur- 


Power Gate 
Model TIE used 
in transporting 
oil drums 


’56 Ford (6) %-ton pickup, $585; (8) 
%-ton pickup, $550, $535*; Dodge (8) 
%-ton pickup, $500. 

"55 GMC (8) %-ton LWB pickup, $575*; 
Chevrolet (6) %-ton pickup, $570; 
Ford (6) F-100 %-ton pickup, $430. 

"54 Dodge (6) %-ton pickup, $325, 

*53 Chevrolet %-ton pickup, $400, 

’51 Studebaker (6) %-ton pickup, $225. 

’50 Chevrolet %-ton pickup, $370; Dodge 
(6) %-ton pickup, $185; Ford (6) %- 
ton pickup, $145. 

’49 Chevrolet %-ton walkin, $350; Stude- 
baker (6) %-ton utility truck, $260. 

‘30 Ford Model A pickup, $690. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday. Prices are for sale of 
March 23. Sales and prices remain firm on 
all the well detailed cars offered. The aver- 
age cars took a slight drop with 1959-1960 
cars showing an increase. Foreign cars 
and trucks still in great demand, Sold 75 
percent of 531 consignments. 
BUICK—’60 LeSabre 2-dr. 

820* (ps). 

’59 Electra 2-dr. hardtop, $2,220* (ps), 

’58 Super 4-dr, Riviera, *$1,635* (ps); 
RM 4-dr. Riviera, $1,600* (ps); Spe- 
cial 4-dr, Riviera, $1,550* (ps); 4-dr., 
$1,200* (ps). 

"57 RM conv., $1,175* (ps); Century 
Estate Wagon 4-dr., $1,150*; 4-dr. 
Riviera, $1,120* (ps); Super 2-dr. 
Riviera, $1,150* (ps); 4-dr. Riviera, 
$1,040*. 

’56 Century conv., $920* (ps); 4-dr, Riv- 
iera, $795*; 2-dr. Riviera, $750* (ps), 
$720*; Super 4-dr. Riviera, $865* (ps), 
$840* (ps); Special 4-dr. Riviera, 
$790* (ps); 4-dr., $685*; 2-dr, Riviera, 
$770". 


hardtop, §$2,- 


OADILLAC—’58 (62) Sedan de Ville, $2,- 


770* (ps); 4-dr. hardtop, $2,870* (ps). 
"56 (62) 2-dr. hardtop, $1,365* (ps); 
Sedan de Ville, $1,100* (ps). 


ance of dependable performance—satisfied customers. 


WIDEST RANGE OF MODELS—CAPACITIES—PLATFORM SIZES and STYLES 
A choice of power drive: PTO, Electric (6 or 12 volt), and Gasoline 


Engine (trailers only)—square edge or ramp type platforms—wide 
selection of platform sizes—special platforms for unusual loading- 


unloading applications. 





SERIES CAPACITY PLATFORM LOADING AREA 
(pounds) 
T-600 800 54%"' x 26'"* 
T-1000 1000 56"’ x 28"’ and 78" x 28'"* 
T-1100 1100-1500 56"’ x 28” and 78" x 28'* 
TIE 1400 72"' x 28''—84"' x 28''—90"' x 28''** 
T-2 1500-2500 84"’ x 28"' to 90" x 46''** 
T-3 1800-3500 84'' x 28"' to 90"’ x 58'’** 
T-4 2200-4000 84" x 28'' to 90"’ x 58°’** 
T-5 3200-5000 90"’ x 38’’ to 90’’ x 60'’** 
"DA" 2000-3000 72°" a 20"" 90" « 34°" 
(double acting) ; 
TD-52*** 2000 79"' x 41" 





*Platforms available only with loading ramp 
**Plotforms available with either square edge or loading ramp 


*** Mounts on Dump Bodies. Works as regular tail gate or as a Power Gate® 


See your DAYBROOK distributor for complete details 






YOUNG 


SPRING & WIRE 
CORPORATION 












DAYBROOK 
HYDRAULIC DIVISION 
BOWLING GREEN, OHIO 





Model Breakdown 
Of Auction Averages 





Mar., Feb., Jan., 

Model 1960 1960 1960 
1960.. $2,408 $2,516 $2,685 
1959.. 2,103 2,157 2,140 
1958. 1,374 1,419 1,425 
962 1,015 1,012 


655 692 710 
486 517 532 
309 333 340 
217 225 218 


$1,133 











$1,109 





"53 (62) 2-dr. hardtop, $580* (ps). 
’49 (62) 4-dr., $170*. 
‘VROLET—’60 Impala (8) 2-dr, hard- 


top, $2,590* (ps); Bel Air (6) 2-dr. 
hardtop, $2,200*; Corvair (6) 4-dr., 
$1,625, $1,600, 


"59 Kingswood (8) 4-dr., $2,130* (ps); 
Impala (8) 4-dr. hardtop, $2,010* (ps), 
$2,020* (ps), $1,900* (ps), $1,860* 
(ps); 4-dr., $1,910* (ps); 2-dr. hard- 
top, $1,900* (ps); conv., $1,900* (ps); 
Bel Air (8) 2-dr., $1,625*; Biscayne 
(6) 2-dr., $1,410, $1,050. 

‘58 Impala (8) 2-dr. hardtop, $1,725* 
(ps), $1,450* (ps); Brookwood (8) 4- 
dr., $1,540*; Bel Air (8) 4-dr, hardtop, 
$1,425* (ps), $1,325*; 4-dr., $1,325*; 
Biscayne (8) 4-dr., $1,350*, $1,250, 
$1,240*, $1,200*, $1,165, $1,095; Bis- 
cayne (6) 2-dr., $1,100*, $1,090*, $1,- 
050*; Yeoman (8) 4-dr., $885; Delray 
(6) 2-dr., $600. 

’57 Bel Air (8) 2-dr. hardtop, $1,385* 
(ps); 4-dr., $1,295, $1,025*; 4-dr. 
hardtop, $1,275* (ps), $1,185* (ps), 


There’s a DAYBROOK POWER GATE 
to fit every truck... lift and lower loads up to 5000 Ibs. 


57 


$1,180*, $1,050; Bel Air (6) 2-dr. hard- 
top, $1,350*; 4-dr., $1,190* (ps), $1,- 
000*; Two-ten (6) station wagon 2-dr., 
$1,180*; 4-dr., $960, $600; 2-dr. hard- 
top, $950*; Two-ten (8) 4-dr., $1,160*; 
station wagon 4-dr., $1,145°. 

"56 Bel Air (8) station wagon 4-dr., $1,- 
210°; 2-dr., $1,040*; Bel Air (6) 4-dr., 
$612*; Two-ten (8) station wagon 2- 
dr., $750; 4-dr., $620*%; Two-ten (6) 
4-dr., $660; One fifty (6) 4-dr., $385. 

CHRYSLER—’58 NY 4-dr. hardtop, $1,- 
800° (ps), $1,795* (ps), 

’57 Windsor 2-dr. hardtop, $1,120* (ps); 
4-dr. hardtop, $1,070* (ps). 

‘57 Adventurer 2-dr. hardtop, 
$1,335* (ps), $1,250* (ps); Firedome 
2-dr. hardtop, $1,060* (ps), $910* 
(ps); 4-dr., $905* (ps). 

DODGE—’59 Coronet (8) 4-dr., $1,645°. 

"57 Coronet (8) 4-dr., $835* (ps). 

*56 Coronet (8) 2-dr., $510*. 

"55 Coronet (8) 4-dr., $450; 2-dr., §375*. 

"53 Coronet 2-dr., $160*, $150*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,520* (ps), $3,500* (ps); Falcon (6) 
4-dr., $1,840*. 

"59 Thunderbird (8) conv., $3,075* (ps); 
2-dr, hardtop, $2,850* (ps); Galaxie 
(8) 4-dr. Victoria, $2,045* (ps); 2-dr., 


$1,835*; Fairlane (8) 2-dr, Victoria, 
$1,900* (ps); Custom 300 (8) 2-dr., 
a Custom 300 (6) 4-dr., $1,- 


‘58 Fairlane (8) 2-dr. Victoria, $1,400* 
(ps); 2-dr., $1,100* (ps), $1,025* (ps); 
4-dr, Victoria, $1,335*; 4-dr., $1,285* 
(ps), $1,110, $1,100*, $960*; Fairlane 
(6) 4-dr., $1,215* (ps), $1,130* (ps); 
Country Sedan (8) 4-dr., $1,100*; 
Ranch Wagon (8) 2-dr., $1,010; Cus- 
tom (8) 2-dr., $979*. 

’S7 Fairlane 500 (8) skyliner, $1,370* 
(ps); 4-dr. Victoria, $1,075* (ps); 4- 
dr., $785*; 2-dr, Victoria, $985* (ps); 
Country Sedan (8) 4-dr., $1,090* (ps), 
$950*, $900; Ranch Wagon (8) 2-dr., 

(Continued on Page 58, Col, 1) 




















DOUBLES 
DELIVERIES 


CUTS DELIVERY 


cOosTs 






Power Gate Model T-600 handles 
all appliances carefully—easily. 





Railroad freight yard utilizes 


Model 


T-3 Power Gate®, 
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(Continued from Page 57) 
’55 (88) 2-dr. hardtop, $780*, $730* (ps). 


; Custom (8) 4-dr., 
Custom (6) 2-dr., $550. 
’56 Ranch Wagon (8) 2-dr., 


Custom (8) 2-dr., 


"55 Custom (8) 4-dr. , $475; 2-dr., 
; Main (6) 2-dr., $340*, 
54 Ranch Wagon (8) 2-dr., $395; Cus- 


Crest (8) conv., $150*. 
HUDSON—’56 Hornet (6) 4-dr., $600*. 
eg Imperial 2-dr. 


LINCO LN N56 Premiere 2-dr, hardtop, 
,. 
'55 Capri 2-dr., $605* (ps); 4-dr., $525* 


(ps). 
MERCURY—’57 Montclair 4-dr. 
; Monterey 4-dr., 
(ps); 2-dr., $810*, 
'56 Monterey 2-dr. hardtop, $810*, $800*, 
; Custom 2-dr, hardtop, $500; 
Medalist 2-dr., $405. 
’55 Monterey 2-dr, station wagon, $655* 


(ps). 
OLDSMOBILE—’'59 (88) 4-dr. station wag- 
$2,425* (ps); 2-dr. hardtop, 


365* (ps), $2,050* (ps). 
4-dr. hardtop, 


’57 (88) Super Fiesta 4-dr., $1,285* (ps), 
$1,030* (ps); 2 
. » $1,010* (ps). 

56 (98) 4-dr. hardtop, $440* (ps). 







: 
; 
7 


i 


’57 RM 4-dr. Riviera, $1,080* (ps); Spe- 
cial 4-dr., $1,000* (ps); 2-dr, Riviera, 
$910* (ps), $770* 


PACKARD—’53 Clipper 4-dr., $140*. ’56 RM 2-dr. Riviera, $750* (ps); Spe- 
PLYMOUTH—’60 Belvedere (8) 2-dr. hard- cial 2-dr., $725*; 4-dr., $700 4 fee i 
top, $2,350*. ’5S Special 2-dr, Riviera, $525* (ps); 
"59 Savoy (8) 4-dr., $1,185* (ps), 4-dr., $400*. 
‘58 Suburban (8) 2-dr., $925*, $785*; "54 Special 2-dr. Riviera, $300*, 
Savoy (8) 4-dr., $1,060, $900, $790, '52 Super 4-dr. Riviera, $160*, 
$510*; Belvedere (8) 4-dr. hardtop, | CADILLAC—’59 (62) 4-dr., $3,700* (ps). 
$800* (ps); Plaza (6) 2-dr., $730. "58 (62) 4-dr, hardtop, $2,665* (ps), 
"57 Savoy (8) 4-dr. hardtop, $805*; Sa- $2,440* (ps); 4-dr., $2,750* (ps), 


"57 (62) 4-dr. hardtop, $1,925* (ps). 
CHEVROLET—’59 Impala (8) 4-dr., $2,- 
045* (ps); sport sedan, $1,900* (ps); 
Kingswood (6) 4-dr., $1,890* (ps), $1,- 
725; Bel Air (6) 4-dr., $1,600; 2-dr., 


voy (6) 4-dr., $710*; Plaza (6) 2-dr., 
$535. 

‘56 Belvedere (8) 4-dr, hardtop, $610*; 
Savoy (6) 2-dr., $525 

’55 Savoy (8) 2- ar. , $460. 


PONTIAC—’59 Bonneville 2-dr, hardtop, $1,500*; Biscayne (6) 2-dr., $1,350. 
$2,565* (ps); 4-dr., $2,375* (ps); Star ’58 Impala (8) conv., $1,490* (ps); Bel 
Chief 4-dr, hardtop, $2,260* (ps); Air (8) sport sedan, $1,350*; Brook- 
Catalina 4-dr, hardtop, $2,250* (ps); wood (8)°4-dr., $1,300°, $1,180* (ps), 
4-dr., $2,000* (ps). $1,100* (ps); Yeoman (6) 4-dr., $1,- 

‘58 Star Chief 2-dr, hardtop, $1,470*; 235; Biscayne (6) 4-dr., $1,210*, $1,- 

Chieftain 4-dr, hardtop, $1,435* (ps). 160*, $1,135*, $1,125*, $1,110*%, $1,- 

’57 Star Chief 4-dr, hardtop, $1,020", 065; 2-dr., $1,040, $980, $960*; Bis- 
$1,000* (ps); 2-dr., $975* (ps); Chief- cayne (8) 4-dr., $1,125*, 

tain 2-dr., 5 ’S7 Bel Air (8) 4-dr., $1,120* (ps); Two- 

’56 Chieftain 4-dr., $700*, $670*, ten (6) 4-dr., $885* (ps), $885*; Two- 

RAMBLER—’58 Deluxe (6) 4-dr., $800. ten (8) 2-dr., $785*, $770*; One-fifty 


’57 Custom (8) Cross Country, $1,090*. (6) 4-dr., $820*. 


*55 Custom Cross Country, $450, $425. 56 Bel Air (8) station wagon, $1,025*; 

STUDEBAKER—’55 Champion (6) 2-dr. One-fifty (6) 4-dr., $510; 2-dr., $375. 
hardtop, $310. 55 Bel Air (8) 2-dr, hardtop, $600*; 
4-dr., $420* (ps); Two-ten (8) sta- 


tion wagon, $250. 

"54 Two-ten station wagon, $410; 2-dr., 
$230; Bel Air 2-dr, hardtop, $350* 
(ps); One-fifty 2-dr., $150 

"563 Two-ten 4-dr., $250*, $230°; 2-dr., 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of March 24, First 
good weather in a month found buyers 


Meet a 


“Whopper Shopper” 
worth knowing 






THE BIG OHIO—MICHIGAN=— 
PENNSYLVANIA FARMER 
WILL BUY 
THIS YEAR 

















Automobiles 
Trucks 
Tractors 
million gallons tractor fuel 
million gallons motor oil 
million gallons gasoline 
for cars and trucks 


And other products in proportion 


49,512 
17,690 
43,623 
879 

33 

375 


































Will you be on his shopping list? 


The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper — edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other. This 
means better attention and buying action for you. 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 
your story — local photos, testimonials, prices, terms, local 
dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 
since we print by gravure, Send for our 
booklet, “Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 
ADVERTISING.” 





FARM MARKET BOOKLETS 

DEFINE YOUR OPPORTUNITY 

The up-to-date picture on trucks, 
autos and farm equipment ownership 
will affect your selling strategy. For 
your copy, write 1010 Rockwell Ave., 
Cleveland 14, Ohio. 





STRAIGHT-LINE ADVERTISING AVAILABLE IN — 
THE OHIO FARMER THE INDIANA FARMER 
MICHIGAN FARMER THE KENTUCKY FARMER 


PENNSYLVANIA FARMER THE TENNESSEE FARMER 
& HOMEMAKER 


CHRYSLER—’59 Saratoga 2-dr, 


DeSOTO—’59 Firesweep 4-dr. 








played at the 1960 Car Fair April 
2-6 at the Kentucky Fair and 
Exposition Center. 

Several factory exhibits will 
stress design and engineering 
features, At some displays, mo- 
torists will be able to test their 
driving skill. 





$230, $180; Bel Air 4-dr., $170, 
52 Deluxe 4- dr., $120. 
hardtop, 
$1,840* (ps), 
"58 Windsor 4-dr., $1,285* (ps). 
’57 NY 2-dr. hardtop, $1,180* (ps), 
"56 NY 4-dr, hardtop, $935* (ps); 
$775* (ps). 


conv., 


(police), 
$915*. 
’58 Firedome 4-dr., $1,305* (ps). 
’57 Fireflite 2-dr. hardtop, $990* 
'55 Firedome 4-dr., $550*, $465* 
$400* (ps). 
‘51 Firedome 2-dr, hardtop, $100*, 
DODGE—’59 Royal (8) 4-dr. "sf 720° (ps). 
"58 Coronet (8) 4-dr., $1,04 
"57 Coronet (8) station nal $1,030° 
(ps); 4-dr., $875* (ps), $670*; Royal 
(8) 4-dr., $810* (ps), 
56 Coronet (8) 4-dr., $525*, $480", 
"55 Custom Royal (8) conv., $510* (ps); 
2-dr. hardtop, $295*, 
’53 Meadowbrook (6) station wagon, 
$170; Coronet (6) 4-dr., $125, 
EDSEL—’58 Ranger 2-dr. hardtop, $835*. 
FORD—’60 Country Squire (8) 4-dr., $2,- 


(ps). 
(ps), 


690* (ps). 

’59 Ranch Wagon (8) 4-dr., $1,750*; 2- 
dr., $1,260*; Custom 300 (8) 4-dr., 
$1,370. 


"58 Fairlane 500 (8) 4-dr., $1,275* (ps); 


2-dr., $1,060%; Custom 300 (8) 4-dr., 
$975, $965. 

57 Ranch Wagon (8) 2-dr., $1,020; 
Fairlane 500 (8) conv., $975* (ps); 
Country Sedan (8) 4-dr., $965* (ps), 
$875* (ps); Custom 300 (8) 2-dr., 
$770* (ps), $665*, $625*, $590*; Cus- 
tom (8) 2-dr., $640, $635*; business 
coupe, $405. 

‘56 Fairlane (8) conv., $670* (ps); Cus- 
tom (8) 2-dr., $505*; Main (6) 2-dr., 
$420. 

55 Fairlane (8) 2-dr. Victoria, $690* 
(ps); Country Squire (8) 4-dr., $490*; 


Ranch Wagon (8) 2-dr., $455*; Cus- 


tom (8) 2-dr., $450*, $365, $355*; 4- 
r., $355*, $255*. 
’54 Custom (6) 4-dr., $135; Main (6) 2- 

r., $120, 

HUDSON—’55 Wasp (6) 4-dr., $200 

IMPERIAL — ‘58 Imperial 4-dr., $1, 960* 
(ps). 

LINCOLN—'58 Premiere 4-dr. hardtop, 


$2,140* (ps). 
'56 Capri 2-dr. 
’53 Capri 2-dr. 
MERCURY—’58 
$1,430* (ps). 

57 Montclair 2-dr. hardtop, $1,060* (ps), 
$910* (ps); 4-dr. hardtop, $800* (ps). 

’56 Monterey 2-dr. hardtop, $860* (ps), 
$440°*; 4-dr, hardtop, $500*; Custom 
station wagon, $540*; Montclair 4-dr. 
hardtop, $510* (ps). 

‘55 Monterey 2-dr., $375. 

’53 Monterey 4-dr., $120*. 

OLDSMOBILE—’59 (88) Super 4-dr., $2,- 
175* (ps). 

’58 (88) Super 4-dr. Holiday, $1,940* 
(ps); (98) 4-dr. Holiday, $1,675* (ps); 
(88) 4-dr., $1,370* (ps), $1,290*; 4-dr. 
Holiday, $1,335* (ps); 2-dr., $1, 100°. 

‘57 (98) 4-dr. Holiday, $1,325* (ps). 

"56 (88) Super 4-dr. Holiday, $930* (ps), 
$610* (ps); (88) 2-dr. Holiday, $770* 
(ps); 4-dr. Holiday, $750*° (ps). 

'55 (88) 4-dr., $370* (ps). 

'54 (88) 2-dr. Holiday, $305*; 
$230* (ps). 

’53 (88) 2-dr. Holiday, $155* (ps). 

PACKARD—’55 Clipper 2-dr. hardtop, 
$375* (ps). 

'54 Clipper 2-dr. hardtop, $300*. 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
560*; Suburban (8) Custom 4-dr., $1,- 


460° (ps). 
(8) $1,030*, $950*, 


"58 Savoy 2-dr., 
$580; 4-dr., $1,015*, $990*, $870, $820; 
(ps); Suburban 


4-dr, hardtop, $550* 
(8) Custom 4-dr., $1,025; Suburban 
(6) Deluxe 2-dr., $630°; Plaza (8) 2- 
dr., $710. 

'S7 Fury (8) 2-dr, hardtop, $930* (ps); 
Belvedere (8) 4-dr. hardtop, $810* 


hardtop, $1,000* (ps). 
hardtop, $155* (ps). 
Montclair 4-dr. hardtop, 


4-dr., 


(ps); 4-dr., $735*; Savoy (8) 2-dr., 
$770* (ps); Savoy (6) 2-dr., $645*; 
Plaza (6) business coupe, $395, $245. 

56 Belvedere (8) 2-dr. hardtop, $705* 
(ps); Plaza (6) 4-dr., $315; 2-dr., 
$310*. 


'SS Savoy (8) 4-dr., $325°, 
’54 Suburban 2-dr., $310*. 
PONTIAC—’'59 Star Chief 4-dr. 
$2,270° (ps). 
58 Super Chief 2-dr. 


hardtop, 
$1,380° 
$1,100* 
4-dr. 


hardtop, 
hardtop, 
$720°; 


(ps). 
™ a Chief 4-dr, 


‘50 Petiteftain Safari 4-dr., 
Catalina, $675*. 
*54 Chieftain 2-dr. Catalina, $175*. 
'53 Chieftain 2-dr., $170*, $100°. 
RAMBLER—'55 Super Cross Country, 
$450°. 
STUDEBAKER—’59 Lark (8) station wag- 
on, $1,490. 
MISCELLANEOUS—‘59 Chevrolet E) Ca- 
mino pickup, $1,180. 
'655 Dodge %-ton panel, $105. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of March 24. 
BUICK—’'57 Special 4-dr. Riviera, $1,085* 

(ps). 


’56 Special 4-dr., $965° (ps). 

‘55 Special 2-dr., $450*; 2-dr, Riviera, 
$395*, $285°; Century 4-dr., $420* 
(ps). 

CHEVROLET—'60 Corvair (6) 4-dr., $1,- 
725°. 

59 Impala (8) conv., $2,130*, $2,015*; 
sport sedan, $1,945*; Nomad (8) 4- 


dr., $2,065; Bel Air (8) 4-dr., $1,645*, 
$1,400*; Biscayne (8) 2-dr., $1,505°. 

’58 Impala (8) 2-dr. hardtop, $1,400*; 
Brookwood (6) 4-dr., $1,315; Biscayne 
(8) 4-dr., $1,205*; Yeoman (6) 2-dr., 
$1,160, $1,110. 

"57 Bel Air (8) sport sedan, $1,340* 
(ps); Bel Air (6) 4-dr., $905*; 2-dr., 

; Two-ten (8) station wagon, $1,- 

240°; 4-dr., $1,045°, 
(6) 2-dr., $680. 








$980; One-fifty 


and sellers out in strong numbers, Buyers "56 Two- oe 
seeking clean merchandise, ‘59 and ‘58 ° ° ° an aria; wee ten (ar hak, 2008 i 
prices slightly softer, Sold 213 cars trom| Louisville Car Fair $610; Bel Air (8) 2-dr., $830*; 4-dr., 
266 consignments. $750*. ; , 
ee 59 LeSabre 4-dr. hardtop, $1,- To Show All Makes ’55 Two-ten (8) station wagon, $810*, 
; ° LOUISVILLE $735*; Two-ten (6) 2-dr., $465; Bel 
e. Super sae. Riviera, se.anes (ps); . .— Both domestic Air (8) 2-dr, hardtop, $640*; 4-dr. 
entury 4-dr. era, $1,450° (ps);| and imported cars dis- 600*; 2-dr., $580; One- ) 4-dr., 
Special 2-dr. Riviera, $1,250*. po wit Be + + 5430: ta ws sabe tachis 


* Two-ten station wagon, $450; 4-dr., 
245, 

‘53 Two-ten 2-dr. hardtop, $305; Bel Air 
2-dr., $290, $200*, $135; One-fifty 4- 
r., $150. 

FORD—’59 Country Squire (8) 4-dr., $2,- 
145°. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
210*, $1,150*; 2-dr., $1,200*; 4-dr., 
$1,190*; Fairlane (8) 2-dr, Victoria, 
$1,100*; 4-dr., $1,035*; Custom 300 
(8) 4-dr., $950; Custom 300 (6) 4-dr., 
$950*; Ranch Wagon (8) 2-dr., $935*. 

’57 Country Sedan (8) 4-dr., $1,055*, 
$960*; Fairlane (8) 4-dr. Victoria, 
$925*; 4-dr., $760*%; Fairiane 500 (8) 
2-dr, Victoria, $910*; Custom 300 (8) 
4-dr., $785*; Ranch Wagon (8) 2-dr., 
$750; Custom (8) 4-dr., $720, $595. 

56 Custom (8) 4-dr., $800*, $645; 2-dr. 
Victoria, $650*; Custom (6) 2-dr. Vic- 


toria, $560*; 4-dr., $480; Fairlane (8) 
4-dr., $690*; Ranch Wagon (8) 2-dr., 
$615*, $565; Main (6) 2-dr., $475*, 
$410*. 

*55 Country Sedan (8) 4-dr., $605*; 
Fairlane (8) 2-dr, Victoria, $535*; 4- 
dr., $480*; Fairlane (6) 4-dr., $520; 


Custom (8) 2-dr., $485; Main (8) 4- 


dr., $395 
54 Custom (8) 4-dr., $395, $265. 


MERCURY—’56 Custom station wagon, 


$720*; 2-dr., $625*; Monterey 2-dr., 
$500* (ps), $410*; Medalist 2-dr., 
$445*. 


’55 Monterey 2-dr. hardtop, $610* (ps). 
‘54 Monterey 2-dr, hardtop, $380*, 
OLDSMOBILE—’58 (88) Super conv., $1,- 
825*; 2-dr. Holiday, $1,230*. 
‘57 (88) 4-dr. Holiday, $1,150* (ps), 
’56 (98) 4-dr., $920* (ps); (88) Super 
4-dr., $820°%; (88) 4-dr., $640°, 
"55 (88) 4-dr., $630* (ps), $560*, $520°; 
2-dr., $485*, $400°*, 
"54 (98) 4-dr., $470* (ps). 
PLYMOUTH—’58 Savoy (6) 4-dr., $775. 
’56 Suburban (8) 2-dr., $660*, $575*; 
Savoy (8) 2-dr., $540*; Plaza (8) 4- 
dr., $500*. 
PONTIAC—'57 Star Chief Safari 
$1,270*; 4-dr. Catalina, $1,125*, 
56 Star Chief 4-dr., $700* (ps). 


4-dr., 


’55 Star Chief 4-dr., $550*, $500*. 
’54 Chieftain 4-dr., $200*, 
‘53 Chieftain 2-dr., $120. 


RAMBLER—’58 Custom (8) 4-dr., $1,200*; 
Ambassador (8) 4-dr., $1,000*. 
'57 Super (6) 4-dr, hardtop, 
*55 Custom Cross Country, $830. 
er ar Chevrolet pickup, 
910. 
’55 Chevrolet pickup, $740, $595. 
'54 Ford %-ton pickup, $540. 


DETROIT 


State Fair Auto Auction, Sale every 
Tuesday, Prices are for sale of March 22, 
The snow and high winds may have cut 
into consignments but had little effect on 
trading. Sold 87 cars from 190 consign- 
ments. 


BUICK—’58 Special 2-dr., $1,500* (ps), 
$1,100*. 

'57 Super 2-dr., $1,085* (ps). 

’56 Special 2-dr., $650* (ps). 

'55 Special 2-dr., $500*%; Super 2-dr., 
$420. 

'54 Super 4-dr., $250* (ps). 

’53 Super 4-dr., $210*, $205* (ps); 2-dr., 
$145*. 

CADILLAC—’57 (62) 4-dr., $2,000* (ps). 

CHEVROLET — '58 Brookwood (8) 4-dr., 
$1,330*; Biscayne (8) 2-dr., $1,000", 
$985; Delray (6) 4-dr., $625. 

’57 Two-ten (8) station wagon, $995*; 
One-fifty (6) station wagon, $850; 2- 
dr., $650*. 

’56 Two-ten (8) station wagon, $805*- 
2-dr., $615*; Two-ten (6) 2-dr., $515; 


Bel Air (8) 2-dr., $720. 


'55 Two-ten (8) station wagon, $615*, 
$575*; 2-dr., $565*, $530*; Delray, 
$525; Bel Air (8) 2-dr., $615*; Bel 
Air (6) 4-dr., $540°; 2-dr., $445. 

’54 Bel Air 2-dr., $430; 4-dr., $345; 
Two-ten 2-dr., 2 at $300*. 

DeSOTO — ’57 Firesweep 4-dr. hardtop, 
$760". 

’54 Power Master 4-dr., $200*. 

DODGE — ’'57 Coronet (8) 2-dr., $850* 
(ps); 4-dr., $775*; Royal (8) 4-dr., 

730°. 

"56 Royal (8) 4-dr., $495*. 

FORD—’58 Fairlane 500 (8) 2-dr., $1,- 
225* (ps), $1,150*; Fairlane 500 (6) 
4-dr., $1,090*; Fairlane (8) 4-dr., 
$1,045°. 

‘57 Country Sedan (8) 4-dr., $1,045°; 
Fairlane (8) 2-dr., $955*, $885* (ps); 
Fairlane 500 (8) 2-dr., $810*; Cus- 
tom (6) 4-dr., $630; 2-dr., $600. 

’56 Fairlane (8) conv., $780*; Fairlane 
(6) 4-dr., $610* (ps); Ranch Wagon 
(8) 2-dr., $780*, $730*° (ps); Custom 
(6) 2-dr., $430°%, $415; Main (6) 4-dr., 
$325". 

’55 Main (6) 2-dr., $350. 

‘54 Ranch Wagon (6) 2-dr., $375; Cus- 
tom (6) 4-dr., $300*; 2-dr., $250*. 

‘53 Main (6) 4-dr., $140. 

IMPERIAL — '57 Imperial 4-dr., $1,270* 
(ps). 

MERCURY — '57 Montclair 2-dr., $950*, 
$845*; 4-dr., $850°*. 

’56 Custom 2-dr,. hardtop, $660*. 

’54 Montclair 2-dr., $245°*. 

’53 Monterey 4-dr., $145*. 

OLDSMOBILE — ’'58 (98) 4-dr., $1,600* 


(ps). 

’56 (98) 2-dr., $825* (ps). 
PLYMOUTH—’'58 Suburban (6) Custom 4- 
dr., $925; Savoy (6) 4-dr., $730*. 

"57 Fury (8) 2-dr. hardtop, $960* (ps); 


Suburban (8) Custom 2-dr., 
Belvedere (6) 4-dr., $695*, $635*. 

'56 Belvedere (6) 2-dr., $480; Savoy 
(6) 2-dr., $475. 

'55 Savoy (6) 4-dr., $385°. 

PONTIAC—’'57 Super Chief Safari, $1,- 

190*; 2-dr., $1,145* (ps); Star Chief 
conv., $950*. 

‘56 Star Chief conv., $600*. 


RAMBLER—'57 Custom (8) Cross Coun- 


try, $985*. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Friday. Prices are for sale of March 25. 
Sold 516 cars from 680 consignments. 
BUICK—’59 LeSabre 4-dr. hardtop, $2,180* 

(ps); Estate Wagon, $2,050* (ps). 

‘58 Super 4-dr. Riviera, $1,650* 

Special 2-dr., $1,075*. 

'S7 Super conv., $1,360* 

2-dr. Riviera, $1,190*, 


(Continued on Page 59, 


(ps); 


Special 
(ps), 


(ps) ; 
$1,035° 


Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 58) 





$990*; 4-dr. Riviera, $905*, $900* | IMPERIAL — ’58 Imperial 4-dr., $2,120* 
(ps), $650* (ps); RM 2-dr. Riviera, (ps). 
$725* (ps). ’57 Crown 4-dr. hardtop, $1,555* (ps); 

’56 Super 4-dr. Riviera, $1,050* (ps); 4- Imperial 4-dr., $1,450* (ps). 
dr., $675* (ps), $600* (ps); RM conv., ’59 Capri 4-dr., $2,845* (ps). 
$935; Special 2-dr. Riviera, $820* (ps), ’58 Capri 4-dr., $2,045* (ps). 
$520*, $325* (ps); conv., §800*; 4-dr. "57 Premiere 2-dr. hardtop, $1,330* (ps). 
Riviera, $510*; Century 2-dr. Riviera, ’56 Premiere 2-dr. hardtop, $890* (ps). 
$720*; 4-dr. Riviera, $420* (ps). MERCURY—’59 Park Lane 2-dr. hardtop, 

’55 Century 4-dr. Riviera, $525*, $405*; $1,890* (ps), 

Special 4-dr. Riviera, 3350*. ’58 Monterey 4-dr., $1,285* (ps), $625*; 

’54 Special 2-dr., $390*; 2-dr. Riviera, 2-dr., $1,010* (ps). 
$380*. ’57 Monterey 2-dr. hardtop, $900*, $410*; 

CADILLAC—’60 (62) 4-dr., $4,480* (ps). 4-dr., $885*. 

’59 de Ville 4-dr. hardtop, $3,765* (ps); '56 Montclair station wagon, $755*; 
(62) 4-dr., $3,630* (ps), $3,580* (ps). conv., $650*; 2-dr., $650*; 4-dr. hard- 

"58 (62) 4-dr., $2,735* (ps); 2-dr., $2,- top, $400* (ps); 2-dr, hardtop, $385* 
675* (ps). (ps). 

'57 (62) Coupe de Ville, $1,965* (ps). ’55 Montclair 2-dr. hardtop, $610*, $485*, 

"56 (62) Sedan de Ville, $1,400* (ps); $300*; station wagon, $550*. 

Coupe de Ville, $1,375* (ps); 2-dr.,| NASH—'57 Ambassador (8) 2-dr., $670* 
$1,270* (ps). (ps). 

’55 (62) 4-dr., $900* (ps). ’56 Statesman (6) 2-dr., $400. 

’53 (60) Special 4-dr., $635* (ps). ’54 Statesman (6) 2-dr., $225*. 

CHEVROLET—’60 Impala (8) sport sedan, | OLDSMOBILE—’59 (88) 2-dr. Scenic, $2,- 
$2,365*; Bel Air (6) 4-dr., $2,175*. 420* (ps); 4-dr., $1,970*; 4-dr. Holi- 

’59 Corvette (8) conv., $2,890* (ps); day, $1,950* (ps). 

Impala (8) conv., $2,255* (ps), §2,- "58 (98) 4-dr. Holiday, $1,750* (ps); 
245* (ps); sport coupe, $1,980*, $1,- 4-dr., $1,595* (ps); (88) Fiesta, $1,- 
970*; sport sedan, $1,955*, $1,950* 700* (ps); 4-dr., $1,640* (ps); 4-dr. 
(ps); Nomad (8) 4-dr., $1,950*. Holiday, $1,425* (ps). 

58 Biscayne (8) 4-dr., $1,385* (ps), $1,-| ‘57 (98) 4-dr. Holiday, $1,405* (ps), $1,- 
225*, $1,215*, $1,125*; 2-dr., $1,160*; 340* (ps), $1,310* (ps), $1,170* (ps); 
Bel Air (8) 2-dr., $1,350*, $1,280*, 2-dr. Holiday, $1,025* (ps); (88) 4-dr. 
$1,235*, $1,050*; sport sedan, $1,205*; Holiday, $1,315*, $1,050* (ps); 4-dr., 
Yeoman (8) 4-dr., $1,305* (ps), $1,- $1,180* (ps), 

230*, $1,215*, $1,000*; Brookwood (8) ’56 (88) 4-dr. Holiday, $925* (ps); 2- 
4-dr., $1,290*; Delray (8) 4-dr., $1,- dr., $625*; 4-dr., $590*; 2-dr. Holiday, 
170. $550*, $365*; (98) 2-dr. Holiday, $695* 

’57 Bel Air (8) conv., $1,450* (ps); (ps). 
sport coupe, $1,275, $1,150*; Bel Air} ‘55 (98) 4-dr., $715*; 2-dr. Holiday, 
(6) station wagon, $1,265; sport coupe, $610* (ps); (88) 4-dr. Holiday, $675* 
$1,025; Two-ten (6) station wagon, (ps); 4-dr., $610* (ps); 2-dr. Holiday, 
$1,300*; Two-ten (8) 2-dr., $1,055, $360*. 
$705*; 4-dr., $1,025*; station wagon, "54 (88) 2-dr. Holiday, $475*; 4-dr., 
$970*; 4-dr. hardtop, $850. $330* (ps); 2-dr., $270*. 

’56 Bel Air (8) sport sedan, $1,150*| PLYMOUTH—’59 Suburban (8) Custom 4- 
(ps), $845*; station wagon, $1,015*; dr., $1,720* (ps); Belvedere (8) 4-dr., 
Two-ten (8) station wagon, $750; Two- $1,630*. 
ten (6) 4-dr., $685*. ’58 Suburban (8) 4-dr., $1,200*; Belve- 

’55 Bel Air (6) sport sedan, $635*, dere (8) conv., $1,190* (ps); 4-dr. 
$515*; sport coupe, $395*; Bel Air (8) hardtop, $1,175*; 2-dr., $1,040*; Savoy 
sport sedan, $580*; sport coupe, $350*; (8) 2-dr., $950*, $870*, $795*; 4-dr., 
Two-ten (8) 2-dr., $415*. $850*; Plaza (6) 4-dr., $830*. 

CHRYSLER—’58 NY 4-dr., $1,435* (ps); "57 Savoy (8) 4-dr., $730*, $600*, $370*; 
Saratoga 4-dr. hardtop, $1,430* (ps). Belvedere (8) 4-dr., $640*, $625*; 

’57 Saratoga 2-dr. hardtop, $1,095* (ps); Plaza (8) 4-dr., $310. 
4-dr., $1,015* (ps); Windsor 4-dr., 56 Suburban (8) 4-dr., $700* (ps); 
$790* (ps). Belvedere (8) 4-dr., $675* (ps). 

’56 NY 4-dr. hardtop, $700* (ps). "55 Belvedere (8) 4-dr., $525; Plaza (8) 

DeSOTO—’57 Firedome 2-dr. hardtop, $1,- Suburban, $320*; Savoy (8) 4-dr., 
040*, $880* (ps); Firesweep 4-dr., $295°, $225*. 
$790*, $630*; 4-dr. hardtop, $710*. PONTIAC—’60 Star Chief 4-dr. » $3,040* 

'56 Firedome 4-dr. hardtop, $720* (ps); (ps). 

2-dr. hardtop, $690* (ps), $360*. ’59 Bonneville conv., $2,600* (ps); sport 
DODGE—’59 Royal (8) 2-dr. hardtop, $1,- coupe, $2,480* (ps); Star Chief 4-dr. 
985* (ps). Vista, $2,220* (ps); 4-dr., $2,070* 

’58 Coronet (8) 2-dr, hardtop, $1,240* (ps); 2-dr., $2,050* (ps). 

(ps). "58 Star Chief 2-dr., $1,400* (ps), $1,- 

’57 Coronet (8) conv., $1,840* (ps); 375*. 

Coronet (6) 4-dr., $650*; Royal (8) ‘57 Star Chief 2-dr. Catalina, $1,130*, 
4-dr., $780, ’56 Chieftain 2-dr. Catalina, $820*; 2- 
’54 Royal (8) 4-dr., $270*, dr., $610*, $545*; Safari, $595*, $390*; 
EDSEL—’59 Ranger 4-dr., $1,190. 4-dr., $400*; Star Chief 2-dr. Cata- 

58 Pacer 4-dr. hardtop, $875, $795* lina, $730* (ps); conv., $450* (ps). 

(ps). ’55 Star Chief 2-dr., $545*; Chieftain 2- 
FORD—'59 Thunderbird (8) conv., $3,000* dr. Catalina, $475*; 4-dr., $200*. 

(ps); 2-dr. hardtop, $2,715* (ps); Ga- ’54 Star Chief 2-dr. Catalina, $230*. 

laxie (8) 2-dr., $1,975*, $1,850* (ps);| RAMBLER — '59 Ambassador (8) 4-dr., 

4-dr., $1,745"; 2-dr. Victoria, $1,675*; $1,715* (ps), $1,445*; Cross Country, 

Country Sedan (8) 4-dr., $1,790*; $1,645*, $1,620*, $1,150. 

Fairlane 500 (8) 2-dr., $1,550*; Fair- *58 Ambassador (8) Cross Country, $1,- 

lane (8) 4-dr., $1,510*; Ranch Wagon 300°. 

(8) 4-dr., $1,500*; Custom 300 (6) 2-| °56 Custom 4-dr., $770*, $620*. 

r., $1,475*; 4-dr., $1,320; Custom 300 ’55 Super Cross Country, $570*; 2-dr., 

(8) 4-dr., $1,390*, $1,185". $280°. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- | STUDEBAKER—’'59 Lark (8) 2-dr. hard- 
200, $1,090*; 4-dr., $1,080*; Fairlane top, $1,490; 4-dr., $1,330, $1,255; Lark 
(8) 2-dr., $1,000*, $990*; Custom 300 (6) station wagon, $1,365. 

(8) 4-dr., $800*, $795*. ’57 Champion (6) 2-dr., $640; Scotsman 

’57 Fairlane 500 (8) skyliner, $1,350*; (6) station wagon, $620. 
2-dr. Victoria, $1,025*, $940*, $760* 

(ps); Country Sedan (8) 4-dr., $980*; 

Custom 300 (8) 4-dr., $790*, $725*; FLINT 

Custom 300 (6) 2-dr., $650, $515; Flint Auto Auction, Inc, Sale every 
Ranch Wagon (8) 2-dr., $765. Wednesday, Prices are for sale of March 


’56 Fairlane (8) 2-dr. Victoria, $775*| 23. Red hot sale today! Prices seemed to 
(ps), $675*, $605*, $440, $360*, $345; | be up slightly, especially on sharp mer- 
conv., $710*; 2-dr., $685*%; 4-dr.,| Chandise. Sold 228 cars from 294 consign- 
$675*; Ranch Wagon (6) 2-dr., $610; | ments. 


Custom 300 (8) 4-dr., $550*. BUICK—’59 Invicta Estate Wagon 4-dr., 
’55 Thunderbird (8) conv., $1,625* (ps); $2,500* (ps); 2-dr, hardtop, $2,185* 
Fairlane (8) 4-dr., $540* (ps); 2-dr. (ps); Electra 4-dr. hardtop, $2,475* 
Victoria, $500*, $385*. (ps), $2,405* (ps); 2-dr. hardtop, $2,- 
’54 Fairlane (8) 2-dr. Victoria, $250*. 335* (ps); LeSabre conv., $2,400* 


(ps), $2,330* (ps); 2-dr., '2,230* (ps); 
2-dr, hardtop, $2,200", $«,960*; 4-dr. 
hardtop, $2,175* (ps), $2,150* (ps), 
na (ps); 4-dr., $2,090*, $2,090* 
Ps). 

"58 Special 4-dr, Riviera, $1,500*; 2-dr., 
$1,415*; Super 4-dr. Riviera, $1,195*. 

‘57 Super 4-dr., $1,275* (ps); RM 4-dr. 
Riviera, $1,190*; Special 4-dr., $1,- 
150*, $1,040*; 4-dr. Riviera, $1,505*; 
2-dr. Riviera, $1,090*, $1,050*, $1,- 
010°; 2-dr., $930*. 

"56 Century 4-dr., $1,000* (ps), $645* 
(ps); Estate Wagon 4-dr., $710* (ps), 
$565* (ps); 2-dr., $525* (ps). 

’55 Special 4-dr., $605*; 2-dr., $540*, 
$415*; Century 2-dr. Riviera, $535*, 
$400* (ps); 4-dr,. Riviera, $355*. 

’54 Special 2-dr., $365*. 

CADILLAC—’58 (62) Coupe de Ville, $2,- 
855° (ps). 

"ST (62) Sedan de Ville, $1,800*. 

‘56 Eldorado conv., $1,050*; (62). 2-dr. 
hardtop, $830* (ps). 

‘64 (60) Special 4-dr., $940*. 

CHEVROLET—’59 Impala (8) conv., §2,- 
300* (ps); 4-dr, hardtop, $2,125* (ps); 
2-dr, hardtop, $2,040* (ps); Nomad 
(8) 4-dr., $2,125* (ps); Brookwood (8) 
4-dr., $1,685*; Bel Air (6) 4-dr., $1,- 
680*, $1,620*; Bel Air (8) 2-dr., $1,- 





625*; 4-dr., $1,580; Biscayne (6) 2- 
Spur Family Search— it, $1,500," $1,445, ‘$1,410. 
: " * *. 
The Lark figures prominently in this! “Brookwood (@) adr, $1,480", $1,400", 
gathering of active promoters of the All- Bel Air (8) 2-dr., $1,435*; sport coupe, 
American Family Search, an event spon- eee “iiases eed —. 
sored nationally by Studebaker-Packard $1 155°, $1,125", $1,090° w} '2-dr., 
Corp., Westinghouse Electric Corp., and gr eeeei Biscayne (6) 2-dr., $1,275°, 
: . ,105*. 

Owens-Corning oop ge) Corp. apes < ‘ST Bel Air (8) 4-dr., $1,130*; Two-ten 
a planning meeting in Miami, are Leonar (8) 2-dr., §1,035*; d-dr. hardtop, 
Hizer, left, Atlanta S-P zone manager; $965*; Two-ten (6) 4-dr., $1,000, $680; 
Mrs. E. D. Pearce, Miami, national Ameri- coun’ on’ $910°; One-Afty (6) 2-dr., 
can Home chairman, General Federation] +5¢ Bel Air (8) 4-dr., $865*, $840°, 
of Women’s Clubs, and Ed Lane, president, $785*; Two-ten (6) 4-dr., $790*%; 2- 
Ed Lane Auto Sales, Miami Springs. Lark oe ist nae (> seaden. aes 

dealers around the country are distribut- top, $650; One-fifty (8) 2-dr., $515. 


ing nomination forms. '65 Two-ten (8) station wagon 4-dr., 


$570; 4-dr., $360°, $255; 2-dr., $285; 
Two-ten (6) station wagon 4-dr., 
$560*; 2-dr., $560, $385*; 4-dr., $420*; 
Bel Air (8) conv., $500; 4-dr., $440*; 
Bel Air (6) 2-dr. hardtop, §400*; 
One-fifty (6) 2-dr., $240. 

"54 Two-ten 4-dr., $350*; One-fifty 4-dr., 
$300. 


CHRYSLER—’57 Saratoga 2-dr., $1,200* 
(ps). 
’56 Windsor 4-dr., $505* (ps). 
DeSOTO—’'56 Firedome 4-dr., $635*, $505*. 
DODGE — ‘55 Custom Royal (8) 4-dr., 
$330* (ps). 

EDSEL—’58 Pacer 4-dr., $1,025. 

FORD—’59 Thunderbird (8) conv., $2,765* 
(ps); Galaxie (8) 2-dr., $2,075"; $2,- 
005*, $1,900* (ps); Fairlane 500 (8) 
conv., $2,015* (ps); Fairlane (8) 2- 
dr. Victoria, $1,775*, $1,680*; 2-dr., 
$1,520*; Custom 300 (8) 2-dr., §$1,- 
a? Country Sedan (8) 4-dr., §$1,- 
95. 

’58 Fairlane (8) 2-dr, Victoria, $1,395* 
(ps); Fairlane 600 (8) 4-dr. Victoria, 
$1,325*; Country Sedan (8) 4-dr., $1,- 
375*; Custom (8) 2-dr., $900. 

"57 Country Sedan (8) 4-dr., $1,035* 
(ps); Fairlane 500 (8) conv., $1,025* 
(ps), $910* (ps); Fairlane (8) 2-dr., 
$910*, $695*; Custom (8) 2-dr., $470. 

56 Country Sedan (8) 4-dr., $660*; Cus- 
tom (8) 2-dr. Victoria, $650; Fair- 
lane (8) 4-dr., $630*. 

55 Fairlane (8) 2-dr. Victoria, $605, 
$435; Custom (8) 2-dr., $430*, $345*; 
4-dr., $390*; Ranch Wagon (8) 2-dr., 
$335, $290. 

"53 Crest (6) Country Squire 4-dr., 
$210°. 

LINCOLN—’55 Capri 2-dr. hardtop, $525*. 
MERCURY—’56 Custom station wagon 4- 
dr., $480*; Medalist 2-dr., $350. 

*55 Custom 4-dr., $385°*. 
OLDSMOBILE — '59 (98) 4-dr., $2,400* 

(ps); (88) 2-dr, Holiday, $2,290* (ps); 
4-dr., $2,175* (ps); (88) Super 4-dr., 
$2,175* (ps), $2,150*. 


’58 (88) Super 4-dr., $1,885* (ps), $1,- (ps), $2,150* (ps), $1,900*, 
755° (ps); (88) Fiesta 4-dr., $1,800* '58 Century Estate Wagon 4-dr., $1,530*; 
(ps); (98) 4-dr., $1,620*. Special 2-dr., $1,190* 

‘57 (88) Super 4-dr. Holiday, $1,200* ’S7 RM 4-dr. Riviera, $1,175* (ps); 2-dr. 
(ps); 2-dr. Holiday, $1,175*; (88) Riviera, $1,035* (ps); Special 2-dr, 
4-dr., $1,110*. Riviera, $930*. 

"56 (88) 4-dr., $610*. ’56 Special 4-dr. Riviera, $680*, 

"55 se) Super 4-dr., $550*; (88) 2-dr., ‘55 Special 2-dr., $375*, 

CADILLA Fi ‘ 

‘Oh (es) Sete, Meuaay, gnese; 0s) 2-| CAUEERAD ES ice Nae Se. paren, 

dr, Holiday, $210°. 58 (62) 2-dr. hardtop, $2,765* (ps); 4- 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, dr. hardtop, $2, 750° (ps), $2,700* (ps). 
$1,810* (ps). ’52 (62) 4-dr., 

*58 Suburban (8) Deluxe 2-dr., $935; | CHEVROLET— *59 Tenpate (8) 4-dr. hard- 
Plaza (8) 4-dr., $505. top, $1,970* (ps), $1,950°; 4-dr., §$1,- 

56 Suburban (8) 4-dr., $235*. 650°; Bel Air (8) 4-dr., $1,650*: Bis- 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- cayne (8) —— $1,470*; Nomad (8) 
550° (ps); Star Chief 4-dr, Vista, 4-dr., $1,600 
$2,400*; Catalina 2-dr., $2,265* (ps); 58 Brookwood (8) 4-dr., $1,570, $1,450*; 
4-dr. Vista, §2,215* (ps), $2,110* Bel Air (8) 4-dr, hardtop, $1,400*, 
(ps); 4-dr., $2,075*. $1,325", $1,300*, $1,150*; Impala (8) 

58 Star Chief 2-dr, Catalina, $1,550* 2-dr. hardtop, $1,230* (ps); Delray 
(ps); 4-dr., $1,275*. (8) 2-dr., $1,175*, $1,150*, $1,100; 

’57 Chieftain 2-dr, Catalina, $920*; 4- Yeoman (8) 2-dr., $1,150; Biscayne 
r., $750*. (8) 4-dr., $1,140*, $1,125", $1,000*; 

’56 Chieftain 4-dr., $605* (ps), $600*, 2-dr., $1,000, 
$595*; 2-dr., $435. 'S7 Bel Air (8) 2-dr, hardtop, $1,175*, 

55 Chieftain 2-dr, Catalina, $575*. $1,050*; One-fifty (8) 2-dr., $1,150*, 

RAMBLER—’'60 Super (6) 4-dr., $1,705. $825; Two-ten (8) 2-dr., $950°. 

’59 Deluxe (6) Cross Country 4-dr., $1,- "56 Bel Air (8) 4-dr, hardtop, $800°, 
510. $580*; 2-dr, hardtop, $800*, 

’56 Super Cross Country 4-dr., $550*. 2-dr., $800*, $730*; Two-ten (8) = 

STUDEBAKER — ‘55 Commander 4-dr., $560, $505; ‘One-fifty (6) 2-dr., $500. 
$155. ’55 Bel Air (8) 4-dr., $475; Two-ten (8) 
MISCELLANEOUS—’59 Ford (8) Ranch- 2-dr., $425, $345. 
ero pickup, $1,315* (ps). ’54 Two-ten 2-dr., $365; 4-dr., $280. 

’58 Chevrolet %-ton, $840. '53 Two-ten 2-dr., $270. 

’56 Chevrolet %-ton panel, $215. CHRYSLER—’57 NY conv., $1,185* (ps); 

’55 Chevrolet %-ton pickup, $560, $455; 4-dr., $725*. 

%-ton, $535; %4-ton panel, $135. 55 Windsor 4-dr., $490* (ps), 
DeSOTO—'57 Firedome 2-dr. hardtop, 
$915*. 
DETROIT DODGE—’58 Coronet (8) 2-dr. hardtop, 
Motor City Auto Auction, Sale every $1,205* (ps). 


Monday and Thursday, Prices are for sale ‘55 Coronet (8) 2-dr. hardtop, $450° 

of March 21, (ps). 

BUIOK—’59 Electra 4-dr. hardtop, $2,335* | EDSEL—’58 Citation 4-dr., $1,100* (ps). 
(ps); LeSabre 4-dr, hardtop, $2,170* (Continued on Page 60, Col, 2) 
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to help you sell... | 
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Mufflers of Armco ALUMINIZED STEEL 
provide a quality sales feature 





Mufflers made of Armco ALUMINIZED STEEL have Why they last twice as long 


special sales advantages in keeping with the im- The aluminum coating on ALUMINIZED STEEL is 
proved materials and advanced design features of applied by a special hot-dip process. It resists at- 
today’s cars. tack of heat—withstands corrosive acid exhaust 
For example, 7-year tests show that mufflers liquids and road chemicals. 
made of ALUMINIZED STEEL provide more than Ask your parts supplier about availability of 
double average service life. To car owners, this mufflers with vital components made from Armco 
extra quality means relief from cost and incon- ALUMINIZED STEEL, the original hot-dip alumi- 
venience of too-early replacement, For you, it num-coated steel. Armco Steel Corporation, 1070 


means a strong selling feature. 


Curtis Street, Middletown, Ohio. 


ARMCO STEEL 





Armco Division * Sheffield Division » The National Supply Company + Armco Drainage & 
Metal Products, Inc. » The Armco International Corporation + Union Wire Rope Corporation 








60 AUTOMOTIVE NEWS, APRIL 4, 1960 


FORD—’59 Thunderbird (8) conv., $2,760* 
(ps); Galaxie (8) conv., $2,200* (ps); 
4-dr., $1,925* (ps); Fairlane (8) 2-dr., 
$1,700* (ps), $1,500°; 4-dr., $1,550*, 
$1,355*. 

"58 Thunderbird (8) conv., $2,450* (ps); 
Fairlane 500 (8) 4-dr., $1,250* (ps), 
$1,100, $1,050*; Fairlane (8) 4-dr., 
$1,080; Custom 300 (8) 2-dr., $1,050. 

"57 Fairlane (8) 2-dr. Victoria, $1,100* 
(ps), $975*, $890*; Fairlane 500 (8) 
4-dr., $960*, $950*, $875*, $580; Coun- 
try Sedan (8) 4-dr., $1,100* (ps); 
Ranch Wagon (8) 2-dr., $950*, $900* 
(ps), $820*, $790; Custom 300 (8) 2- 
dr., $700, $685*, §610*. 

"56 Country Sedan (8) 4-dr., $660; Fair- 
lane (8) 2-dr. Victoria, $585*; Custom 
(8) 4-dr., $585*; 2-dr., $405*, 

‘55 Fairlane (8) 2-dr, Victoria, $555; 


Open House at Roosevelf— Country Sedan (8) 4-dr., $550*, $445; 
Custom (8) 2-dr., $415, $385 


Roosevelt Automobile Co., Washington, | 'MPERIAIL—'S5 Imperial 2-dr. “hardtop, 
Fiat distributor for Southeastern U. S., a Pe) ‘ 
held an open house for members of the tee ef ee 
Fiat Club of Metropolitan Washington. 
Members viewed films of Fiat-Abarth's 
participation in Sebring of 1959, they also 
looked over Roosevelt's $225,000 parts 
department. Pictured above, examining a 
Fiat replacement part, is Franklin D. Roose- 
velt jr., company president, and Joe Ewing, 
president, Fiat Club of Metropolitan Wash- 
ington. 





(ps). 
"58 Park Lane 4-dr, hardtop, $1,415* 
(ps). 
"57 Monterey 2-dr., $705. 
’56 Monterey 2-dr. hardtop, $610*. 
OLDSMOBILE — ’58 (88) 2-dr. Holiday, 
$1,400°. 
’57 (88) Fiesta 4-dr., $1,350* (ps). 
’56 (88) 2-dr. Holiday, $635*; 4-dr. Holi- 
day, $615*. 
"55 (98) 4-dr. Holiday, $495* (ps); (88) 
PLYMOUTH—’59 Belvedere (8) 4-dr. hard- 
top, $1,600*, $1,415*. 


QUALITY -TAILORED 
FLOOR and TRUNK MATS 





Replacement mats accurately tailored, 
good looking and sensibly priced. 


ae. 


Tailored Carpet Front or Rear—Charcoal color only. 


Solve carpet color problems by installing this luxurious loop tufted carpet in 
beautiful iridescent charcoal. Matches 60% of original equipment and taste- 
fully complements any other trim. Precision tailored of first quality carpeting 
as used in 1960 original equipment production. Available for all popular make 
cars 1956-59, $9.90 (front or rear). 


Carpet Grain Vinyl over reinforced felt. Black only. Same material 
as used in some original equipment. 

Buick, Olds, Pontiac, Mercury, Rambler, Chev., Ply., Dodge, Ford, 
WE SUD 6%is.6 0s OE bowie eS 6000 v0 8-0 ravers tebicseccavis ; 


Chev., Dodge, Ply., Mercury, Ford thru 1955.............0.cceece 


BE 


Ford 52-59, Chev. 53-57, Ply. 53-56, Rambler 56-59..0.00000000...occcccccccccccecseceeseee $4.45 
Chev. 58-59, Dodge 57-59, Merc. 57-59, Ply. 57-59 ...0......cccccccccsececsececceceeceeees $5.90 


Buick Spec. & Cont. 51-56, Olds 88's 51-56, 
Pontiac Chief. 51-58, Chrys. DeSoto 55-56.0.....0......ccscsssssssssssssssssessosssssscoscososes $6.90 
Buick Sup. 50-59 Olds 88's 57-59, Olds 98's 54-59, 

: Pontiac Star Chf. 54-59, Chrysler DeSoto 57-59, 
Ramb, Sta. Wag. 56-59 ........ — a ee 
Cadillac All 62 Series 50-59 


All Buick, Olds, Pontiac 50 thru 56 and Cadillac 50 thru 59 fabricated over 
sound deadener felt as in original equipment. 








Front 
or Rear 


$6.90 
$5.90 


EXACT DUPLICATE OF 

ORIGINAL EQUIPMENT 

IN PATTERN, MATERIAL 
& DESIGN 








Make sure your used cars are reconditioned with Trunkline quality mats. Specify front 
rear or trunk mat. State make, model and year of car. Termes Mg Bey sated 
firms. Orders shipped same day as received. Postage paid on 6 or more mats. Order 
today or contact your distributor. 





Where the sun never sets on an order. 


TRUNKLINE MANUFACTURING CO. 
Center Hill Ph: 2322 Darlington, Wis. 











(Continued from Page 59) 


’58 Belvedere (8) 2-dr, hardtop, $1,080. 

"57 Belvedere 2-dr. hardtop, $875* (ps); 
2-dr., $700*; 4-dr., $800*; Savoy (8) 
2-dr., $570*, 

"56 Savoy (8) 2-dr., $205*. 

"55 Suburban (8) 4-dr., $515; Belvedere 
(8) conv., $445*; 2-dr. hardtop, $340*; 


Savoy (8) 2-dr., $400, $290, $205°*; 
Plaza (8) 2-dr., $205, 
PONTIAC—’60 Bonneville 2-dr. hardtop, 


$3,300* (ps). 
‘57 Chieftain 2-dr, Catalina, $950", 
$885* 


'56 Chieftain 2-dr, Catalina, $440*. 
’55 Chiefta'n station wagon 4-dr., $550*; 
2-dr., $525*; 2-dr., $365*, 


RAMBLER—’'59 Super (8) Cross Country 
2-dr., $365*. 
MISCELLANEOUS—’57 Chevrolet 
$825. 
'55 Dodge pickup, $525; Ford 
$420; Chevrolet pickup, $300, 


WEST PALM BEACH, FLA. 


West Paim Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
March 24. Retail continues spotty. Action 
was good as 72 percent were sold, Demand 
up on '58-'59 models. Shabby cars go beg- 
ging. More new car dealers are consigning 
than have in the past. 

BUICK—’57 Super 4-dr. Riviera, $1,160* 
(ps); 2-dr. Riviera, $980; RM 4-dr. 
Riviera, $1,115* (ps); Special 4-dr. 
Riviera, $1,015* (ps). 

'56 Special 2-dr. Riviera, $720* 
4-dr, Riviera, $645* (ps) $610* 
RM 4-dr., $695* (ps), $650* (ps). 

’55 Century 4-dr, Riviera, $650*, 
(ps); RM conv., $620; 4-dr., 
(ps); Special 4-dr, Riviera, 
Super 2-dr. Riviera, $435*. 

CADILLAC—’60 (62) conv., $4,850* (ps). 


pickup, 
pickup, 


(ps); 
(ps); 


$585* 
$510* 
$550*; 


58 (62) 4-dr., $2,675* (ps). 
"56 (62) 2-dr. hardtop, $1,270* (ps), 
$875* (ps). 


’55 (60) Special 4-dr., $875* (ps), $870*. 
CHEVROLET—’58 Biscayne (8) 2-dr., 
$975*, $925*, $880". 


'57 Bel Air (8) 4-dr, hardtop, $1,295* 
(ps); conv., $1,135* (ps), $1,010, 
$900*; 2-dr. hardtop, $1,110* (ps); 


station wagon 4-dr., $845* (ps); Two- 
ten (8) 4-dr., $800* (ps), $680*; Two- 
ten (6) 2-dr., $760*, $715*; 4-dr., 
$700; One-fifty (6) 2-dr., $740, $640°; 
4-dr., $500, 

56 Bel Air (8) 2-dr, hardtop, $815, 
$750*; 4-dr., $755; Two-ten (6) 4-dr., 
$620; station wagon 4-dr., $600*; Two- 
ten (8) station wagon 2-dr., $595*, 
$535*. 

55 Bel Air (8) 4-dr., §$575*; Two-ten 
(8) station wagon 2-dr., $500*, 

’54 Bel Air 2-dr, hardtop, $470*; 2-dr., 
$385; Two-ten station wagon 4-dr., 
$450. 

’53 Corvette 2-dr., $695; Bel Air 2-dr. 
hardtop, $350*. 

DeSOTO—’57 Fireflite 4-dr. hardtop, $1,- 
200* (ps). 

DODGE—'57 Royal (8) 2-dr, hardtop, 
$720*, $680". 

"56 Coronet (6) 2-dr., $460. 

'55 Coronet (8) 2-dr, hardtop, 
(ps). 

'54 Royal conv., $305. 

’53 Coronet 4-dr., $220*, $140°, 

’52 Coronet conv., $180; 2-dr, hardtop, 
$100*. 


$415* 


FORD—’'60 Galaxie (8) conv., $2,510* 
(ps); Falcon (6) 4-dr., $1,875*, $1,- 
825*. 

’59 Thunderbird (8) conv., $3,200* (ps); 
2-dr, hardtop, $2,825* (ps); Galaxie 
(8) 4-dr, Victoria, $1,975* (ps); Cus- 
tom 300 (6) 2-dr., $1,350* (ps), $1,- 


210; Custom 300 (8) 2-dr., $1,140. 

58 Fairlane 500 (8) 4-dr., $1,025*, 
$950*; Country Sedan (8) 4-dr., $1,- 
015; Ranch Wagon (8) 2-dr., $995, 
$975; Custom 300 (8) 2-dr., $660. 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$875, $745; 2-dr., $780* (ps); Fairlane 
(8) 4-dr., $785* (ps), $745*; 2-dr., 
$720*; Ranch Wagon (8) 2-dr., $810*; 
Custom 300 (8) 2-dr., $730*; 4-dr., 
$550*; Country Sedan (8) 4-dr., $705*. 

’56 Fairlane (8) conv., $695*, $500* 
(ps); 2-dr., $515, $500*; Country Se- 
dan (8) 4-dr., $625*, $570* (ps); Cus- 
tom (8) 2-dr. Victoria, $595; 2-dr., 
$505, $480*; 4-dr., $585; Custom (6) 
2-dr., $395; Main (8) 4-dr., $485; 2- 
dr., $425*; Ranch Wagon (8) 2-dr., 
$420. 

’55 Custom (8) 2-dr., $525; 4-dr., $425; 


Country Sedan (8) 4-dr., $475; Fair- 
lane (8) conv., $425*. 

’54 Custom (8) 2-dr., $405*, $345*%; 4- 
dr., $355; Country Sedan (8) 4-dr., 
$230. 

’53 Custom (8) 2-dr, Victoria, $370*; 


Ranch Wagon (8) 2-dr., $310. 

’52 Custom (6) 2-dr., $285; Custom (8) 
2-dr., $235". 

51 Custom (8) 4-dr., $140*, 
'31 Model A (4) 2-dr., $400. 
IMPERIAL—’59 Imperial 2-dr. 

$2,400* (ps). 
LINCOLN—’56 Premiere conv., $810* (ps). 
‘55 Capri 2-dr, hardtop, $585* (ps). 
'53 Capri 2-dr. hardtop, $180* (ps). 
MERCURY—’59 Monterey conv., $1,925*. 

58 Monterey 4-dr., $1,125* (ps); 2-dr. 
hardtop, $1,060*. 

’56 Monterey 2-dr. hardtop, $800* (ps); 
4-dr., $610* (ps); Custom 4-dr., $670* 
(ps), $565*, 

55 Custom 5-dr., $490* 
wagon 4-dr., $475* (ps). 

’54 Monterey 4-dr., $385; Custom 2-dr. 


hardtop, 


(ps); station 


$340. 
OLDSMOBILE — ’60 (88) Super 2-dr. 
Scenic, $3,190* (ps), 

’58 (88) 2-dr., $1,385* (ps). 

56 (88) conv., $775* (ps); 2-dr, Holi- 
day, $760* (ps), $650*, $630* (ps); 
4-dr. Holiday, $710; 4-dr., $605*; (98) 
2-dr. Holiday, $775; 4-dr, Holiday, 
$735* (ps), $710* (ps). 

'55 (98) conv., $725* (ps); 4-dr., $360*° 
(ps); (88) Super, $580* (ps); 4-dr., 


$445, $350* (ps). 
PACKARD—'57 Clipper 4-dr., $725. 
’56 Clipper 4-dr., $360. 
PLYMOUTH—' 59 Fury (8) 2-dr., $1,195. 
'57 Belvedere (8) 2-dr, hardtop, $850*. 
56 Suburban (6) 2-dr., $530*%, $430°; 
Suburban (8) 2-dr., $425; Savoy (8) 
2-dr., $530. 
55 Savoy (8) 4-dr., $540; Plaza (6) 2- 
dr., $335* (ps). 
PONTIAC—’'56 Star Chief 4-dr. Catalina, 
$575*; 2-dr, Catalina, $555* (ps); 


Chieftain 2-dr., $445, 
’55 Chieftain 2-dr, Catalina, $500; 4-dr., 


$390. 
’53 Chieftain 2-dr. Catalina, $290* (ps). 
RAMBLER—’60 Super (6) station wagon 
4-dr., $2,200*, $1,970*. 
’57 Super (6) station wagon 4-dr., $885. 


56 Custom Cross Country 4-dr., $780*, 
$630*, 

STUDEBAKER—’57 Commander (8) 2-dr., 
$635*. 


’54 Regal 4-dr., $395*. 
53 Commander 2-dr, hardtop, 
MISCELLANEOUS—’59 Ford (6) 
pickup, $1,050. 
’58 International (6) %-ton pickup, $875. 
’56 Ford (6) %-ton pickup, $560; GMC 
(8) %-ton pickup, $485. 


DANVILLE, VA. 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of March 
23. Very heavy activity after snow storm. 
Looks like we are back in business again. 
BUICK—'57 Super 4-dr., $1,190* (ps). 

’56 Century 2-dr., $590*. 

’55 Special 2-dr., $665* (ps). 
CADILLAC—’58 (62) 2-dr. hardtop, $2,- 


$305*. 
¥%-ton 


685* (ps), $2,470* (ps). 

’56 (62) Coupe de Ville, $1,500, $1,350* 
(ps). 

CHEVROLET—’59 Impala (8) conv., $1,- 
915* (ps). 

58 Bel Air (8) 2-dr., $1,190, $870; 
Brookwood (8) 4-dr., $1,080*; Bis- 
cayne (8) 2-dr., $1,050*%; 4-dr., $1,- 
025*, $800*. 

’57 Two-ten (8) 4-dr., $1,060*, $995, 


$950, $470, $610; 2-dr., $860, $835*. 
’56 Bel Air (8) 2-dr., $910* (ps); Two- 
ten (6) 2-dr., $610. 
‘55 Bel Air (8) 2-dr., $440, $335; Two- 
ten (8) 2-dr., $435. 


FORD—’60 Fairlane (8) 4-dr., $1,800*. 
’59 Galaxie (8) 4-dr. Victoria, $2,090* 
(ps); Country Sedan (8) 4-dr., $1,- 
890*: Custom 300 (8) 2-dr., $1,270, 
$1,060. 

‘58 Fairlane (8) 2-dr., $1,100; 4-dr., 
$915, $820* (ps); Custom (8) 4-dr., 
$910. 


’57 Fairlane (8) 2-dr. Victoria, $1,110*, 
$1,080, $1,050, $1,020*, $1.015, $960; 
Custom (8) 2-dr., $980*, $820*, $770*; 
4-dr., $895*, $885*. 

’56 Fairlane (8) 2-dr. Victoria, $845*, 
$670*; 2-dr., $625*, $550; 4-dr., $780*, 
$620* (ps); Custom (8) 2-dr., $530. 

HUDSON—’ 54 Super 4-dr., $180. 


MERCURY—’58 Monterey 4-dr., $1,050*; 
2-dr., $1,010*, 
56 Monterey 2-dr., $755* (ps). 
OLDSMOBILE — '57 (88) 4-dr., $1,085* 
(ps). 
'53 (98) 2-dr., $355* (ps). 
PLYMOUTH—’57 Fury (8) 2-dr., $1,000; 
Savoy (8) 2-dr., $840*; Plaza (8) 2- 


dr., $630; Plaza (6) 2-dr., $420. 
"56 Plaza (8) 4-dr., $460. 
PONTIAC—’55 Star Chief 2-dr., 
(ps). 
STUDEBAKER—’55 Champion Deluxe sta- 
tion wagon, $295. 
MISCELLANEOUS—’55 Chevrolet (8) 
pickup, $525 


$580* 


* * 


— Auctions in Brief — 


ARMONK, N. Y. 

Banksville Auto Auction, Inc. Sale every 
Wednesday (March 23). Due to road con- 
ditions both buyers and consignors stayed 
home. Those who braved the weather found 
good bargains, Under the conditions, prices 


were good. 
* * * 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(March 22), Market red hot. Sold 507 cars 
from 793 consignments, 
* * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (March 25), Weather: Clear and cold. 


Sold 73 percent of 833 consignments. 
* - * 


MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (March 23), The weather finally 
gave us a break and eager buyers took 
home every smart car in the sale, Prices 
were good and firm, Sold 79 percent of 188 


consignments, 
* * 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every 
Wednesday (March 23). Prices increased a 
few dollars on all makes and models over 
the previous week, Sold 121 cars from 215 
consignments. 





30-Year Veteran— 


Victer Elmaleh, left, president, Magna 
Motors, Inc., and Dolphin Motors, Inc., 
Eastern distributors for Renault and Pevu- 
geot, congratulates Edward Christie, gen- 
eral sales manager, on his 30th anniver- 
sary in the automobile business. Christie 
spent 21 years of his career with Nash- 
Kelvinator, now American Motors. He also 
was associated with Studebaker-Packard 
Corp. 



























Used Imported 
Cars 


Sunbeam—’58 2-dr. hardtop, $840. 


Volkswagen—’55 2-dr., $500. 


ARMONKH, N. Y. 
Austin-Healey—’'55, $700. 
Hillman—’57 station wagon, 
Volkswagen-—'58 2-dr., $975. 


BORDENTOWN, N. J. 


Borgward—’60 station wagon 2-dr., 
900. 

Fiat—’60 2-dr., 2 at $1,050. 

MG—’58 2-dr., $1,290. 

Renault—’'58 4-dr., §700*. 

Volkswagen—'60 2-dr., $1,450. 


$420. 


$1,- 


’59 2-dr., $1,785; station wagon 4-dr., 
$1,070. 
"57 conv., $925. 
’56 2-dr., $810. 
CHICAGO 


Alfa-Romeo—’'58 2-dr., $1,650. 
Opel—’58 station wagon, $845. 
Renault—’59 4-dr., $825. 
Triumph—’60 TR 2-dr., $930. 

’59 TR3 roadster, $1,190; 

2-dr., 2 at $700. 

Vauxhall—’60 2-dr., $1,350. 
Volkswagen—’59, $1,210. 

’56 2-dr., $870. 

’55 2-dr., $690, 
Volvo—’60 2-dr., $1,775. 


DANVILLE, VA. 
Ford (English)—’59 station wagon, $580. 


DETROIT 


Borgward—’58 2-dr. station wagon, $650. 
Ford (English)—’58, $450. 
Volkswagen—’60 conv., $1,675. 

’58 station wagon, $1,200. 


FLINT 


Hillman—’'57 4-dr., $1,325*, $670. 
Volkswagen—’'59 2-dr., $1,375. 
’58 2-dr., $720. 
’56 2-dr., $800. 


LOS ANGELES 


Austin-Healey—’'59 roadster, $2,275, 
095. 
’55 2-dr., $930. 
DKW—’57 sport coupe, $375. 
Fiat-—’57 1100 4-dr., $645. 
MG—’59 MGA roadster, $1,635. 
Metropolitan—’57 2-dr., $600; 
Morris—’60 Minor 1000 2-dr., 
Peugeot—’'59 4-dr., $1,575. 
aos ~ “A Dauphine 4-dr., $1,005, $975, 
965. 
’54 Fregate 4-dr., $550. 
Sunbeam—’54 Supreme roadster, $400. 
Triumph—’58 4-dr., $400. 
Vauxhall—’50 station wagon 4-dr., $1,000. 
Volkswagen—’'60 2-dr., $1,725. 
"58 2-dr., $1,010. 
Volvo—’59 2-dr., $1,545. 
"58 2-dr., $1,240. 


MANHEIM, PA. 


Alfa-Romeo—’58 2-dr., $1,700. 
DKW—’59, $500. 
Fiat—’58, $700; $600, $600. 
Ford (English)—’58 4-dr. Consul, $830. 
Jaguar—’52 4-dr., $250. 
Metropolitan—’59 conv., $930. 
MG—’59 MGA, $1,375. 
Morris—’'59 Minor 2-dr., $830. 
Opel—’58, $900; 2-dr., $850, $790. 
Porsche—’57 2-dr., $1,885. 
Renault—’59, $800. 
Simea—’'59 4-dr., $785. 
"58 4-dr., $810, 
Sunbeam—’'57 Rapier 2-dr, hardtop, $985. 
Taunus—’'54 2-dr., $200. 
Vauxhall—’60 station wagon 4-dr., $1,800. 
'59 station wagon 4-dr., $1,275, 
Volkswagen—’60 sunroof, $1,640. 
’59 Karmann-Ghia 2-dr., $1,700; 2-dr., 
$1,325. 
’57 2-dr., $810, $675. 
"54, $590. 


MASON CITY, IA. 


MG—’58 2-dr., $1,340. 

Simea—’59 2-dr., $900. 

Volkswagen—’60 sunroof 2-dr., $1,480. 
’57, $1,000. 


NASHVILLE, TENN. 


Renault—’58 4-dr., $755. 
Volkswagen—'60, $1,625*. 
"59, $1,505*. 


PORTLAND, ORE. 


Borgward—’58 station wagon 2-dr., $1,- 
305. 
Volkswagen—'59 Karmann-Ghia 2-dr., $1,- 
760; sunroof 2-dr., $1,300, 
"58 2-dr., $1,090. 


SYRACUSE, N. Y. 


Renault—’58 4-dr. hardtop, $625. 
Simea—’58 2-dr. hardtop, $660. 
Sunbeam—’'58 Rapier 2-dr., $1,045. 


WAREHOUSE POINT, CONN. 


Borgward—’'58 Isabella station wagon, $1,- 
280. 

’57 station wagon, $690. 

Volkswagen—’'56 Microbus, 


WEST PALM BEACH, FLA, 


4-dr., $830; 


$2,- 


conv., $600. 
$1,200. 


$800. 


Austin—’58 roadster, $660. 
Borgward—’'59 station wagon 2-dr., $1,- 
150, 

Fiat—’59 Spyder conv., $1,475. 

Ford (English)—’'59 Anglia 2-dr., $800. 
’58 Esquire station wagon, $590, 

Goggomobil—’60 2-dr., $610. 

Hiliman—’57 station wagon, $515. 

MG—’'58 roadster, $1,260. 

NSU Prinz—’'59 2-dr., $500. 

Renault—’59 Dauphine 4-dr., $810, $790; 


4-dr., $615, 

’57 Dauphine 4-dr., $470. 
Simea—'59 4-dr., $900. 
Taunus—'55 2-dr., $290. 
Triumph—’58 conv., $1,150. 
Volvo—'59 station wagon, $1,150. 
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The Man Behind the Wheel .. . 





Sales Testing the Simca Etoile 


(Continued from Page 11) 
ing is so light and fast that for the 
first few hundred miles you'll find 
yourself overcontrolling. 


The ride is unusually good, One 
improvement in the Etoile, com- 
pared with previous Simcas, is 
softer front springs coupled to 
a heavy sway bar controlling 
body lean in corners. 

The number of leaves in the 
semi-elliptic rear springs has been 
reduced to provide a softer ride 
when one or two people are in the 
car. A second set of springs (coil) 
mounted between axle and frame 
take up strain of rear seat pas- 
sengers. 

On a 350-mile trip with four peo- 
ple in the Automotive News Simca, 
the car continued to handle and 
ride as well as with only the driver. 

Noise level is somewhat high. On 
the basis of weight and four-cyl- 
inder engine a good undercoating 
would do a lot to calm the racket 
of a demonstrator. 
* * * 

ECAUSE of soft springing and 

heavy-duty sway bar, the Simca 
has unusual cornering character- 
istics. Although there is not much 
body lean, due to support of the 
sway bar, there is a certain amount 
of wheel hop. 

We strongly suggest you take 
the car out and practice a few 
hours before attempting to dem- 
onstrate handling, a la sports-car 
racer. Not that the sedan has 
unsafe habits, but only that it is 
different from other sedans of its 
price class. 

The small amount of tire squeal 
could be reduced by increasing air 
pressure. Wheel fight is so slight 

we found that just pointing it 
around a corner would do the trick. 
On rough roads a Simca, like all 
other small cars, bounces around 
like it’s about ready to fly. How- 
ever, large 1%-inch shocks keep 
tires on the ground, so there’s 
plenty of traction keeping things 
under control. 

Some road noise will travel 
through the body and it might de- 
stroy your sense of well-being. Hill 
work in the Simca is like hill work 


* * * 





Roomy Trunk— 


Trunk of Simca Etoile has no projecting 
points to rip luggage. Spare tire lies flat 
in floor well under g good-quality liner. 





in any import. Use gears, keep the 
engine turning up and stand on it. 
~ + * 


HERE’S wind noise in a Simca, 

most of which is caused by 
whistling outside the frames and 
gutters. Doors seem well sealed, 
though on a chilly evening we 
found cold air coming in from a 
yet-unfound source. 

The heating system works well, 
once you remember it has only 
two places to go: Heat on the 
feet or defrost. 

There’s little control over the 
amount of heat, only control over 
quantity of air and its direction. 
The method of shutting off heat 
for summer ventilation is to turn 
off the hot water to the heater core 
at a stop-cock on the engine block. 

Considering performance of this 
Simca, fuel economy is outstand- 
ing. During a 350-mile interurban 
trip over California freeways, with 
four passengers, at 60 to 70 miles 
per hour, the Etoile produced 27.3 
miles per gallon. In city use, with 
only a driver, the same car pulled 
26.1 miles per gallon. Overall, 674 
miles of Simca driving averaged 
26.6 MPG of regular gasoline. 

” * * 


Under the Hood 


Big the hood is certainly a 
Simca story with a lot of sales 
merit. The engine is in the open 
where it can be easily serviced with 
metric wrenches. Spark plugs could 
almost be changed with a pair of 
pliers. 

The carburetor air cleaner in- 
cludes provision for cold air for 
economical summer driving or 
warmed air from the exhaust 
manifold for winter performance. 
The brake fluid reservoir is 

mounted high on the cowl, next to 
the fuse block (which uses Ameri- 
can tubular fuses) and the coil is 
well away from water splash. On 
the left fender is the jack, with the 
handle clipped to the cowl. 

A 12-volt battery (slow-charge 
only) is forward of the engine in 
a cool spot. Northern customers 
will be interested in a protective 
shield underneath brake and clutch 
linkage, in a position that protects 
the mechanism from freezing slush 
or water. 

There’s a rubber universal joint 
in the steering column good for a 
sales pitch on isolation from road 


shock. 
+ o + 


yu trunk can carry an astound- 


ing number of suitcases. Inte- 

rior lining is good, with no project- 
ing points to rip luggage. The lid 
has a squared off bustle which pro- 
vides extra space for small cases 
to stand upright. A spare tire lies 
flat in a deep floor well. Beneath 
the spare is a thin, but wide, fuel 
tank for 11.4 gallons. 

Coachwork of the Simca is av- 
erage for inexpensive cars. There 
are few leaded seams. Most are 
covered with trim or considered 
a part of decoration. 

Simca front-end collision repairs 
could be on the expensive side as 
even the front fenders are spot- 
welded to form 3 portion of the 

* 


Simea Accents Size, Comforf— 


unit-body structure. Underneath the 
Etoile are a number of unusual 
features. One is the flat floor pan 
which provides a continuous, some- 
what streamlined surface under the 
car. There’s ball-joint suspension in 
front and a unique elastic universal 
joint to reduce sound transfer and 
lubrication points. 


* * * 


Items to Notice 


Gino A sales training revolves 
around points of superiority in 
comparison to comparably priced 
imports. However, there are Etoile 
features that may not make sense 
to an average American. The some- 
thing less than gorgeous interior is 
a modest attempt. A single sun- 
visor and manually switched dome 
light are items most car buyers 
notice, 

The four-speed gear shift gives 
women some trouble, and unusual 
lighting switches on the steering 
column require detailed explana- 
tion. Most people driving the Auto- 





ie 


Up Front— 


Simca Etoile's 48-horsepower engine 
provides plenty of scoot. The hydraulic 
reservoir is mounted on the cowl, next to 
the fuse block. The 12-volt battery is 
mounted in a cool spot. Test drive of 674 
miles produced 26.6 miles per gallon of 
regular gasoline. 

lL ee 
MOTIVE News car commented on the 
high level of engine and road noise. 

Buyers living in warm climates 
may find it difficult to under- 
stand why no flow of cold air is 
easily available to the driver’s 
compartment. 

Switching off hot-water at the 






be accomplished. Owners who do 
this, however, should be cautioned 
that in draining the radiator and 
block for an antifreeze refill they 
should also drain the heater core. 

Another problem with Simca is 
pushbutton door latches. Women 
with long fingernails complained of 
broken nails. Men looked for the 
cigaret lighter—which isn’t there. 

* * * 


INOR inconveniences are cer- 

tainly something less than ob- 
stacles to a successful Simca sale. 
On a point-by-point comparison 
basis (eliminating sales pitches 
about super quality) an Etoile could 
come up like a rose. 

Its performance, size and com- 
fort certainly out-point many im- 
ports in its price class. Many 
Simca salesmen have been mak- 
ing sales with visual comparisons 
of Simca parts with similar parts 
from competitive cars. In each 
case they have selected parts out- 
standingly favorable to Simca. 

Tall shoppers interested in an im- 
ported car will find Simca much to 
their liking. Contrary to their ex- 
perience with other modest imports, 
they will find plenty of room for 

| six-foot-plus individuals to drive 
in comfort. 

Simca is a good combination of 
desirable features in a somewhat 


engine block is the way this can! larger-than-usual economy car. 










AMERICA’S MOST COMPLETE LINE OF 


How to lift 2 ton 
with one finger! 


HYDRAULICALLY-POWERED TAILGATES 





The Simca Etoile, imported by Chrysler Corp., is a lot of car for the dollar ($1,698), 
reports William Carroll Automotive News West Coast editor. The four-door sedan pro- 
vides plenty of room for the tall driver, he said, and the ride was termed “unusually 


good,” 


Whether your loading and delivery problem is big bulk or big 
weight, it will pay you to investigate Anthony Lift Gates. One 
man loads or lowers big loads with one finger! One man takes the 
place of a crew — without strain. You don’t have to send along a 
helper — nor wait for consignee help. You cut damage claims. You 
speed up loading and make it safer. Result: cut delivery costs by 
as much as 50%. Call your Anthony distributor for recommenda- 
tions on the size Anthony Lift Gate to meet your needs! Anthony 
Company, Streator, Illinois. 


Why Anthony Lift Gates work longer, better: Easy to operate — 
single hydraulic cylinder and control lever opens, lowers, lifts, 
closes lift gate under power. 


Safest of all lift gates — automatic “Safetymatic” control, latches 
and locks guard against accidental operation. 


Capacities for every need — 800 to 4000 Ib. lifting capacities, 
various types and dimensions . . . more lift, less deadweight. 


Easiest of all lift gates to install. 


ANTHONY 
co aba 


DUMP BODIES AND HOISTS OumP TRAneRs uieT Gate TRUCK-CRANE 
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$2,602; 4-dr. 2-seat Deluxe Suburban, §2,- 

; 4-dr. 2-seat Custom Suburban, $2,761, 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 


(Copyright, 1960, by Automotive aaiee sed., $2,262; utility sed., $2,175. Bel Alr—| popGE—Dart— Dart prices are for six- | Thunderbird—(V-8 standard)—2-dr. hard-| ponqpyac—catall ‘dr, sed., $2,702; 
: en eee as oo Fon, 4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. cylinder models. For V-8s, add $119). Dart top, $3,755; conv., $4,222. 2-dr, sed., $2,631; 4-dr. hardtop, $2,842; 
doar, hardtop,” 42.015; conv. #3140: Scr | pain at ‘sea, ga-8H0" sds” hardtop, $27 | ENStg? Maint ce cet, $2,200; 2c. ned | | IMPERIAL —Custom—t-dr. sed. $5,020; 2dr. hardtop, $2,166; conv. #3079; ‘s.ar 

: F ena. 4. Sead r 5 mania oe. eae ee 2. »245. Seneca—4-dr. sed., ,330; | 4-dr. hardtop, ,029; 2-dr, hardtop, $4,-| 2-seat stat. wag., $3,099; 4- 3-seat stat. 
a Tete Pi tas ea 6s ; 662; oe. Ranene. SAAS. a =, 2-dr. sed., $2,278; 4-dr. 2-seat stat, wag.,| 922.50. Orewa — 4-dr sed., $5,647; 4-dr. | wag., $3,207. Vustona~-d-ar, hantiep, $3,- 
ide, hardtop, $3515; 2-dr_ hardtop, $3). | ee ieee ee eee roo goa, | $2;095- Dart Pioneer—4-dr. sed., $2,459; | hardtop, $5,647; 2-dr, hardtop, $5,403; |047; 2-dr. hardtop, $2,971. Star Ohief— 
a7 oes ene: 4 «By cnt gtat, Wee. $2,586; 4-dr. 2-seat Brookwood, §2,653;|2-dr. sed., $2,410; 2-dr, hardtop, $2,488;|conv., §5,773.50. LeBaron—4-dr, sed., $6,-|4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
$ als Gar. Beech et, Wee. 90,998. | otenen Ghieee dee” See en | 2-seat stat. wag., $2,787; 4-dr. 3-seat | 318; 4-dr. hardtop, $6,318. (TorqueFlite, | hardtop, $3,136, Bonneville—4-dr. hardtop. 
ee ae eee &-, Kingswood, $2,850; 4-dr, 2-seat Nomad, | stat’ wag., $2,892. Dart. Phoenix—4-dr. power steering, power brakes standard on | $3,331; 2-dr. hardtop, $3,255; conv., $3,- 





-dr. sed., $3,856; 4-dr. hardtop, | $2,889. Corvette—hardtop cpe. or conv.|sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. ; dedr, 2- 
$3,963; 2-dr. hardtop, $3,818. Electra ~ (V-8 standard), $3.872. wardeon’ $2,618; on, eae | all models. ) 476; 4-dr, 2-seat stat. wag., $3,530. 
—4-dr. hardtop (fiat roof or sloping roof), CHRYSLER—Windsor—4-dr. sed., $3,-| Matador V-8 —4-dr. sed., $2,930; ae LINCOLN—Lincoiln—4-dr. sed., $5,441; RAMBLER — American Deluxe — 4-<dr. 


$4,300; conv., $4,192. (Turbine Drive trans-| i970 4 ar hardto ‘ ° ;|4-dr. hardtop, $5,441; 2-dr, hardtop, $5,.-| sed., $1,844; 2-dr. sed., $1,795; 2-dr, 2-seat 
3 4-dr. P, $3,343; 2-dr, hardtop,| hardtop, $3,075; 2-dr. hardtop, $2,996; . ’ , ’ oy 

mission standard on Invicta, CoE and | $3,279; conv., $3,623;  4-dr. 2-seat stat.|4-dr. 2-seat stat, wag., $3,239; 4-dr, 3-seat | 253. Premlere—4-dr. sed., $5,945; 4-dr.| stat. wag., $2,020, American Super—4-dr. 

Electra 225. Power steering and power|~\.'"' 2733. 4-dr. 3-seat stat. wag.,| stat. wag., $3,354. Dodge Polara V-8—4-dr. | DaTdtop, $5,945; 2-dr. hardtop, $5,698./|sed., $1,929; 2-dr. sed., $1,880; 2-dr. 


brakes standard on Electra and Electra ’ Armin) S se a, an . Ba Continental—4-dr. sed., $6,845.30; 4-dr. | 2-seat stat. wag., $2,105. American Custom 
225.) conan Sosurcgy t-te. HO dee $3 050, | hardtoy, $3100; cone. $2 L1G deme 2 vent | hardtop, $6,845.30; 2-dr. hardtop, $6,-|—4-dr. sed., $2,009; 2-dr. sed., $2,010; 2-dr. 
CADILLAC—Sixty-Two — 4-dr. hardtop| New Yorker —’4-dr. sed., $4,409; 4-dr.| stat. wag., $3,506; 4-dr, 3-seat stat, wag., | 598.30; conv., $7,056.20; town car, $9,208; | 2-seat stat. wag., $2,235. Deluxe Six—4-dr. 

* 2-0 s * > 62 7 , limousine, $10,230. (Automatic transmis-| sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 

(flat roof or sloping roof), $5,080; r.| hardtop, $4,518; 2-dr. hardtop, $4,461; | $3,621. sion, power steering, power brakes, radio,|427. Super Six—i-dr. sed., §2,268: 4-dr 
hardtop, $4,892; conv., $5,455; Sedan/|conv., $4,874.50; 4-dr. 2-seat stat, wag.,| #fALCON—4-dr. sed., $1,974; 2-dr. sed., heater standard on all models.) 2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 


de Ville 4-dr, hardtop (fiat roof or sloping | $5,022; 4-dr. 3-seat stat, wag., $5,130.50. 1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
roof), $5,498; Coupe de Ville 2-dr, hardtop, | 300-F—2-dr. hardtop, $5,411; conv., $5,- =. 2-seat stat. wag., $2,287" $ MERCURY—Monterey—4-dr. sed., $2,- | Wa8-, mane Custom st. os 3. 
$5,252; Eldorado Seville 2-dr. hardtop, | 841. (TorqueFlite, power steering, power 730; 2-dr. sed., $2,631; 4-dr. hardtop, | 383; 4-dr. hardtop, $2,458; 4-dr, 2-sea' 
$7,401; Eldorado Biarritz conv., $7,401.| brakes standard on Saratoga, New Yorker| _FORD—(Prices are for six-cylinder mod- | $2,845; 2-dr. hardtop, $2,781, conv., $3,-| Stat. wag., $2,677; 4-dr, 3-seat stat, wag., 
-dr. hardtop, $6,233. Seven-| and 300-F.) els. For V-8s, add $113.) Custom 300/077. Montclair—4-dr. sed., $3,280; | 4-dr, | $2,802. Rebel Super V-8—4-dr. sed., $2,- 
ty-Five — 8-pass. sed., $9,533; limousine.| GoMET—4-ar. sed., $2,053; 2-dr. sea.,| (Fleet)—4-dr. sed., $2,284; 2-dr. sed.,|/ hardtop, $3,394; 2-dr. hardtop, $3,331. | 387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
748. Eldorado Brougham—4-dr. hardtop, | s1\99s: 2-ar ee aie aah $2 310: 4. $2,230. Fairlane—4-dr. sed., $2,311; 2-dr.| Park Lane — 4-dr. hardtop, $3,858; 2-dr. | 3-Sseat stat. wag., $2,806. Rebel Custom 
3 was : : Re, Caer sed., $2,257; business 2-dr., $2,170. Fair-| hardtop, $3,794; conv., $4,018. Station| V-8—4-dr. sed., $2,502; 4-dr. hardtop, 


13,075. (Hydra-Matic, power steering,| gr 2-seat stat wag., $2,365 ’ . b ¥ ‘ : , 
. 4 -” , \ lane 500—4-dr. sed., $2,388; 2-dr. sed., -dr. 2- ter, . : $2,577; 4-dr. 2-seat stat. wag., $2,796; 

power brakes standard on all models.) CORVAIR—500 Series—4-dr. sed., $2,-| $2334. Galaxie—4-dr, sed., $2603; 2dr |. at arscct Golony Park, $3,837, (lere-0- 4-dr. 3-seat stat. wag., $2,921. Ambassa- 
CHECKER—Superba — 4-dr. sed., $2,-|038; cpe., $1,984: 700 Series—4-dr, sed.,| seq, $2,549; 4-dr. hardtop, $2,675. Star-|Matic standard on Montclair and Colony|4or Super V-8—4-dr. sed., $2,587; 4-dr. 
542.42. (Price does not include dealer prep- | $2,103; cpe., $2,049. Mner—2-dr. ‘hardtop, $2,610. Suniiner—j| Park. Dual range Merc-O-Matic, power | 2-Seat stat. wag., $2,881; 4-dr. 3-seat_stat. 
aration charge.) DeSOTO—Fireflite — 4-dr. sed., $3,017;| conv., $2,800. Station Wagons—2-dr. 2-| steering, power brakes standard on Park | W28-, $3,006. Ambassador Custom V 8— 


4-dr, sed., $2,732; 4-dr, hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
$3,116; 4-dr, 3-seat 


CHEVROLET—(Prices are for six-cylin-|4-dr. hardtop, $3,167; 2-dr. hardtop, $3,-| seat Ranch Wagon, $2,586; 4-dr. 2-seat| Lane.) 
der models. For V-8s, add $107). Biscayne | 10:. Adventurer—4-dr. sed., $3,579; 4-dr.| Ranch Wagon, $2,656; 4-dr. 2-seat Country OLDSMOBILE—Series 88 .—4-dr. sed.. 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed.,| hardtop, $3,727; 2-dr. hardtop, $3,663. | Sedan, $2,752; 4-dr. 3-seat Country Sedan, $2,900; 2-dr. sed., $2,835; 4-dr. hardto hardtop stat. wagz., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr.| (TorqueFlite standard on Adventurer.) $2,837; 4-dr. 3-seat Country Squire, $2,967. $3,034: 2-dr. hardtop, $2,956; conv. 3. stat. wag., $3,151. 
284; 4-dr. 2-seat stat. wag., '$3,363; 4-dr. STUDEBAKER—Lark Deluxe Six—4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. | sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr, | Stat. wag., $2,366; 4-dr. 2-seat stat. wag., 


. oJ 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat | $2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
me stat. wag., $3,665; 4-dr, 3-seat stat. wag.,| 181; 2-dr. sed,, $2,111; 2-dr, 2-seat stat. 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr.| Wag., $2,501; 4-dr. 2-seat stat. wag.. $2,- 
hardtop, $4,159; 2-dr. hardtop, $4,083;|576. Lark Regal Six—4-dr. sed., $2,196; 
conv., $4,362. (Hydra-Matic, power steer-| 2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 








By i a Wee oa ae Hillard mares big oper-| be a direct attack on the deprecia-|ing, power brakes standard on Series 98.) a-seat stet. wag.. $2,091. Lark Regal x8 
riter ating losses during the term of the/ tion, salvage value and tax struc-| PLYMOUTH — (On six-cylinder models, Py eo gar rar gt Ss enn AR ecm 
7 z , da $119 f v-8 ) t Special} CO"Y:, $2,756; 4-dr. 2-seat stat. wag., 
aetna Snag |e rats | re oer eign st Ra Ha Sa 
. Sa x -dr. sed., ’ + 2-dr. ” 

and the opportunities and prob- The AALA conceded that it |‘ ‘t is Spparent that industry | 290%. “Betvedere Six_—i-dr. ged. ¢2.400;| VALIANT — V-100— 4-ar. sed., $2,053; 
lems facing the dealer. was possible that Hillard’s esti- |%° ® whole will bear the brunt of| 2dr. ‘sed., $2,360; 2-dr, hardtop, $2,461. | 4-dr. 2-seat stat, wag., $2,365; 4-dr. 3-seat 
* -dr. -» $2,575; 4-dr. - . -» $2,488. V- -dr. sed., $2,- 
tae. 8 mates of depreciation were un- | the suggested changes in the reve-| 1°07 <5 456; 2-ar. hardtop, $2,509. Station | 130; 4-dr,’ 2-scat stat. wag, $3,443; 4dr. 

HE income from the sale of the| reasonably low, but said that any | Ue code. Wagon Six—2-dr. 2-seat Deluxe Suburban, | 3-seat stat. wag., $2,566. 


vehicle at the end of the lease| improper capital gains could be 
adjusted 


Baived ‘beet tye ta specialist. 'The| Internal Revenue detnes deprect New Commercial-Car Registrations, 


question is: Is ite capital gain Or! ation allowances as the amounts 
‘ordinary income? which, together with the salvage 1 5 S f F b 1 9 60 l 59 

For a number of years lessors| Value, will equal the cost of the tates or e ruary . - 9 
fattened their| vehicle at the end of their esti- 


profits by treat-| mated useful life in the leasing 
A Look ing the price re-| business. 
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Leas ceived for a| Salvage value is defined as the a mond Stude- 
Ae ing eae as a|amount, determined when the unit|| sete capitals. . ~ SA ical besvenl) Hesaseed beetmned inne 
capital gain,| is acquired, which is expected to be| 5;.,,; : *g0) 
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- THIS case, the U, S. Tax Court} on all depreciable assets be elimi- a: '59| 157| 2| 45 Wee on. ae 5| 6 21 Ie ‘50 
ruled that Hillard Co., a Fort| nated. Virginia 60) 1] 463 3 4) 418} 85} 106 4 21; 128 93; 1401 
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The Tax Court held that the | says, ‘converting ordinary income wd ee 4]—t2|_ 2} 50} a] SP 
vehicles used by Hillard in its | into capital gains,’ and the hope |Wyoming = ===————”—~—<“<i—i‘SSC ES: 1 ul 89; 32; 2 2 7 20 15) 337 
leasing operation were held pri- | that the new legislation would halite ais reo aren Oe | 
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with the tix Coun nig ‘tat New Passenger-Car neta 11 States for February, 1960-1959 
| Hillard vehicles were held pri- 




























































































marily for sale. The units were|[o,. recistrati 4 
gistrations by AMC ‘ £ 4 CHRY . R . | Chev- Z 4 $-P |Miscel- 
held solely for leasing, the associ- states as compiled Ram- our — oe Edsel jLincoln on ee. Buick —_ — a. ~ Thai soso lan- |TOTA 
ation contended. by R. L. Polk & Co. bler TOTAL baker | eous 
* - * 
‘ 17 4 1 1 4 C2 77 2/ 4) 83 87) é 14| 130! 8} 71) 3st 
r ITS ruling, the Tax Court ap- | Aleske % 15 | 3 Mee ee HI s| 1 Ml "i 62 H| 3| xl “| bl oes 
= parently leaned heavily on the) 577; 00 ”| 2 2) 1) Toe) zt) | n oeCSSCS 2) 7a Fl a eli 
'59| 54 | 10} 29) —«98|_—=dtS3 s| 338) TT 25| 38! 43 2 i ee 154] 1394 
Sire ot Columbia il 9| %|  206| 353) 359 5 “a; 42) 41 4%7| ~~ 9i|_~«106|~=SSS|~~SCi|) S| 928 
Herrman Gets ee a ee a 103} 17 ) olor] daa] 28 =| 12 ; 31) 386) 4 27| | ies aos Sal aes taoe 
r | 2 é a 309 7 a 80) 5 140 i] tei) 1623 
Alcoa Sales Post (Sl SST tos) 
Montene 0) ii) 6 * 77|_75|—~*15) =a 7 “| 47, —i<“ ‘22 8) rT) 497) 42| 99) ~*1553 
PITTSBURGH, — Aluminum Co. 59) 122 20 . 10 56 109} 205 407) 17 5 68} _ 497 112! 41 424,112 116 46 81} 1756 
Am , 60) ae 9, leo) =177| 413! 744 é 63) «= 635) s142;—i«}C«B SSCA] ~SC208)—S«sCS I 50; 1136/3160 
een te somes Sesthe & wanes ‘S| ho a oe 309} 1251) ___32|_——ai} 32) 4436) —195|——93_—=t75| 275] 293] 03 | tan] ams 
, 0) “tio; 3 8 | 72; ~«169|—~S«274 7 28; (309 4 21-270 57, 445 33; 133) —=—«*C 99 
ager of transpor- Now Mompmre "s ‘| 7 16} 28] S61 35 4 7] 187] aa) x | mel ala it 
on. saies. =. 7? 7 ees) | eee Pe me ee —— a, 42). ©6<6il~S”~CS«Sa Sa 7 1 
a a) ia) 112) 122) ats i “|; 42) 61 34339) —~«107|—=S*«S*S|SC |S 
Herrman, wh o| Noth Dekote aI 80 zl 40 29 94, 156} 446) S33 7 54) 540) 50 _22|__359|_—sta "| cael 25 3} 1539 
will be responsi- 0) 193 =. S| 126) 239) 419) ~=C«S 4 R 5 “| 598 71 48| 434 72 82/727 30/264) _—=«2231 
| ble for the sales eee 59 | 127 23) I 10 5 23} 99|_—siN60} 434 - 12 40} 490) 72 50 368 83 | 637 35} —-230|_~—«1679 
tah ‘0 a. is) 118) 150) 318) 450 12) Te a joof 132) ——s755) =O) SC) N97 
ee an - vie 59| 135] 2 1| 2%| _4i| _—*t27|_—2N0|_ S427], SH * 63} 524) tel SA wl 139} 166] 932} 36] 216) 2053 
ow iM. a ° wm oo iv) os. Sy GL tao] te] 3] 21) «174 39 32/221 67 “(399 16) 106, «694 
er use of alumi- | Wyoming 8 55] a 11} 10] ~—s30}_——sas}_—s37}_—S so} SS} Se] 85] Sa] 2] | # tl aeel ot} too tora 
num in transport | Trois; Reported so! in| 238 99) Tae) Vani} 24s | 4027 ee ne 
vehicles of all) 1, Date for February '59| Jon 118} 368} —-987|_—«*1743|~—«44a3)—st'72| 98] 532) 5245) 8 29| 470) 4294 oan 1168} 7899) —-384)_~—«1553| 17902 
types, joined Al-'y,,, 0) err rss 2330| 21132 a “F080| 108 | 2402| 12342) 121425) 19736| 11466) 107041) 25691| 188606| 8266) 43063) 440450 
coa as a sales eN-| To Date ‘59| e140 1600! 3401} 10257) 27611) 47473 Parl 3788} 2628) 11677) 119220) 22488) 12431 itil 78 26677! 201999} 9805) 38016) 438453 
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T'S HERE! QUAKER STATE'S 
GIANT “FREE QUART” PROMOTION 
ESIGNED TO WIN NEW CUSTOMERS 
FOR YOUR SERVICE DEPARTMENT! 


BE READY T0 GET YOUR SHARE OF THIS BUSINESS! 








when you make your next oil change! 


We want every driver in America to try rich, pure Quaker State Motor Oil, the 
world’s finest. That’s why this month, wherever you see the famous Quaker State 


a free gift to you! Act now .. . offer expires June 30, 1960! 


HERE'S ALL YOU DO: 2. Give dealer coupon on) eppasie 
1. Take your car to your Quaker State dealer (properly deduct 

and have him drain the old oil and refill the Price of one quart from the total price of 
crankcase with Quaker State Motor Oil or ow 
Quaker State Super Blend Motor Oil. IMPORTANT . ... print your 












For names and addresses of Quaker, 
State dealers in your area, call 
WESTERN UNION by number and 
ask for Operator 25 . . . or look for the 
dealer displaying the green and white 
Quaker State sign. 








Across the continent in the April Reader’s Digest, with its 12,000,000- 
plus circulation—its 35,000,000 readers—an invitation to action! 

A sensational, pre-tested promotion that will bring thousands 
upon thousands of motorists into Quaker State dealers’, coupons in 
hand, for a complete oil change with a “free quart’’ of Quaker State. 

For new car dealers, this giant Quaker State promotion is a 
wonderful opportunity to turn Quaker State customers into new and 





ants on buying trips to the all-night 
wholesale markets in Los Angeles. 
During school holidays they visit 
the farms and feeding pens of the 
Imperial Valley. 

In West Haven, Conn., teen-age 
hot-rodders were the despair of po- 
lice and safety officials. Then Ed- 
ward Bonessi, driving instructor for 
the West Haven schools, and Jerry 
Biondi, patrolman, sent out a call 
for charter members of an automo- 
tive Explorer unit. Thirty young- 
sters turned up for the first meet- 
ing—all of them skeptical. When, 
however, Biondi and Bonessi out- 
lined a program by which they could 
learn auto mechanics and -car cus- 
tomizing, with safe-driving skills 
tucked in at the side, the boys voted 
unanimously to form Explorer Post 
19. Today, with more than 50 mem- 
bers, the post is the largest in the 
New Haven area, 

Post 8 in Tucson, Ariz., pursues 
a specialty which combines high 
adventure, geology and community 
service. Starting out as mountain 
climbers with Clyde Nelson, an ex- 
pert mountaineer, as chief adviser, 
the boys worked their way up from 
small hills to the highest ridges of 
the Santa Catalina Mountains. 
Then they turned to “spelunking” 
in the unexplored passageways of 
Onyx Cave. To map this subterra- 
nean wilderness, many Post 8 mem- 
bers have qualified as amateur 
cartographers. Others, guided by 
University of Arizona advisers, have 
used the cave as a geology labora- 
tory. The entire post, serving as the 





Read this advertisement on pages 220-221 in April issue of “The Reader’s Digest”’ 


faithful year round customers of your service department. 

Be sure to remind all your customers—during April, May, June— 
to take advantage of the Quaker State “free quart” offer. And be 
sure you are prepared to serve all car owners who drive in for 
Quaker State with the correct grade of oil recommended for their 
car. Call or write your Quaker State distributor today for all the 
facts about this amazing “free quart’’ program. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. Member Pennsylvania Grade Crude Oil Association 











Top sales, top reliability in the 
selective drive field. Proven in 
over a billion miles of service! 
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Available to 
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AUTO AIR CONDITIONING NEWS! 


AVAILABLE FOR 


, AUTO AIR CONDITIONER 7 
eS 
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SELLS FASTEST! 


, COOLS BEST! 
a 


PSE VEe- Vere 


No Need to Carry a Costly Inventory of 
Factory Air Conditioned Cars! 





© 1960 FRIGIKING COOLS OVER 200 MAKES AND MODELS of 
cars (1952 to 1960 inclusive) in matter of seconds. 


© ALSO FITS THE COMPACT CARS—Comet, Corvair, Falcon, Lark, 
Rambler, Valiant ... plus many foreign cars. 


© 200 DISTRIBUTORS IN 43 STATES carry inventories for dealer 
installation; provide installation service if desired. 


PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


10858 Harry Hines Bivd., Dallas 20, Texas 
Phone: Fleetwood 7-6361 
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(Continued from Page 2) 

order rescinded. It also urged that, 
pending a change by the commis- 
sion, dealers restrict the use of 
their wreckers or tow trucks to 
transporting damaged vehicles to 
their own places of business. 

Bradley Nash, of the United 
States Commerce Department, 
praised recent federal steps to hold 
down highway spending. 

He said the federal highway 
program was started on a sound 
basis but that in 1958, because of 
recession anxiety, it got off target 
through the apportioning of high- 
way funds without reference to 
available revenues. 


Paul Herzog, research director | 
|for the National Automobile Deal- 


ers Assn., predicted “good increase” 
in sales for 1960, 

He estimated that registrations 
will total 6.5 million units, of which 
1.3 million will be compacts and 
that imported-car sales will drop 
to 500,000, compared with 609,000 
last year. 

Herzog said the present-day sales 
drive must be keyed to selling the 
customer the kind of car he needs 
for his particular purpose. “Buyers 
will spend as much as ever for 
autos, but they will want to select 
from a wide variety the one best 
suited to their needs,” he said. 

Tom Bruney, Bruney Buick 
Sales, Cambridge, O., presented a 
small-dealer case study at a 
“selling profitably” panel and said 
his guiding principle is: “The 
next inspector of my work is my 
customer. He must be satisfied.” 

Bruney said his firm issues credit 
cards for repair service on 30-day 
accounts, offers budget payments 
on repair bills above $30, picks up 
and delivers cars for service, lubri- 
cates new cars every 30 days free 
of charge for one year, “never, 
never turns back a speedometer on 
a@ used car,” never runs false or 


misleading advertising and uses the 





| pictures and names of all his em- 
ployes in advertising. 

Walter B. Cooper, Fort Collins, 
Colo. NADA first vice-president, 
told the convention that advertis- 
ing policies of a small minority of 
dealers are the greatest profit rob- 
bers in the automotive industry. 

“A dealer must recognize that he 
handles America’s most wanted 
product,” Cooper said, “and he 
must do his part in convincing the 
public that he is an ethical mer- 
chant.” 

Beryle Hungate, retired vice- 
president of Associates Invest- 
ment Co., said some advertising 
by banks and banking groups 
claiming to finance auto pur- 





California House 
OK’s Undated Bill 
On Antismog Units 


SACRAMENTO, Calif.—The Leg- 
islature last week approved a bill 
requiring smog-control devices on 
all new cars sold in California, as 
soon as two such devices are found 
to meet standards established for 
controlling motor-vehicle exhaust 
emissions. 

Testing and issuance of certifi- 
cates of approval would be handled 
by a 12-man board created in the 
Department of Public Health. 

Under terms of the new bill, con- 
trol devices would have to be in- 
Stalled on all used vehicles chang- 
ing ownership during the first year 
such devices are required on new 
cars. 

They would be required on used 
commercial vehicles within the 
second year after becoming avail- 
able. All motor vehicles in Califor- 
nia would have to have smog-con- 
trol units within the third year 
after two or more such devices 
were approved by the Department 
of Public Health. 





Wilkie Views... 








Henry Ford, 


Provocative 
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nothing of the Ford company 

stemmed from a disagreement with 

the Dodges over how much of the 

company earnings should be distri- 

buted as dividends and how much 

should be retained in the business. 
a” Oo * 


THE ELDER Henry Ford prob- 
ably was at least a little of all the 
things he was called during his life- 
time. He was a pacifist, an ardent 
prohibitionist, a tyrant to some of 
his associates, reluctant to give 
credit to them for ideas he felt he 
should have thought of himself; 
certainly he was stubborn, even 
into his later yeam. 

He demonstrated this when he 
resumed the presidency of the Ford 
Motor Co. in his 80th year, follow- 
ing the death of his only son, Edsel. 
However, the elder Ford was the 
dominating figure in the company’s 
affairs throughout Edsel’s tenure 
as its president. 

Ford once said his greatest 
single achievement was his vic- 
tory in the Selden patent suit. 
“Without it we could have had 
no automobile industry as we 
know it today,” he said. 

A patent had been granted to 
George Baldwin Selden, a Roches- 
ter (N. Y.) lawyer, in 1895, on con- 
struction of automobiles, When 
Ford upset the patent claim in 1911, 





Colorado Truck Auction 


Slated for Next Week 

DENVER.—The Rocky Moun- 
tain Truck Auction will be held 
for the first time during the 1960 
season at 11 a.m. April 12. 

The Colorado truck auction is 
now in its third year. The auction 
is located at 4285 S, Santa Fe 
Drive, Littleton, Colo. 











he freed the industry from paying 
license fees on every car produced. 

But Ford also made many colos- 
sal blunders. Among them were his 
unfortunate anti-Semitic campaign; 
his treatment of Edsel; his dismis- 
sal of nearly all the great geniuses 
who with him built the Ford Motor 
Co., 
expedition. 

od * OK 

UNABLE TO mold Edsel in his 
own image, Ford repeatedly count- 
ermanded many of the orders, 
commitments and directives Edsel 
made as company president, The 
industrial giants Ford dismissed or 
permitted to get away from him 
included such figures as James 
Couzens, William S. Knudsen and 
Charles E. Sorensen, to mention 
only a few. 

However, they were the few who 
built the Ford empire. Couzens, 
with an outstanding business acu- 
men, held it together in-its early 
days when a single misstep could 
have caused its collapse. Sorensen, 
the production genius, contributed 
mightily in output and plant proc- 
esses when they were sorely needed. 

Knudsen, also a production 
wizard, came into the Ford pic- 
ture somewhat later, but figured 

greatly in production achieve- 
ments when competition began to 
grow more bitter in the industry. 

The break with Knudsen cost 
Ford the genius who later was 
to take from him the industry lead- 
ership in production and sales. 
Knudsen did this in rejuvenating 
General Motors’ Chevrolet division 
and later went on to greater glory 
as president of General Motors and 
top man in the auto industry’s 29 
billion dollar World War II pro- 
duction task. 

The peace ship expedition, de- 
signed to halt World War I, cost 
Ford $400,000. He said he would not 
take $2,000,000 for what he learned 
from it. It confirmed his conviction, 
he said, that wars were made by 
munitions manufacturers. 











and his fantastic peace ship 





chases cheaper than anyone else 

has hurt the auto business. 

W. Heartsill Wilson, assistant 
general sales manager for Plym- 
outh-DeSoto-Valiant Division, told 
the dealers: “Be exceptional—it 
takes will and determination. Don’t 
ever listen to the salesman who 
talks about how it cannot be done. 

“All of us nowadays put too much 
emphasis on play and not enough 
on work,” he added. “You can make 
a living from 8 a.m. to 5 p.m., but 
you make a success from 5 p.m. 
to 11 p.m.” 

Chester Carmer, Centerville, was 
elected president of the Iowa Auto- 
mobile Dealers Old Timers Club. 

Paul Pritchard, Mason City, 
was chosen first vice-president; 

R. E. McCoy, Carroll, second 

vice-president; Roy Horton, Sib- 

ley, third vice-president, and 

Elmer B. Dunn, Des Moines, sec- 
retary-treasurer. 

The dealer association’s retiring 
president, Robert Bickelhaupt, 
Bickelhaupt Motors (Studebaker 
and Mercedes-Benz), Clinton, re- 
ported that 475 Iowa dealers are 
participating in IADA’s “Guaran- 
teed-Warranty” program whereby 
used-car purchasers receive a 15 
percent discount on repair bills for 
a@ year. 





HERE’S THE QUICK ’N 
EASY WAY TO CLEAN 


WHITE SIDE WALLS 
re ° 


WHITE TIRE 
CLEANER 


In aerosol and spray cans. 
No rubbing, no scrubbing; 
dirt, grease, grime wipe 
away. Cleans black tires, 
floor mats, too. Won't 
harm anodized aluminum. 16-0z. can 
cleans up to 60 tires. Also available in 
5, 15 and 55-gallon drums. If jobber 
can’t supply, order direct. 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 








ADVERTISEMENT 


WHAT'S YOUR 4 
IMAGE QUOTIENT e 


A favorable public 
image brings more 
and better business 
than any other busi- 
ness factor. You can 
build an enviable im- 
age, sell advantages 
of doing business 
with your firm with 
@ newsy newspaper 
column | write for 
you weekly. GOOD 
“soft sell” is the 
“hardest sell" in the 
world . . . and this 
column is it, proven 
by several hundred 
dealers, 90% of 
whom renew it each 
ear, and will keep it building for them 
ior the rest of their lives. You may get 
exclusive rights in your area. Write 
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nuts, screws 






“The mechanic's friend 
. works in seconds” 


RADIATOR SPECIALTY CO. 


CHARLOTTE, WN. C 








AUTO-TURNTABLE 
Assembled in 30 Miastes , Zz 


Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 
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Quality Keynotes Superba... 


Checker Takes Time 
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won't have to think about buying 
a new car in a couple of years,” he 
said. 
a * + 
SS despite its small size, 
is more of a manufacturer than 
an assembler of cars. 

Except for the motor, which is 
supplied by Continental Motors 
Corp., Muskegon, Mich.; the elec- 
trical system, supplied by Auto- 
lite, and the transmission, sup- 
plied by Borg-Warner, most of 
the parts for the assembly of the 
car are made right in the plant. 
The plant stamps out all of its 

parts, chrome-plates its bumpers 
and other accessories and, for the 
most part, is automated. 

It is the only car manufacturer 

that uses a door-hemming machine 


Obituaries 


Harry J. Wolfington, 87; 
Headed Philadelphia Firm 


OVERBROOK, Pa.—Harry J. 
Wolfington, 87, president of Wolf- 
ington Motors, Inc., Philadelphia, 
died March 27. He had been active 
in the business until a year ago. 

The firm was founded in 1876 by 
his father as a carriage-building 
business, Mr. Wolfington was the 
father of the late J, Eustace Wolf- 
ington, former president of the 
Philadelphia Automobile Trade 
Assn.; Alexander J. Wolfington, 
PATA director, and Frank E, 
Wolfington, a PATA member. 

* * * 
H. Walton Jacobsen 

CLEVELAND.—H, Walton Jacobsen, 66, 
retired design engineer for the General 
Electric Co, miniature lamp department, 
died Feb. 20. He was primarily responsible 
for the design and production of the first 
sealed-beam — 


Noel H. Miller 
RACINE, Wis.—Noel H. Miller, 55, 
Western sales manager of the Modine Mfg. 
Co, automotive division, died March 15. 
He was a member of the Society of Auto- 
motive Engineers and the Modine 30-Year 
Veterans Club. 





Harry W. Bell Sr. 

BOSTON.—Harry W, Bell sr., 70, retired 
auto dealer and authority on antique auto- 
mobiles, died at Leonard Morse Hospital 
in Natick March 16, A partner in Rock- 
wood-Bell Buick Co., of Wellesley, Mass., 
for many years, he retired in 1951, 

* * 7 


H, M. Lothringer 

ST, LOUIS.—Harold M, (Nick) Loth- 
ringer, 56, manager of Chevrolet auto and 
truck assembly plants here, died March 11 
after an extended illness, Mr, Lothringer 
was with Chevrolet for more than 32 years, 
rising from repairman to plant manager. 

” * * 


W. A. Dobson 
CLARKSVILLE, Tex.—W, A. Dobson, 


69, a Clarksville automobile dealer for 30 
years, died March 9 following a heart 


attack. 












* * *” 


L, A, LeBlanc 
NEW IBERIA, La.—L, A, (Lee) Le- 
Blanc, 48, owner and operator of the 
Lafayette (La.) branch of Barnes Motor 
Co., of Baton Rouge, died suddenly March 
13 at his home were 


J. D. Golding 
MARSHALL, Tex.—J. D, Golding, 66, 
owner of Marshall Motor Co, (GMC), died 
March 16 of a heart attack. 
* * + 


Joseph M. Armbruster 
MIAMI. — Joseph M, Armbruster, 55, 
owner of Coventry Motors, Homestead, 
died March 17. ‘ i 


Joseph C, Liechty 
ARCHBOLD, O.—Joseph C, Liechty, 67, 
retired auto dealer here, died recently. 
* * * 


Robert O. Via 
ALEXANDRIA, Va. — Robert O, Via, 
president of Crossroads Motor Co,, is dead, 
: * * 


William H. Fountaine 
GRAND RAPIDS, Mich.—William H. 
Fountaine, 65, retired used-car dealer, died 
March 12 in the Ann Arbor Veterans Hos- 
pital. 
- > * 
John S. Florence 
ATLANTA.—John 8, Florence, 76, re- 
tired owner of John 8, Florence Motor Co., 
died here March 16, He had been in the 
automobile business for 30 years until his 
retirement in 1955. 
7 * - 


Roy Harrison Appleman 
DETROIT.—Roy Harrison Appleman, 63, 
retired Chrysler Corp. executive and 44- 
year veteran of the auto business, died of 
a heart attack March 30 in his home at 
Port Huron, Mich, Upon his retirement in 
1958, he was executive assistant to the 

President of the Chrysler Division, 


that hems the outer door panel to 
the inner panel, It also is the only 
manufacturer that uses an inner 
and outer fender, making it inex- 
pensive and easy to service. 

A major safety feature built into 
the car is the use of four cross 
bows of 18 gauge steel in the roof 
as well as longitudinal reinforce- 
ments, This, according to Robert 
C, Clarke, general manager, gives 
better support in case of a roll- 
over. 

ok oe os 

HECKER also has installed a 

rigid quality control program 
which calls for several station in- 
spections plus checks by roving in- 
spectors before the cars are rolled 
into the predelivery section for 
final inspection and repair. 

The _ predelivery department 
does the same job as dealers ac- 
complish in the make-ready pro- 


Rugged Hypoid-Helical 
Double-Reduction Gearing! 


Balanced gearing — with two 
full-sized gear sets working in 
series to take an equal share of 
the load—provides a stronger 
power train with balanced gear 
set loadings and the widest 


range of ratios. 







helical 
second 
reduction 
gears 


gram for other makers, Clarke 
said, All cars are road-tested and 
given final make-ready before 
going to the dealer or customers. 

“A car coming out of our pre- 
delivery area is ready to go directly 
to a customer,” Clarke said. All 
cars also are undercoated before 
leaving the factory, he said. 

Founded in 1922 by Morris Mar- 
kin, who still heads the company, 
Checker prides itself on its man- 
agement-employe elations. 

* 


= FINDS its piece work incentive 
system pays off in keeping the 
lines rolling and employe interest 
at a peak. Operators can make as 
mueh as 30 percent above their 
—— rate under this system, Clarke 
said. 

Being small also has other ad- 
vantages, Clarke said. For in- 
stance, if there is trouble on the 
line it is possible to take per- 
sonal and direct action to correct 
the situation. 

Checker is small in just about 
every way you can compare it with 
other car makers, but it is making 
money. 

The company is confident it can 
continue to make money with its 
small volume in the taxi-producing 
business. Sales of the new Su- 
perba will simply aid Checker’s 
profit position, Hudson said. 


‘New-Car Dealer Week’ . 








Drive Lifts Optimism 
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orate “Auto Fun Show” April 1-3 
in the new Walla Walla Exposition 
Building. In advance of the show 
there was a special tabloid section. 
A parade of new cars launched 
the promotion in New Castle, Pa. 
The News said dealers are planning 
special prices, events and displays 
in their showrooms during the two- 
week drive which closes April 9. 
The News also is displaying ’60 


Advertising Code 
Adopted in Savannah 


SAVANNAH, Ga—The Savan- 
nah Assn. of Automobile Dealers 
has adopted a proposed code 
of advertising ethics in response 
to a suggestion from the Better 
Business Bureau. The code must 
be ratified by individual dealers. 

Dale Critz jr. (Buick) has been 
named a director of the associa- 
tion to replace Karl Weislogel, 
who is moving to Florida. 








Here’s why Timken-Detroit® 


DOUBLE-REDUCTION TANDEMS 
LEAD IN TOP PERFORMANCE—LONG LIFE! 


Timken-Detroit Heavy-Duty Tandems with Hypoid Helical Double-Reduction Gears 
are the big favorites for top performance and long life. 
Here are some of the reasons why: 


maintenance. 


Worn tire 


es 


Big Hypoid 
first 
reduction 
gears 


Driver Controlled 
Interaxle Differential! 


Allows differential action be- 
tween the axles to compensate 
for worn or mismatched tires. 
Both axles do equal amounts of 
work ...can be disengaged at 
any speed, giving positive 
through drive when better trac- 
tion is needed. 
Through Drive eliminates prop 
shaft angularity... increases 
bearing and gear life, reduces 


forging, and 


Straight-Line 


New tire 


models on its parking lot during 
the promotion and was host to 
dealers and their sales personnel 
at a kickoff breakfast. 


In Little Rock, Ark., all of the 
city’s 18 new-car dealers are tak- 
ing part in the two-week cam- 
paign which also closes April |9. 
The dealers’ annual auto show 
also is being held during this 
period at the Village Shopping 
Center. 

Promotional and display material 
for the campaign again hag been 
prepared by Merrick Co., Cleveland. 
The firm supplied similar material 
for the 1958 Auto Buy Now drive 
and last year’s Live Better by Far 
in a Brand New Car promotion. 

The dealer kit includes a 10-foot 
outdoor banner, a 12-piece window- 
trim set, a five-piece over-the-wire 
hanger set, a service department 
poster, 12 bumper strips and six 
salesmen’s badges. 





“Torsion-Flow” Axle Shafts 
and Hot-Forged Housings! 


More splines, Torsion-Flow 


patented heat- 


treating processes make 
Rockwell-Standard shafts the 
toughest in the industry. Hous- 
ings are hot-forged from high 
carbon steel, and are rectangu- 
lar shaped with full strength 
corners for greatest strength 
with minimum weight. 








Timken-Detroit Double-Reduction Tandems come in a wide range of capacities— 
6 models from 34,000 to 65,000 pounds. 


(potter tomy. ROCKWELL-STANDARD 


CORPORATION 
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Quarter Tops 2 Million Cars... 
Output Rises, Compacts Hit High 





baker was off 33 percent; DeSoto, 





high for commercial-car output this 


Car, Truck Output Estimates 


By Automotive News 
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since 1955 and only the third time| 22.3; Ford, 21.2; Lincoln, 184; | year. Week Week Jan. 1 Jan. 1 
in the history of the industry. Plymouth, 12.6; Imperial, 6.6, and Included in the first-quarter rec- ages. Ge tae Gn kee tune 

Car output for the first quarter _ Oldsmobile, 2.4. ord commercial-car output were an 1960.  1959° isee> Baw “og ieee” iee0 , 
of this year totalled an estimated Major increase was made by | ¢Stimated 103,789 Ford trucks, The | AMERICAN MOTORS 
2,006,543 units, compared with Dodge, up 153 percent over the first total tops the former high of 99,915 Rambler. ............s00000.0... 11,300 8,831 11,179 48,649 105,994 136,387 

1,601,811 during the January- | quarter of 1959. Approximately 80 trucks built by Ford during the| CHECKER MOTORS . Oe eptiaes 200 884 1,457 1,797 
March period of a year ago. Only | percent of the Dodge cars made | January-March period of 1955. CHRYSLER CORP. .... 24,120 23,172 20,118 103,994 192,396 324,012 

1,259,839 cars were built during | quring the first quarter of this year| A monthly output record also| Chrysler ............00..00. 1,300 2,268 992 17,212 20,045 27,663 
the een of ane oe were Darts. was aoe among the car makers, OOO ck dawsicaatas 100 1,479 87 1,771 16,403 12,746 

General Motors and rysler “ with mbler turning out an esti- IE. sisclcacvovbiciessveiccdeccs 9,600 034 9,405 41,659 44,751 113,229 
Corp. were crippled by steel velitere Fie Malides Cueruer, mated 48,649 units in March, nati... 320 527 2438S 6,358 5,941 
shortages. Thunderbird, Mercury, Buick. Ca- Mae ae Plymouth Total ........ 12,800 13,864 9,391 51,919 104,839 164,433 
Highest output quarter on record dillac. Chevrol et and Pontiac F IGGEST comeback last week Plymouth .................. 5,800 13,864 2,488 22,601 104,839 91,622 
was the January-March peed tog : 31.6 i : was made by the standard- TPN sststvaioscivsoxshes 7,000 oo... 69083 20318 .......... 72,811 
1955 when 2,129,593 cars were built. sized Ford, which raised its output | FORD MOTOR** ........ 42,882 35,321 30 163 ; 
The 657,456 cars built in March| AUSO recorded was an alltime|from the year’s low of 10,878 as-| Ford Division .......... Mar ser 23.500 190,200 418,181 se1nie 
compared with 688,991 in January, high for first-quarter output by | semblies a week earlier to an esti- TN Sooo eels 11,202) o... 10,443 40,362 _—i....... 129,605 
660,096 in February and 576,360 cars | truck makers. mated 21,320 units last week. Ford (Standard) .... 21,320 29,676 10,878 80,621 398,880 314,338 : 
during March a year ago. The estimated 379,685 trucks Falcon output climbed from Thunderbird ............ 2,055 1,396 2,059 9,226 19,301 23,133 ; 
eee turned out in January-March by | 10,443 to 11,202 assemblies, with L-M Division. .............. 8,305 3,297 7,120 33,179 55,304 82,523 
OX A quarterly basis, the only| U. S, makers topped the former | lines running Saturday at San CN eiieccictinctachoss ee SAP 13M. .ouax 19,023 
corporation to show a deficit! high of 379,001 commercial ve- | Jose, Calif., Lorain, O., Metuchen, i se 400 631 403 1,834 9,321 7.610 
from the January-March period of | hicles built during the same per- | N. J., and Kansas City. Mercury  ............0..0... 3,975 2,666 3,238 15,862 45,983 55,890 
1959 was Studebaker-Packard, off} iod of 1951. Comet, working six days at Lor-| GENERAL MOTORS .|. 70,348 63,064 73,608 331,917 843,505 992.933 
33 percent. The estimated 129,377 trucks built | ain, climbed from 3,479 assemblies) Buick ....................... 5,588 4,741 5,590 25.198 90316 90.701 
On an individual basis, Stude- |in March also marked a monthly | a week earlier to an estimated 3,930| Qadillac ........................ 3,360 3,392 3,381 16,699 48,122 50,776 
units last week; Mercury rose from (Chevrolet Division .... 42,900 35,977 47,993 212,386 463,362 604,521 
In G Faith Suit 3,238 to 3,975 assemblies as all three WII civil ct BD vacerssmn 6,394 28,909 .......... 95,276 
n Good-Faith Suit... of its plants worked five days, and Chevrolet (Stand.).. 37,600 35,977 41,599 183,477 463,362 509,245 
AR Ry eae Lincoln turned out 400 cars last) Qjdsmobile .................. 7,800 9,067 6,805 33,453 120,297 117,431 
e week as compared with 403 asseM-| pontigg 2.00.0... 10,700 = 9,887 «= s«9,839 «= 44,181 121,408 += 129,504 
Ex-Dealer Wins $23,850 _ |S seers” oso 
M OUTPUT declined from 73,608 | Studebaker ................... 3,320 3,491 1,914 8,624 52,519 35,193 . 
assemblies the previous week) Tota) Cars, U. S.**....152,170 133,879 137,519 657,456 1,683,624 2,039,921 | 
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to an estimated 70,348 cars last 
week. Chevrolet was snagged by a 
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bring the matter of constitutional-| appeal to the North Carolina Su- : oe 
ity Salers a higher court—the first| preme Court. shortage of bodies 1 yg tt Totals for 1959 include Edsel production. 
time this has been done since the Judge Campbell held that he by a Fisher Body strike at Kansas | COMMERCIAL CARS 
good-faith law was enacted in 1956.| could not find that GM and Fol- | “'*Y: A 
; Chevrolet, with Kansas City | (U. 8S. PRODUCTION ONLY) 
The Pierce corporation charged | ger had violated a North Carolina working only 1% days, showed a : , 
Ford with bad faith in the opera- | law which prevents certain par- | guojing from 41 599 to 37,600 as- jo a a ets dan. 1 Jen. 1 
tion of its sales contract, which | ties from setting up “no trespass- | ..mblies on big cars and from April2, Week, March 26, Output, April4, April 2, 
was terminated early in 1958. The | ing” signs in a given sales terri- 6,394 to 5,300 assemblies on Cor- 1960 1959* 1960* March 1959* 1960 
plaintiff claimed that when an at- | tory. sal ao CHEVROLET .............. 10,100 8,464 = 9,901 45,557 105,690 137,945 
tempt was made in 1957 to sell Waldron Buick, located in an ad- Buick turned out 5,588 cars last DIAMOND T ............0006.. 60 126 60 242 1,862 822 
the dealership, Ford discouraged | joining county, alleged that GM week, compared with 5,590 units @ naa etndaaloniandes 100 64 108 376 853 1,102 
some prospective buyers and en- |and Folger “brought pressure 0n| 0%’ earlier: Cadillac was off from | DODGE «0.0... 1,400 1,695 1,417 7,001 23,564 23,196 
gaged an outside company to | the plaintiff to discontinue his sales | 99; to 3.360: Oldsmobile climbed | FORD 8,500 7,109 8,136 34,996 87,282 105,774 
make an inventory which turned | activities, advertising and sales pro-| ¢.5m 6.805 to 7,800, and Pontiac 1,688 2,643 11,661 23,944 32,889 
out to be lower than Pierce be- | motion” in the Folger firm’s trade| .,. up from 9.839 to 10,700. | INTERNATIONAL ...... 2,657 3,330 2,664 13,048 34,791 37,669 
lieved it to be. a ae area. ‘ : oe: or ee ara prhcaciades 330 350 294 874 4,613 3,709 
Pierce no longer is in business; At the time the suit was brought,| ~iwypysremR CORP output forged | STUDEBAKER ............ 564 238 208 1,256 4,511 2,971 
at Brattleboro. Waldron Buick was located be-| (HRYSLER CORP. output forged | WHITE occ. 410 413 «398,623 4,904 «5,036 
Local attorneys represented Ford | tween Charlotte and Concord. te an estimated 24,120 cars last ae 2,550 2,378 2,511 12,338 30,918 33,728 
Pale at tes commen gost The court concluded that the evi-|week as all makes but Imperial |MISCELLANEOUS ...... 84 84 87 405 = 1,048 1,233 
a , Ss “|dence introduced by the plaintiff five- erations. ee anana 
tral legal staff in Dearborn. showed that no coercion had been| ‘Imperial, working enly four days, | Total Trucks, U.S. ... 29,610 25,939 28,428 129,377 323,980 386,074 
wie ee ey used or attempted. turned out 320 cars last week com- Total Cars, Trucks, bp 
Buick Dealer Loses Suit pared with 243 units a week earlier.) (| U.S... 81,780 159,818 165,947 786,833 2,007,604 2,425,995 
A ° GM. Rival Among the other makes, Chrys- Total Cars, Trucks, r 5 —— 
gainst > Miv Chrysler-Kelly Case ler was up from 992 to 1,900 cass; I aces 9,423 8,803 10,350 45,285 118,843 126,206 
CHARLOTTE, N. C.—A $54,000! Settled Out of Court Detiete froma 91 to 108; Dodge | ~ Grand Total, 
damage suit brought against Gen- from 9,405 to 9,600, and Plymouth Cars and Trucks, 
eral Motors and Lee A. Folger Co.) | DETROIT.—Chrysler Corp. and | from 2,488 to 5,800. U. S. and Canada....191,203 168,621 176,297 832,118 2,126,447 2,552,201 


local Buick dealer, by Waldron 
Buick Co., Concord, N. C., which 
alleged a conspiracy by the defend- 
ant to destroy the plaintiff's busi- 
ness by restraining his trade in the 
Charlotte area, was dismissed in 
Mecklenburg County Superior 
Court here March 24 after a 10-day 
trial. 

The judgment, entered by Judge 
Hugh B. Campbell, taxes the plain- 
tiffs with the court costs. Waldron 
Buick, now defunct, gave notice of 


Jim Kelly, Inc., former DeSoto- 
Piymouth dealership in suburban 
Roseville, have agreed to an out- 
of-court settlement in the first 
suit filed here under the 1956 
good-faith law. A company source 
said the settlement was approx- 
imately $15,000. 

A year ago, the case produced 
the first opinion by a federal 
judge that the Automobile Dealer 
Franchise Act was constitutional. 








Carpet textured 


Valiant, having its best week to 
date, turned out 7,000 cars last 
week, compared with 6,903 assem- 
blies the previous week. 

+ Oo” * 

OMMERCIAL-CAR output to- 

talled an estimated 29,610 units 
last week, marking the highest 
level truck assemblies reached in 
five weeks. 

Last week’s truck output com- 
pared with 28,428 units built the 
previous week and 25,939 com- 
mercial cars during the week 
ended April 4 last year. 

~ Canadian assembly operations 
took a nosedive as Chrysler Corp. 
went down for inventory adjust- 
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Supreme Court Upholds 


Recognition Picketing 


(Continued from Page 6) 


tion of a three-year contract offer 
of a 5-cent raise each year for 
journeymen, with lesser raises 
for other classifications. 


dispute involving the pay rate for a 
new foundry process for production 
of cylinders for Corvair aluminum 
engines, No further meetings have 


In Kansas City, Robert Arma-| been scheduled. 


cost, president of the Motor Car 
Dealers Assn, of Greater Kansas 


Ralph L, Powell, plant manager, 
said management offered an hourly 


ett a 








ments Tuesday night. 7 ; 
ACE Pie ainectigice City, has appointed 10 dealers to | rate of $2.49 while the union is 
. serve on the association’s Advisory |demanding $2.54 for the job which , 
Oldsmobile Names Labor Committee. |affects 12 employes. He said the ‘ 
, Z pol 7 The group will select from its company offer equals the prevail- » 
pe Reliability Chief ranks a unit to handle the negotia-/ing rate for similar work at other 
tions of a new labor agreement. | General Motors foundries. I 
LANSING.—Oldsmobile last week | The present pact expires midnight,/ fugene Harris, local president, . 
announced the establishment of a| July 15. : and James Aaron, shop chairman, 
design reliability program and ap-|_C®mmittee members include | charged that the company wants 
pointment of Robert W. Truxell, 35,| Harold Byers, Claude Cliborn, John | to reduce manpower, increase pro- 
as director of re-|Cunningham, Bill Ireland, Lloyd |quction “and at the same time cut | 
148) liability, report- | Ketcham, Harvey Laner, Frank | oy, pay.” 
Tat T: ing to the chief |Masce, Guy Pine, Jerry Smith and’ They said the new process, called : 
- engineer. Glover Williams, shell moulding, needs 12 to 16 
7REEN ¢ I * * * . s 
n announcing | : ‘. . workers to perform a job that for- r 
GRAY the new program, | Corvair Foundry Closed merly required 50 to 60 employes h 
BLACK » General anager y . on a moulding machine line. | 
REPLACEMENT FLOOR J. F. Wolfram By Wage Dispute The union said the issue is one es 
: pointed out the BUFFALO.—About 1,700 produc-| of principle, because “every job ae 
- difference be-|tion and maintenance workers)! in the foundry is subject to new 
ATE COLORS tween quality) walked off their jobs at Chevrolet's! processes.” ps 
SMe Tet RGD Ln eek control and de-| foundry here last week in a dispute Union officials said a secondary hi 
, sign _ reliability.| over the wage rate for a new job. (issue in the dispute involves the 
, Robert W. Truxell He gaid quality | The union, United Auto Work- local seniority agreement negoti- 
control deals essentially with actual; ers Local 1073, posted pickets at (ated in Oct., 1958. They said they T 
MATCHING manufacturing reliability, while de- | the foundry gate. Two other |want that pact signed by Chevro- on 
: La ae VERO). E e sign reliability deals with the plan-| Chevrolet installations employing | let's top management in Detroit, th 
ning, the design, the manufactured| 5,300 workers on the same site, |which to date has withheld ap- of 
products and their components,| the motor plant and forge, were | proval because of policy questions. > 
checks performance and includes a) not immediately affected by the The foundry had been operating be 
systematic feedback and analysis of | strike. weeks preceding the strike Most. * 
performance data accumulated Company and union negotiators|of the production force had been $5 


from every area and under every/| met steadily until the strike dead-| working nine hours a day, six days ’ 
performance condition. line in an effort to resolve the a week since March 14. 


ACE RUBBER PRODUCTS, INC. 
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Dealers Alerted ... 


AUTOMOTIVE NEWS, APRIL 4, 1960 


Auto Loan Scramble 
Gets More Heated 


(Continued from Page 1) 


must send cash or certified check 
to clear a balance, while the fi- 
nance company’s dealer can send 
his own personal or company 
check. The inference among dealers 
is that the easier financing is made 
for certain dealers and finance 
company tieins, the easier to hold 
and get more business. 

A truck dealer doing 2%%-mil- 
lion gross a year told this cor- 
respondent that he uses two fi- 
nance companies and a bank, 

“You'd be surprised how nice 
both of these finance companies are 
to me, and how cordially I am 
received down at the bank because 
almost 60 percent of my gross is 
financed,” this dealer said. 

“Never again will I operate with 
a single finance company and our 
family has had plenty of experi- 
ence, since my father was a vet- 
eran dealer and I have two broth- 


ers with car deals.” 
oa * 


oa 

SURPRISING facet of the sur- 

vey was the delight with which 
the new Ford financing arange- 
ment were being received. Ford 
dealers had been expected to hail 
the entry of Ford into financing 
but other dealers have proved 
equally enthusiastic. 

“The more finance companies 
and banks lending money for in- 
stallment purchases, especially 
automobiles, the better for all of 
us,” one dealer reported. 

Finance companies are facing a 
major threat from the banks. 

Banks all over the country are ex- 
panding their loan departments 
and their physical plants. 

The executive vice-president of a 
large bank, steeped in ancient 
banking habits, told Automotive 
News about his new consumer-loan 
department: 

“Our consumer-loan department 
is the best thing that ever happen- 
ed to this bank,” the executive said, 
“and it has made us more money 
than anything we have ever done. 
Our losses have been so small they 
can scarcely be counted. Of course, 
we're expanding.” 

+ ae + 
HEN asked about loans to auto 
dealers, the banker said: ’ 


“We do not make loans to auto 


dealers or used-car dealers on the 
recourse or other basis, except col- 
lateral, but we loan to their cus- 
tomers. By making their auto loan 
arrangements at the bank in ad- 
vance, they can shop to their 
heart’s desire and make the deal 
they like best.” 

A finance plan developed by 
banks that is apparently going 
like a prairie fire is the “write a 
check for a loan plan.” 

Some large city banks are either 
readying such a plan or already 
have one going. In St. Louis, for 
instance, three of the largest banks 
are pushing such plans. 

7 * * 


vee way it works is for the ap- 


plicant to file a credit applica-| 


tion for any amount of money he 
wants, usually up to $1,500, some to 
$2,500. 

The plan requires no collateral. 
The borrower in some cases does 


not have to be a depositor at the| 


bank and in other cases does have 
to maintain a checking account, 

He merely writes a check in a 
special checkbook for the amount 
of the credit that he wants to 
use. The checks cannot be detect- 
ed as loan checks by the public, 
being secretly coded, 


He is furnished with a variable| @ 


rate plan which shows in advance 
how much his monthly payments 
are for the period of time up to 
two years that he has previously 
selected, how much interest he is 
paying and he gets a statement 
each month showing his payment, 
his loan balance and his credits. 
+ * * 
HE plans checked by this cor- 
respondent in Missouri charge 
only simple 6 percent interest on 
the amount borrowed from the date 
of the check, If a customer has a 
credit line of $1,500 and he should 
borrow $1,000 to pay the difference 
in a car trade, for instance, he has 
$500 left. 
When he pays off $100 on the 








$1,000 -loan, his line of credit in- 
creases to $600. As he makes his 
payments, his ability to borrow 
rises in exact proportion, Payment 
amounts are determined by the 
amount of credit allowed instead of 
the amount borrowed, if less. 

. This plan, simple and economi- 
cal, is sending “cash” customers 
to auto dealers. 

Whether or not this type of con- 
sumer financing was expanding too 
rapidly for the good of the econ- 
omy and the good of the consumer 
was brought up at the Chicago 
meeting of the American Bankers 
Assn. 

co ea 


* 

ASIMIR A. SIENKIEWICZ, 

president of Central-Penn Na- 
tional Bank, Philadelphia, wonder- 
ed whether the plan was too suc- 
cessful. He told the bankers that 
it had been demonstrated that in- 
creasing the consumer credit too 
rapidly can saturate the market for 
consumer goods temporarily, caus- 
ing business setbacks. 

He said that the high level of 
auto sales in 1955 was stimulated in 
part by relaxation of credit terms 
and was followed by a sales de- 
cline in the following year. He 
questioned whether wide use of the 
plan did not cause detrioration of 
credit standards. The borrower 
with earning capacity and a rea- 
sonally good credit record is now 
being sought before he finds some- 
thing he wants to buy and has to 
take dealer financing. 

Banks need to expand their 
consumer-loan departments, ac- 
cording to Sam M. Fleming, pres- 
ident of Third National Bank, 
Nashville, who said: 

“.. installment credit, entrench- 
ed and an important part of the 
economy, figures significantly in 


good bank management, 
* * * 


“TJT’S rather obvious that the aver- 
age small bank with heavy in- 
terest commitments on savings 
must generate the largest possible 
income from the funds available 
and this can best be done through 
a small-loan department. 
“City banks,” he said, “often need 
heavy installment-loan business be- 


cause of substantial credit commit- 


ments to large borrowers.” 

Should the ratio of loans, 
whether to dealers, co-signers or 
on check-loan plans, chattel 
mortgages or otherwise, continue 
to increase in favor of banks, 
dealers would be faced with the 
problem of dwindling profits from 
finance reserves, indicating that 
the wise dealer will reduce the 
necessity for profits from this 
department and place his profit 
dependency on a more diversified 
operation. 


It is no secret that more than 
one state dealer association is ac- 
cumulating a file of disliked prac- 
tices of finance companies and all 
established lenders, supplied by 


Stephens Buick 
To Distribute Fiat 


MINNEAPOLIS. — Coast-to-coast 
distribution for Fiat is now in ef- 
fect with the appointment of Ste- 
phens Italian Motors here to han- 
dle these import- 
ed cars in seven 


states. 


jr.. will 


Minnesota, W is- 
W. R, Stephens consin, 

North and South Dakota and por- 

tions of Wyoming and Montana. 

Stephens Italian Motors is a divi- 
sion of W. R. Stephens Co., Min- 
neapolis, generally recognized as 
one of the nation’s largest Buick 
dealers, 

Fiat distributors in Detroit, Bos- 
sier City, La, and Vancouver, 
Wash., are linked to Oldsmobile 
retail outlets. 








































The new firm, 
located at 1301 
Harmon Place 
and headed by 
W. R. Stephens 
act as 
local Fiat dealer 
as well as Fiat 
distributor for 


Iowa, 





tomers. 
a 


Assn 


nance companies 


two weeks after due date. 

In this investigation, no banks 
were found which assess a late 
penalty and, particularly in the 
case of the new bank-check-loan 
accounts, there is apparently not 
much effort to set up late pay- 
ments, since an automatic pen- 
alty for late payment would be 
suspension of the stipulated line 
of credit. 


$1.50 up. 


anyway, 
equity on the trade. 

“In my case with one finance 
company which doesn’t seem to 
like my deals since they involve 
financing with another company, 
we have never had a deal where 
we had to pay off a balance 
which did not entail a late-pay 
charge, I think the late-pay 
charge is phony.” 


stallment credit in the future, 


protect consumers in every state 
but warned that any Federal con- 
trols of quantity of credit granted 


late manufacture 
* + 


]_ ONDELL saw danger in short 


downpayments and recommend- 


ed that larger downpayments be 
required by lending agencies and 
that more attention be paid to col- 
lateral values and customer’s equi- 
ties. 

Summing up, one dealer said: 
“For a successful operation with 
profit, keep your installment loans 
on a competitive basis with the 
lending agencies—they all want all 
the business they can get that’s 
good—if you use one company, it 
will soon own you.” 

Dealers who do not have more 
than one finance company may 
find themselves losing business. 
In one case, a dealer had a sale 
completed but the customer re- 
fused to accept the finance com- 
pany the dealer used because of 
previous dissatisfaction. 

The dealer, not having another 
outlet, sent him to another finance 
company to make a consumer loan, 
since that company Was asking for 


consumer business, 
* * of 


THE loan manager told this cus- 


tomer that he could take the 


customer but he couldn’t take the 
dealer since they had no arrange- 


ment with the dealer. If they took 
the consumer, he would have to put 
up additional collateral under a 


chattel mortgage. 


The loan manager told the cus- 
tomer the easy way out of the 
dilemma was for this customer to 
go to a town 40 miles away where 
a dealer handling the same make 
car was a customer of the finance 
company. 

The manager proceeded to call 
the dealer and tell him he was 
sending over a customer. The con- 
sumer went over and made an ac- 
ceptable deal on about the same 
terms as with the first dealer. 


members in the form of case his- 
tories and complaints. Some dealers 
report sales have been hurt in their 
dealerships by methods of handling 
the installment accounts of cus- 


* * 
qos managers of dealer groups 
report that certain practices 
deemed not in the interest of either 
customer or dealer have been hand- 


ed upstairs to the National Auto- 


One of the most talked about 
peeves of a considerable number of 
dealers is the practice of collecting 
late penalties. Most reputable fi- 
include a late 
payment provision in contracts, as- 
sessing a penalty of one percent 
or More on the outstanding balance 
for a payment made any day after 
due date. Others assess the penalty 


Critical of late payment charges 
are new-car dealers, used-car man- 
agers, and used-car dealers, who in 
trading for cars with unpaid bal- 
ances, report that evidently almost 
no one makes payments on time. 
Paying off a car mortgage with 
some finance companies usually in- 
volves a late charge ranging from 


* * * 

“J MANY cases I’m sure that, if 

we could challenge the charge, 
it would be removed,” one new-car 
dealer reported, “but we have no 
time to do it in the heat of com- 
pleting a deal and so the easiest 
course is to add it to the balance 
which is charged to the customer 
reducing the amount of 


Another nationally known finance 
man at the Chicago conference was 
L. Walter Lundell, chairman of 
Universal CIT Credit Corp., who 
predicted great expansion in in- 


He recommended credit laws to 


or goods sold would tend to regu- 
and distribution, 
* 


GENERAL MANAGER—Mr, 


Campbell at Helm 


Of Associates 


SOUTH BEND. — E. Douglas 
Campbell, president of Associates 
Investment Co., has been appointed 
chief executive officer of the com- 
pany, succeeding the late Robert L. 
Oare, chairman of the board of 


67 


directors and chief executive offi- 
cer, who was one of 63 persons 
killed in a Northwest Airlines plane 
crash near Tell City, Ind. 
Campbell, who was elected presi- 
dent of Associates a month ago, 
will continue as treasurer of the 
automobile finance firm, a position 
he held when he was named to the 
presidency. He also is a director. 


- - Classified Want Ads - - 


FOR RATES, ETC 


estas: 


HELP WANTED 


EXPERIENCED OPEN POINT MEN, age 


30-45 years. Need ten or more. Excellent 
salary, expenses, References required. In- 
quire: Umbaugh Aircraft Corporation, 
Hagerstown, Maryland, Phone: REgent 
3-3600, Ext. 2124, Mr. George Joubin. 
Phone or write immediately. 


WANT EXPERIENCED SALES MAN- 


AGER for volume General Motors deal- 
ership located in metropolitan Denver, 
Colorado. A challenging opportunity for 
a man with a proven sales manager pro- 
ducing record. Good salary and profit 
sharing plan, limited only by your ca- 
pability. Only deeply interested, experi- 
enced sales managers reply with com- 
plete qualifications: Age, education, ex- 
perience, references, a recent photo- 
graph. Replies handled in strictest con- 
fidence, Material returned. Box 1264, c/o 
Automotive News, Detroit 7. 


SALES MANAGER (FORD)—We are look- 
ing for a proven sales manager or one 
who thinks he is qualified to prove him- 
self for a 350 car metropolitan Chicago 
dealership. Must be able to hire and 
train salesmen to sell at a profit, Sal- 
ary plus bonus, Mail complete ,resume 
and picture in first letter, All replies 
held strictly confidential, Box 1313, c/o 
Automotive News, Detroit 7. 


DESIRE PARTS MANAGER for one of 


southern California’s largest Ford agen- 
cies. This is an excellent opportunity for 
obtaining a large income. Excellent fringe 
benefits and working conditions. Please 
reply Box 1304, c/o Automotive News, 
Detroit 7. 


FLORIDA OPPORTUNITY — Leading im- 


port distributor requires sales and sales 
promotion manager, Must be aggressive 
and willing to relocate. Background must 
include experience and proven record of 
ability in directing and motivating sales 
at wholesale-retail levels and personnel 
supervision, Primary consideration given 
to applicants with proven past perform- 
ance records and experience with ‘Big 
3." Excellent opportunity for one able 
to pass rigid investigation, Attractive 
salary, expenses, car furnished, Only ex- 
perienced men should apply. Send resume 
and recent photograph to Box 1336, c/o 
Automotive News, Detroit 7, 


GENERAL SALES MANAGER who not 


only can lead and inspire men, but also 
can produce a gross profit warranted by 
a $7,000,000 annual gross business. This 
is a General Motors’ dealership in a 
Midwestern city of more than 125,000 
persons, We are looking for the man 
who can show proven qualifications, He 
will be given every assistance required 
by management. The right man will be 
able to name his own remuneration fig- 
ure. All inquiries highly confidential. Box 
1337, c/o Automotive News, Detroit 7. 


WANTED: Experienced service manager 


to handie parts and service in Buick 
dealership in small town in Eastern 
North Carolina, If interested write Box 
1349, c/o Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Owner follow-up plan, sales representa- 


tives—-$7,000 plus to start. Several open- 
ings, exclusive territory, Excellent future. 
Box 1350, c/o Automotive News, 
troit 7. 





ADMINISTRATIVE — Management experi- 
ence with U, 8, automobile company 
Detroit and Europe, Background includes 
dealer and customer relations, warranty, 
office administration; particularly inter- 
ested in car rental and leasing, Invest- 
ment considered, College graduate, 30, 
references. Resume on request to Box 
1315, c/o Automotive News, Detroit 7. 


MANAGER, 40, 15 years’ experience, fac- 


tory approved—wants good job in 
smaller Ford or Chevrolet dealership 
with buy-in privilege, Excellent sales 
capabilities, but know every phase to 
take complete charge if desired, Mar- 
ried, completely reliable, highest refer- 
ences, Minimum $12,000 year, Box 1317, 
c/o Automotive News, Detroit 7. 





GENERAL SALES MANAGER wants to 


work for large volume dealer, If you are 
Plagued with low gross profit, high in- 
ventories, excessive reconditioning costs, 
in general, if you need a fully qualified 
man who will organize to cut costs and 
increase gross profit along with sales, I 
would like to talk with you, My reputa- 
tion and ability will meet your require- 
ments, Box 1318, c/o Automotive News, 
Detroit 7. 


EXPERIENCED MACK TRUCK salesman 


would like to relocate, Resume furnished. 
Write Box 1339, c/o Automotive News, 
Detroit 7. 


Dealer, are 
you looking for a qualified, bondable 
manager who can assume full operational 
responsibilities and run a quality dealer- 
ship to make money? I am conscientious 
and sincere with a valued reputation for 
character and ability to get the job done. 
pee oo c/o Automotive News, De- 
roit 7. 


SEE 


De- 





NEXT PAGE 





POSITION WANTED 


GENERAL SALES MANAGER available 
for a large volume dealer in the 3,000 
to 4,000 new and used cars a year poten- 
tial. Fully qualified to assume full re- 
sponsibility from building a large, hard- 
hitting sales team to handling advertis- 
ing and supervising reconditioning. My 
reputation will meet your requirements. 
Box 1330, c/o Automotive News, De- 
troit 7. 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation, Age 35, married, excel- 
lent physical condition, better than aver- 
age education, high rating on vocational 
tests, technical and modern management 
practices training, Ability to analyze, or- 
ganize, deputize and supervise proved 
and supported by references. Operations 
with large potential monthly sales in 
multiple dealer city preferred, Box 1338, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER or related position— 


10 years’ successful management experi- 
ence with leading Florida GM dealer. 
Graduate GM Tech. Will invest substan- 
tial capital on buy-in basis in dealership 
with a future. Box 1327, c/o Automotive 
News, Detroit 7. 


TRUCK MANAGER wishes to relocate; 20 
years’ heavy duty field, 12 years’ in 
present location, Can also qualify as 
used car manager or assistant sales man- 
ager. Married, best references, Invite in- 
vestigation, Box 1340, c/o Automotive 
News, Detroit 7. 

GENERAL MANAGER — Chevrolet only. 
Current successful record of heavy busi- 
ness management experience with top 
multi-point dealer, Now ready to step 
up, Family man, age 38, has valuable 
contribution for 450-700 p.p, Chevrolet 
dealership, probably well established but 
with a profit problem, Background as- 
sures successful, maximum operation of 
all departments, Not a hot-shot, but a 
believer in sound customer relations. Ob- 
ject—ultimate buy-in, Prefer hotly com- 
petitive N. Y. C, suburban area, Will re- 
locate for outstanding opportunity, Box 
1341, c/o Automotive News, Detroit 7. 


AVAILABLE MAY 15TH, High type col- 
lege man, married, sober, reliable, ag- 
gressive, full knowledge of all phases of 
automobile business, Presently operating 
partner in volume used car operation, 
but circumstances force change. Also own 
leasing company. Experienced as sales 
manager volume GM deal, I am looking 
for connection with ‘‘quality,’’ established 
dealership with no family complications. 
Location will be of prime importance 
since I want to bring my family up in 
pleasant area. Finest of references fur- 
nished, Buy-in considered, Box 1342, c/o 
Automotive News, Detroit 7. 


$8,000 TO INVEST. Five years’ experience 
managing own Ford dealership. College 
education. Want buy-in opportunity in 
Ford-Chevrolet deal. Work as general or 
sales manager. Box 1353, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER—24 years’ experi- 
ence in General Motors and Ford serv- 
icing—service manager past 14 years. 
Excellent customer and factory relations, 
good service promoter, Will relocate— 
immediately, Box 1351, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


WELL ESTABLISHED handling Buick, 
Opel, Pontiac and GMC truck, dealer 
retiring because of age. Has had wonder- 
ful success over fifteen years. Will sell 
as inventory or lump, sell or lease build- 
ing. Box 1269, c/o Automotive News, 
Detroit 7. 

ATTENTION PARENTS! Do you have 
confidence in your son or yourself? If 
so, put him in a profitable automobile 
dealership—now going business handling 
Chrysler-Plymouth and Renault-Peugeot 
cars in volume, No used cars or receiv- 
ables to buy, $25,000 full price for all 
parts, office equipment and modern shop; 
plus body and paint shop, Low rent for 
this beautiful, fine, profitable dealership 
with option to buy, Ample space, being 
located out of town on one of the busiest 
highways today, two hours away from 
New York City, Have other interests 
reason for selling, For further informa- 
tion write Box 1321, c/o Automotive 
News, Detroit 7. 


DEALERSHIP, FORT LAUDERDALE, 


FLORIDA, handling car lines of leading 
manufacturer, Well established, profit- 
able with high service absorption, Ex- 
cellent facilities with excellent location, 
Will require approximately $250,000. 
Contact owner through Box 1322, c/o 
Automotive News, Detroit 7. 


HANDLING FORD—Town of 20,000, south 


central area, Low rent, over 100% serv- 
ice absorption. High profit—not big vol- 
ume. Will return price in two years. 
Family health requires move, No reply 
unless you have cash plus factory ap- 
proval, please. Box 1328, c/o Automotive 
News, Detroit 7. 





DEALERSHIP HANDLING FORD—Loca- 


tion southeast town three thousand pop- 
ulation. Excellent opportunity. Reason 
for selling other business interests. Box 
1329, c/o Automotive News, Detroit 7. 





central Texas offered at inventory—ap- 
proximately $30,000 to qualified buyer. 
Excellent leased facilities, Suite 210, Vil- 
lage Hotel, Eastland, Texas. 


DEALERSHIP WANTED 
FORD OR CHEVROLET franchise wanted 


New York state or east coast, J. Rotella, 
Camillus, New York. 


S 


——— 





68 





DEALERSHIPS WANTED 


CHEVROLET—100-150 dealership, would 
consider Buick-Chevrolet dual, Pay top 





Price for good location. Factory approval. 
Confidential, Box 1333, c/o Automotive 
News, Detroit 7. 


YOUNG, WELL EXPERIENCED manager 
of successful GM dealership, desires op- 
portunity on buy-out basis, Can furnish 
proof of successful operation, New Eng- 
land preferred, but any location con- 
sidered, Box 1343, c/o Automotive News, 
Detroit 7. 


GM, FORD, .RAMBLER — Midwest, Pay 
your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1344, c/o Automotive News, 
Detroit 7. 

CHEVROLET ... Multiple or principal 
city, Planning potential 1,000 minimum. 
Prefer Southern U. 8. Factory approved. 
Confidential. Box 1345, c/o Automotive 
News, Detroit 7. 


GM—FORD DEAL wanted, 500 and up 
planning potential. Factory approval as- 
sured by both manufacturers. New York 
state or Florida area preferred, All re- 
Plies confidential, Box 1352, c/o Auto- 
motive News, Detroit 7. 


DISTRIBUTORS WANTED 


COMPLETE LINE IMPORTED piston ring 
sets for imported cars, Top quality with 
chrome compression ring, a stepped com- 
pression ring with expander, and a fully 
chrome plated, all steel segmental oil 
ring. Stock maintained in Oakland, Cali- 
fornia. George K, Tusher & Associates, 
Inc., P. O,. Box 8222, Oakland 8, Cali- 
fornia. 





DISTRIBUTORS 
WANTED 


Excellent territories still avail- 
able new imported car full line 
passenger and commercial ve- 
hicles, Unusually fine opportunity 
for qualified distributors. 





Milt Frumkin Imports 


U. S. Distributors 
2360 Alvarado St. San Leandro, Calif. 
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Sales Trainer Wanted 


* Are you between 30 and 40 years old? 

* Have you had at least five years of retail automobile 
selling experience, preferably in imported cars? 

* Do you have a talent for helping younger salesmen 
get started, or to help experienced salesmen improve 
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DISTRIBUTORS WANTED 


aaa 


FORD DEALERS 


With Active Parts Operation Only 


Here's a new parts item tailor-made for Ford 
dealers. High gross, very small initial stock, 
Quaranteed results as proven by our present 
distributors. We need distribution in certain 


key areas. 


If interested, write Box 1346, 
c/o Automotive News, Detroit 7 





WANTED 


Our products are priced at $400 and $800 
and have excellent acceptance with and 
are greatly needed by the Automobile 
Dealers, Service Station and Garage oper- 
ators. We are interested in a person cap- 
able of hiring and training a Retail Sales 
force of about 10 people in each State, 
and who has $25,000 available for inven- 
tory and working capital. Inventory re- 
purchased should you ever give up dis- 
tributorship. 


This is a sound lucrative opportunity for 
@ person with the pr organizational 
and sales ability you should net 
from $25,000 to $100,000 per year. 


Although we might prefer someone with 
no other interests, we would consider an 
Automobile Dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate Company and Manage- 
ment was set up for this operation. Write, 


Box 1355 c/o Automotive News, Detroit 7 





* Are you a good speaker, persuasive, quick on your 
feet, able to sell an idea as well as a car? 

* Are you familiar with the pre 
films, sales manuals and similar sales training mater- 


ration and use of slide 


* Will you be ready and willing to travel around the 
country, supervising sales training courses in dozens 


* Are you looking for an excellent starting salary, many 
fringe benefits, long-range opportunities? 


* Do you want to establish a long-term relationship 
ny that makes and sells the world's 


if your answers are all “yes," you're our man. Send your 


VOLKSWAGEN OF AMERICA, INC. 


Sales Department 
Englewood Cliffs, N. J. 


HELP WANTED 


UNUSUAL TEXTILE OPPORTUNITY 


Large textile manufacturer requires automotive textile product 


development engineer in the Detroit area. Should have knowl- 


edge of automotive textiles, including specifications and test- 


ing procedures; knowledge of 


chemistry and coated fabrics; 


experience in automotive interior trim and upholstery, includ- 


ing familiarity with vacuum forming. Only detailed resume will 


be considered. All replies held in strictest confidence. Our 


employes know of this ad. Reply Box 1347, c/o Automotive 
News, Detroit 7, Mich. 











BUSINESS OPPORTUNITIES 


Used Car Dealers Can 
Make You Rich 


“DOUBLE BARRELED" 
Opportunity 


Become a Distributor for TWO 
of the most profitable lines in 
the expanding automobile re- 
conditioning industry. 


YOU CAN MAKE 
$25,000 A YEAR 
ON EACH LINE 


"“Auto-Valet" 
FLOOR RUGS 


Luxurious Cut Pile carpets 
for all popular cars. Front 
and Back—Priced to dealer 
for only $20.45. These rugs 
are original equipment 
quality at approximately 
= half original equipment 
price. 


PROFIT POTENTIAL 
ENORMOUS 


Every dealer needs these ‘Auto- 
Valet” rugs to ce up his used 
cars. After the st sale you can 
count on a steady flow of repeat 
business. 37% profit on every sale! 
AUTO-VALET floor rugs are individu- 
ally tailored . . . easy to install .. . 
and come in a wide range of colors. 
Dealer acceptance is terrific. Low 
price assures fast sales, rapid inven- 
tory turnover and immediate profits 
for you. 


“Auto-Valet" 


PATENTED MACHINE 
AND UNIQUE METHOD 
OF CLEANING AUTO- 

MOBILE INTERIORS 


Cleans car interiors bet- 
ter, faster, cheaper than 
they have ever been 
cleaned before. 


ABSOLUTELY NO 
COMPETITION 
on like it on the market. By 
re eager to “Auto-Valet” other 
is of cleaning automobile in- 
teriors are obsolete and inadequate 
and generally fail to achieve the 
same splendid results. 


1S SOLD TO DEALERS AND 
INDIVIDUALS WHO SERVICE 
DEALERS ON A REGULAR BASIS 


Portable AUTO-VALET vipment 
cleans dealer cars on secede. Deal- 
service for it enables 
their used cars faster 
and at a better price. 
Dealers gladly pay $10 to $12 a 
car which will give even the oper- 
ator of just one (1) AUTO-VALET 
machine an annual net income of 
over $10,000 from an investment of 
only $895. 


EVERYONE PROFITS 


WITH “AUTO-VALET" 
The automobile dealer, the ‘‘Auto- 
Valet" operator, and you as the dis- 
tributor. You get a large initial sales 
profit plus a continuing income of 
approximately $8.00 per month per 
machine “Auto-Valet”’ 


an i regular income 
from “Auto-Valet” dyes. 


MINIMUM INVESTMENT 


MAXIMUM PROFIT 

A small investment will put you in 
this enormously —— business. 
In some cases, lines can be 
handied for as little as $3,500. A 
good credit rating is important and 
a finance plan is available. 

The company goes all out to help 
distributors develop the full poten- 
tial of their sales territories, which 
Sse exclusive, protected, and going 
‘ast. 


Get the full 
“Aute-Valet" story today. 
Write — Wire — Call 
HERMAN SMITH CO. 


1115 Holman (at San Jacinto) 
Houston 4, Texas 
Phone JAckson 4-8182 





NEW LINES WANTED 


WANTED FROM MANUFACTURERS — 
Repeat order products that will sell by 
direct mail. We are equipped to mail 
into 40,000 new car dealerships in the 
United States, Canada, Alaska and Ha- 
waii. Box 1271, c/o Automotive News, 
Detroit 7. 





$500 REWARD 
For Information Leading to 
Recovery 1960 GMC 
Diesel D862 


Motor #6A89749, Serial #D862S- 
4598J, Stolen Jan. 24, 1960 from 
Schaefer Rd., Detroit, Mich. Color 
red, West Coast mirrors and lights, 
break away valve. Contact: A. E. 
Musselman, 502 Fisher Building, De- 
troit 2, Michigan. Phone: TRinity 
2-3300. 





DEALER SERVICES 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 
AUTO COSTS, Spencer papain Company, 


. 


Liberty, N. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 

Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








USED CAR INVENTORIES 
TOO HIGH? 


Dispose of your surplus at auctions 
listed on Page 56. 











DEALER SERVICES 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* 


Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 
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HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you... 
Certified physical inventories of parts, 
accessories and equipment. 

Model 
and return parts plan. 

Bin space for new model parts. 

Reports for dealer terminations. 
Certified reports for tax, insurance and 


The Service That Counts 
ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 





CARS FOR SALE 


1960 
VOLKSWAGENS 


Equipped with leatherette interiors, tool 
kits, mileage speedometers, heaters, 
ASI windshields, turn signals, bumper 
rails, outside mirrors, wired for sealed 
beams. 


DIRECT SHIPMENT TO 
ANY U. S. A. PORT 


Our prices will be quoted to you in- 
cluding cost, freight, insurance, customs 
duty and excise taxes paid. 


For Best Prices and Details 
Write, wire, phone 


U. N. COMMERCIAL CORP. 


277 Clinton Ave. Newark, New Jersey 
ESsex 1-2880 


DEALERSHIPS AVAILABLE 


The New Superba By Checker Motors 
FRANCHISES AVAILABLE IN OHIO 


“The Common Sense Car America Has Been Waiting For" 
Prices Start At $2,542.42 
F.O.B. Kalamezoo Including Fed. Tax. 


"The All American Car.” 
"38 Years of Proven Engineering.” 


Ideal for Dual Dealership or Aggressive Used Car Dealers. 
Call or Write: 


Cleveland Universal Superba 


Motors, Inc. 
(Factory Distributor) 


4600 EUCLID AVE. 


CLEVELAND, OHIO 








se 
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CARS FOR SALE CARS FOR SALE 
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AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


1958-’59-’60 
VOLKSWAGENS 


Dallas Ri 8-701! 





NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 





1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 


Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 


Agencies GmbH. 
Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 


e 
On Hand at Two Locations: 
1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 


DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 


WE NEED FOR RETAIL 
1954-"55-"56-"57-'58 
VOLKSWAGENS 


Will Pay Top $— Any Quantity — Anywhere 
WaAverly 7-3500, Philadelphia 















1960’s 


Most makes and models — 
mileage on most below 4,500. 


1959’s 


Limited number of following: 
Cadillac Sedan de Ville and 
convertibles, Olds Super 88, 
Holiday hardtop with air, 
Ford convertible and wagons. 
Rambler Super 4-door sedan, 
Renault Dauphine Sedan. 


Olin's U. Drive 


All Makes & Years Used 
Imported & Sports Cars 


LOWEST 
WHOLESALE 
PRICES 






Write, Wire, Call Vinnie Furio 
CREST USED CARS, INC. 


1911 Jerome Ave. CY 9-9111 
Bronx, New York (177th St.) 


Also Fine Selection of 
Clean Domestic Cars. 





BUY IN MIAMI 
1959 and 1960 Models 


RAMBLERS @ CORVAIRS @ FALCONS 
FORDS @ CHEVROLETS @ BUICKS 
PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 
ranged. 


Morse Auto Rentals, Inc. 


7726 N. E. Second Ave. Miami 38, Florida 
Plaza 7-2425 














Volkswagens 
1960 Models 


Immediate Delivery — Cars 
on Hand. Fully American- 
ized. ASI windshields, leath- 
erette upholstery, double 
bumpers, directional signals, 
all models. 


Wholesale To The Trade 


Call or write: 


LAINE MOTORS 


711 Springfield Ave. 
Newark, N. J. 

ESsex 2-9698 

ESsex 4-3141 















Need hard to get parts? Automotive News’ 
Want Ads get quick results. 















AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas RI 8-701! 





TRUCKS FOR SALE 


- 








ROCKY MOUNTAIN 
TRUCK AUCTION 


APRIL 12, 1960—11:00 A.M. 


COLORADO AUTO. AUCTION 


4285 South Santa Fe Drive 
Littleton, Colorado 








Cars (only) Monday, April 11th. 
Trucks & Commercials Tuesday, April 12th. 
“Rocky Mountain Region's Oldest and Largest." 


Dealers Only. 
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The NEW and 
SUPERIOR 











SHOP EQUIPMENT FOR SALE 
CDOD De Vilbiss spray booth—dismantied 


OARS FOR SALE 
1960 OLDSMOBILES for fleet purposes, 





$75.00 over factory invoice if purchased —corhplete—14’ e—28’ 
in lots of six or more, Elizabeth Motors, aan high, peetioes onatien Cua 
Inc., inal cost over $6,000. Priced to sell, Box 


582 Morris Avenue, Elizabeth, New 


Jersey, EL 4-1050 1278, c/o Automotive News, Detroit 7. 


PARTS WANTED 


WANTED—CHRYSLER product power 
steering pumps to be rebuilt. 1955 to 





USED TAXICAB SALE 
1959 CHEVROLETS, FORDS, PLYMOUTHS 
1958 FORDS AND PLYMOUTHS 
















Standards and automatic. Prices start at 1960 models. Any quantity. Wallace L. 
$350 Buck Co., Inc., 1829 Randolph S8t., Los 
Angeles 1, California. B L U C P C S| ' Pp 


All cars in A-1 condition. Call-write-wire 
EMKAY MOTORS 

1046 Bedford Ave., Brooklyn 5, N. Y. 

M. Karlin UL 7-0651 








PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 

LLOYD PARTS NEEDED? Available for 

ALL models, Immediate delivery of fac- 

tory-tested parts guaranteed, Call or 

send your parts order to: Octavia Mo- 
tors, Inc., Authorized Lloyd Parts Dis- 

tributor, 5069 Broadway, New York 34, 

N, Y, Williams 2-5000. 


ANTIQUE, CLASSIC CARS FOR SALE 


1915 CHEVROLET-Baby Grand, A-1 con- 
dition and original, 302 8S, Court St., 
Medina, Ohio. Phone: PArk 2-1595. 

1918 CHEVROLET, Model B, 4-door tour- 
ing sedan, All original, Excellent condi- 
tion, $575.00. Jerry McCarthy Chevrolet, 
6250 Woodward Ave., Detroit 2, TRinity 






TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 










































sharp 
used 
cars! 





Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


¢ 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 






































5-0500. Action 
LL LS PE SSE Four Clamp Hook-Up 
Dealers’ List Price............ 













.80 
Dealers’ Special Discount 25%. 14.95 






OLD TIMER 







Dealers’ Net with 4 Standard 
FORD 4 Cyl. “ieee 
Model S Liberal Quantity Discounts 





To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 





1907 Roadster with Jump Seat—Museum 
or Show Piece. Runs—New 30x3 tires. 
Come see or make offer. 


CORLETTE-MANAGUN 
MOTORS, INC. 
Johnstown, N. Y. 






has ’em! 

































SRT TR LEO Since 1939" 
MISCELLANEOUS Canadian Distributors 
Eastern: Western: 
The “ORIGINAL BRAKE BAR" "oe Yonge S: (Wwemura} tad 
on, . e 
1959 models are now e eS 


available at Hertz offices 
across the country. All 
cars in top shape, clean 
and sharp! 


Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ $5145 


1,000 BUSINESS CARDS—Raised letters, 
ee eS 


$3.49 . Samples available, L-D . 
Press, 534 State, Hammond, Indiana, 


TUCKER AUTOMOBILE FACTORY LIT- 
ERATURE, pictures, etc, Collectors 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
























Chevys, Fords, Plym- Assures Full Floating Tow items, $1.00 bill postpaid. Moore's 
Hobby, 16 W,. Fulton, Grand Rapids, 
No Strain on Bumpers or Car Michigan. 


ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 


FOR SALE—Large double faced neon used 
car sign, $350.00. El Par, Lima, Ohio. 
MAILING LISTS 
DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 


$4 500 
$3750 


TowKinG ¥/.22's", 
TRAIL 3 Point 
KING _ Hook-up 




















were: CASE with Wheels & Henclet CHOICE J) asurensed lubeia. 36M, sit per Mt. Box 
Good colors ower BAG Mee fe a ~— ne AUCTION SCHOOLS . 
= ounte , . 
P Rubber-Tired WHEELS $13. 95 || (mA RN AUCTIONEERING, Nationally 
recognized diploma. Free catalog! Mis- 


steering, R & H, auto- 
matic transmission, 
many with power 


SAFETY CHAINS, set of 2, only......$2.95 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 


souri Auction School, Box 9252P3, Kan- 
sas City, Missouri. 
IDEAS 


WHAT’S YOUR IMAGE QUOTIENT? Let 
us help you build a favorable public 




















brakes — the works! TOWING EQUIPMENT and PARTS image, your biggest asset, Write: Ed- 
Cc ALL FOR AUTOMOBILES and TRUCKS ware Fiske Co., 2 Depot Plaza, White 
ains, N, Y, 
YOUR LOCAL By... .sssoxs Saar” Bsc ast on SEE PAGE 56 





for the nation's 
TOP AUTO AUCTIONS 












HERTZ OFFICE 
TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, Ill. 
Tel. DE 2-0420 


Call Collect Sod co naar 
40 So. Clinton St., Chicago 6, Ill. 













New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [[] or Two Years $22 (J 



















CARS WANTED 


WANTED—ROLLS-ROYCE and BENTLEY 
motor cars—Any year or type—‘‘Largest 
official retailer in U. 8. A.’’ Messrs. 
Schaler & Waters, 2000 North Meridian 
St., Indianapolis 2, Indiana, WA 6-1334. 

NEED SPORTS CARS and imports, 1 to 
100, T. Birds, Corvettes, VWs, Mer- 
cedes, etc.! Chevs. with stick, Cadillac 
convertibles, Jaguars. Call us to buy or 
sell, ‘‘save this ad.’’ Sperts Car Center, 
3607 No. Kedzie, Chicago 18, Ill, KEy- 
stone 9-6900. 


TRUCKS WANTED 


ICE CREAM TRUCKS, Good Humor re- 
frigerated type preferred—new or used. 
Can use any amount. Write or wire full 
details, Box 1354, c/o Automotive News, 
Detroit 7. 

SHOP EQUIPMENT WANTED 

WANTED: Used Assort-O-Post Inventory 
Control for Ford and Mercury dealer- 


ship, up-to-date system only, Bailey Ford 
Sales, Batesville, Arkansas. 









AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Truck Dealer [] Manufacturer [J 
Financial [] Supplier [] 


eeeeee Mesesece 


Car Dealer (1) 
Jobber [] 


Make of Car.......cceseses eoececesegeeoe 


Insurance [(_] 
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“Mr. INTERNATIONAL’ 





takes time out to help bring business in 


He’s the Assistant District Manager, meeting with 
a dealer and a customer to help finalize delivery ar- 
rangements on an important fleet order. 

He’s the District Parts Supervisor, working after 
hours with the parts manager on an estimation of 
parts requirements, to back up a special merchandis- 
ing and promotion program. 

He’s the District Service Supervisor, on a break 
with the service manager, working. out schedules 
that meet customers’ needs and bring in “‘plus” shop 
business. 


‘Best deal in the truck business...” 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you.-Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERNATIONAL TRUCKS FH. 








